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— Poultry House Windows Under Under 
: Glass Flex-O-Glass 


NO 
AX), Poultry House Windows 


Brooder House Fronts 
Porch Enclosures 
Cold Frames Storm Windows a Se 
Storm Doors 
Barn Windows 


PT MV YEATES Hoc House windows 


Rabbit Hutches On 2 Complete 


FLEX-O-GLASS— Special Extra Heav i 
: y cloth base impreg- is e 
Sated with patented weatherproof composition. Gueras. Hot Beds - Cold Frames Line of 


teed 2 years. G H 
reenhouses Super-Quali 
NMFYR-O-GLASS—Piestic Glass applied to both sides of : penny 
— %” mesh galvanized wire base. Very strong and Sky Lights Materlals 
nsparent. 


Free Counter 


" ° 
=GLASS-O-NET —Plastic Glass applied to both sides of 4” Factory Windows esas anoeanien 


sh Waterproof cord base. Tough and transparent. Office Partitions mail order compe 


INDOW-FABRIC— Popular priced competitive plain ? tition 
axed clgth. Ordinarily lasts one season. To Diffuse Light Sa. Ft. 
i per roll Sells for 








EEN GLASS—Plastic covered 14 mesh i 
. galvanized 50 4 
Ris ; ‘ . sq. yds. Flex-0-Glass 450 35¢ yd. 
= Gemma Triple Laminated. Ht Pays to Soe ~4 - 25 sq. yds. Window-Fabric " 225 27¢ yd. 
0. mplete Line " b -0- 4 
dion, ser cae og nny Rosendale a — of Window Materials! 10 se. yds. Wyr-0-Gtars 0 Ble vd 
S suns URra-Violet rays. If temporarily out of one, you ean satisfy your Cat. No. SPD200 — Only One to a Dealer 
customers with another and always make the 
sale. 























WOOSTER 
WARTIME 


BRUSHES 














Wooster brushes are do- 
ing wartime service now 
* * They are available 
for all essential uses 


through Wooster Jobbers. 









yoy 
THE WO ER BRUSH CO. ®° WOOSTER, OHIO “ty 


Manufacturers Since 1851— Thru 4 Wars 
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*% THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN., U.S.A. x 





JOIN CONSERVATION DRIVE! 


DEALERS PLAY IMPORTANT PART IN WAR ECONOMY, 
PROVIDING MAINTENANCE PRODUCTS AND REPAIR 
SERVICES FOR NATION’S HOMES AND FARMS 


“Take care of what you have!” 
That’s the all-important slogan 
this year in thousands of U. S. 
homes and farms, as the war 
makes it increasingly difficult to 
replace wornor broken equipment 
and as shortages of labor affect 
even essential maintenance. 

In this national “conservation 
drive,” hardware dealers are 
finding a real use for their talents 
and a real source of business. 
The following is a review of your 
wartime sales opportunities. 

In the first place, the FHA is 
‘nsuring loans to encourage es- 
sential purchases to maintain 
homes. New equipment. or re- 
pairs that help conserve fuel 
(insulation, storm sash, furnace 
conversion), that help maintain 
health or sanitation (plumbing), 
as well as remodeling for the 
housing of war workers—are all 
in this essential category. 

There are, in addition, a 
number of non-priority products 
which are used in ordinary main- 
tenance which the hardware 
dealer still can provide. Items 
used to prevent corrosion of 
metal parts, paint, wall-paper, 
floor-refinishers, are good ex- 
amples of this type of product. 

Moreover, there is a wide 
variety of “substitute” products 
for the home, generally of wood 
or plastics, and dealers can as- 
sist in home maintenance by 
making these available to their 
customers. 

Many hardware dealers are 
finding that a Repair Service 
Department can be a source of 


income as well as good will. Re- . 


pairing electrical appliances in 
the shop — refrigerators, radios, 
lamps, vacuum cleaners — is a 
service which, if well managed, 
pays dividends. 

A rental service is another 
money-maker. Articles which are 
now hard-to-obtain, and only 
used occasionally, can be leased 
at so much a day — and your 
investment can be returned in 
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“FIRST AID FOR AILING HOMES,” an excellent window display idea, adapted from a successful dis- 
play used by Heyman Hardware Co., Danbury, Conn. The “ailing house” gets attention and 
you can display your maintenance and repair products around it. Note tools in Doctor’s bag. 





a surprisingly short time. 
Such articles, for instance, 
are waxers, polishers, lawn 
rollers, floor sanders, and 
even garden tools, vacuum 
cleaners and certain types 
of farm equipment. 

Some dealers are provid- 
ing “exchange points” for 
the transfer of used equip- 
ment from one person to 
another. 

Yes, there’s a place for 
the hardware dealer in 
today’s war economy, a 
vital conservation and main- 
tenance job on the home 
front! 


| Repair Service Is Worth $2.00 per Hour 


In setting up a Repair 
Service, which requires a 








man to call at the customer’s 
home to make needed re- 
pairs, it is important to set 
a proper price for the serv- 
ice. There are indications 
thatstores sometimes charge 
too little and do not take 
into account all the ex- 
penses and time involved. 
At least one experienced 
store sets $1.75 as the 
hourly minimum. $2.00 an 
hour is not excessive for the 
time of a skilled repairman 
acting as a direct repre- 
sentative of the store. 





Prepare Your Heat Conservation Program 
Now — for More Sales Next Fall 
Repairs, alterations and in- 
sulating equipment to conserve 
heat in American homes are 
going to be popular next Autumn. 
Many dealers are considering 
lining up sources for plaster- 
board, wallboard, insulating 
material of all kinds, to take 
advantage of this coming de- 
mand. Perhaps there is a source 
of supply near you — a company 
specializing in insulation, storm 
sash, ete.— which would be 
glad of a store outlet and would 
possibly arrange a commission 
basis for sales. It has been 
proved recently that a correctly- 
insulated house often uses 40% 
less fuel, and the Government 
encourages this business. 





Hordware Age, published every other Thursday by Chilton Co. (Inc.). Entered as secon '’-c'uss matter, March 24, 19338, at the Post Office at Philadelphia under the Act of 
i 


3 


March 3, 1879 ( Printed in U. 8. 


JUNE 10, 1943 


A.) $1.00 per year. 


Single copies, 25¢ each. 


Vol. 


161, No. 12. 








si0t 


RA\\\\c 





8 accordance with W PB 
Limitation Order, our Company is 
manufacturing four Disston Hand Saws (those 
shown on the opposite page) and two Keystone Made 
by Disston Hand Saws as shown below. 


In this advertisement the six saws are illustrated and described, giving 
lengths and points for each pattern in order that you may have definite 
information as to just what Disston saws and Keystone Made by Disston 
saws you should order from your wholesaler. 


HENRY DISSTON & SONS, INC. 
654 Tacony, Philadelphia, Pa., U. S. A. 


K- 6 CHALLENGER...Made by Disston 


Skew-back, taper ground saw, striped 
back, high polish. Teeth beveled 
filed. Full carved, hardwood handle, 
weatherproof finish. Made in 26-inch . 
8 and 10 points cross-cut, 5% points rip. Suggested retail price (26” size), $2.50. 









K-4 AIRMASTER...Made by Disston 


Nicely finished, Straight-back blade 
with striped back. Taper ground, 
teeth filed . . . carved grip. Hardwood 
handle, weatherproof finish. Made 
in 26-inch 8 and 10 points cross-cut, 5% points rip. Suggested retail price (26” size), $2.00. 
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D -42 REGULAR PATTERN, STRAIGHT-BACK — 


Victory—the finest saw in the Disston a 
Line. Cover-top, carved handle, weather- ae 
~y finish. Disston steel blade, striped og ~~ 

ack, true taper ground. Beautiful — 
finish. Made in 26-inch 7, 8, 10 and 11 points cross-cut, 5% points rip. Suggested retail price 
(26" size), $4.50. 

































D-2 3 LIGHTWEIGHT PATTERN, STRAIGHT-BACK 


Always popular with saw users demand- a 


ing quality and workmanship. Cover- <é Zl 







top, carved handle, weatherproof finish. 
Disston steel blade, high polish, striped 
back, true taper ground. Made in 24-inch 8 and 10 points cross-cut; 26-inch 7, 8, 10 and 
11 points cross-cut, 514 points rip. Suggested retail price (26” size), $4.15. 





D-8 MEDIUM WEIGHT PATTERN, SKEW-BACK 


“The Saw Most Carpenters Use.” 
Cover-top handle, weatherproof finish. 
Disston steel blade, polished, striped 
back, true taper ground. Made in 20- 
inch 10 pints cross-cut; 22-inch 8 and 10 points cross-cut; 24-inch 8 and 10 points cross-cut; 
26-inch 7, 8, 10 and 11 points cross-cut, 52 points rip. Suggested retail price (26 size), $3.75. 


-/ LIGHTWEIGHT PATTERN, STRAIGHT-BACK 


age” 





Universally popular, moderate priced 
Disston quality. Cover-top- handle, 
weatherproof finish. Disston steel 
blade, striped back, true taper ground. Made in 26-inch 7, 8, 10 and 11 points cross-cut, 5% 
points rip. Suggested retail price (26" size), $3.40. 2 


IMPORTANT ! A Statement from the OPA 


“The suggested retail price may be charged only by anyone reselling this article (or for 
any article listed in this advertisement for which a retail price is suggested or mini- 

mum price established), if the maximum price for the article, as established 

by the person so reselling under the appropriate OPA regulation, is 
at least equal to the suggested retail price.” 
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Workers of the Malleable Iron Range Company have good rea- 
son to feel proud. For the Army-Navy “E” is truly a symbol of 
excellence in war production ....a symbol of outstanding accom- 
plishment.... «a symbol of vital contribution to the nation. Many 
factors such as quality workmanship, meeting quotas, utilizing 
&vailable facilities, minimum stoppages, low absenteeism, etc.— 
all play a part in qualifying for the Army-Navy “E”. But behind 
it all is the grim determination on the part of Monarch range 
builders to give the best they’ ve got to back up our men at the front. 
That spirit throughout America is hastening the day of Victory! 


MALLEABLE IRON RANGE CO. BEAVER DAM, WIS. 
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Training the “Production Army” 
takes thousands 


Technical institutes... trade schools... man- 
ual training departments... apprentice training 
divisions in plants... every possible training cen- 
ter for mechanics, technicians, and plant opera- 
tive throughout the nation is holding classes night 
and day to provide reinforcements for America’s 
vital “production army”. 

To become skilled in the handling of tools, these 
learners must have all types to study and use. 
Now, asin peacetime, many schools choose Stanley 
Tools. This highly important need must be pro- 
vided for, along with many other equally essential 
war demands. To deliver tools in the tremendous 


quantities required, production methods at “The 


of TOOLS ... 


Tool Box of the World” have been drastically 
“streamlined”. 

Manufacture of non-essential items is sus- 
pended. Minor variations of tool lines have been 
eliminated, along with frills and unnecessary 
paper work. 

As a result, we have tremendously increased 
production, used critical materials more effec- 
tively, used manpower more efficiently .. . with 
such outstanding success that the “E” Flag now 
flies over the Stanley plant. 

But even this record output leaves few Stanley 
Tools available for ordinary use — a shortage your 


customers will understand. 


TOOLS ARE VITAL TO VICTORY ... SELL ONLY FOR ESSENTIAL USE 
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STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


THE TOOL BOX OF THE WORLD 


New Britain, Conn. 













A “Best Seller’ 


It's not surprising! Yes, . . it's easy to under- 
stand why housewives greeted the new Self 
Polishing Simoniz so enthusiastically. It's 
something they'd always hoped for. . . longer 
wearing beauty for their floors. And, so easy 
to apply. No rubbing or polishing. Just pour 
on Self Polishing Simoniz... spread and it 
dries to a shine. Let your customers know 
you have Self Polishing Simoniz. You're go- 
ing to have a lot of housewives insisting on 
it. See that you have a good stock . . . Better 
order more today. 
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UNITS WEIGHT List FULL 


Size 
CASE CASE PRICE 


CARTON LESS THAN 


UNIT PRICE 
CARTON 








Pint 12 18 Lbs 59 4.96 
Quart 12 33 Lbs 98 8.23 
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DEALER $ 
PRICES 
STANDARD Units Weight List | Lessthan | Case 

CANS lo Case | Per Case Price | Case Lots | Lots 














SIMONIZ 24 | 16% lb. 40 37 








60 
MLEENER | 24 | 23% 1b.| .60| .40 37 | 
60 


(Paste) 
-40 37 


KLEENER 
(Liquid) 24 | 44 = Ib. 























How’s Your Stock 
of Simoniz... 
and Kleeners? 


You're going to sell more Simoniz and the Kleen- 
ers this year than ever before. Simoniz and the 
Kleeners not only beautify but protect and pre- 
serve the finish ...on furniture, woodwork, 
floors and linoleum as well as on cars. They 
sell themselves with a good profit to you. 


THE SIMONIZ COMPANY CHICAGO. U.S.A. 
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INSURING YOUR POST-WAR 






WINCHESTER 


TRACE MARK 


BATTERY SALES 


Although the production of 
Winchester Batteries for civilian 
use has to be drastically restricted 
at this time, we are keeping their 
story before the public—continuing 
Winchester advertising, against the 
day when you can again obtain 
Winchester products in normal 
quantities. 


Through this advertising Win- 
chester will strive to keep the rapid- 
ly mounting favor of Winchester 
Batteries right in stride so that they 
may go forward to bigger sales and 
profits to you when that day comes. 


This Advertising is 
Developing a Larger Post- 
War Market for You as a 


WINCHESTER Pealer 


Colorful, effective advertising (like 
the example shown at right) in big 
national magazines such as LIFE, 
SATURDAY EVENING POST, 
COUNTRY GENTLEMAN, PRO- 
GRESSIVE FARMER, FARM 
JOURNAL, FIELD AND STREAM 
AND OUTDOOR LIFE—with a 
circulation of 14,000,000—is build- 
ing demand for your future sales 
and profits on Winchester Flash- 
lights and Batteries. 

WINCHESTER REPEATING ARMS CO. 

New Haven, Conn. 
Division of WESTERN CARTRIDGE COMPANY 


PR., 1943, WINCHESTER KEPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO. 
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Winchester Batteries 
Assure Quick, Modern Light 


The same engineerin * 

have made Wincheste a x Bhs 
their field have brou te vay * 
Pinnacle of satisfact a - 


Portable light w. 
candle makers 


‘@ have come a long way 
the modern 
ide. 


, went from house to house 
convenience and dependability which 


& skill and manufacturing 
sporting arms and ammu 
ight Winchester flashlights an 
10n and service, 


Because of war restrictions, Winchester flash 
lights today are no longer available for civili ‘ 
use. Winchester batteries, too sally 
limited through curtail 
the demands of war wi 


» are Critically 
merft of manufacture and 
th resulting priorities, 


REMEMBER MIS NEEDS COME Finsr 


So, if you cannot get Winchester 
Batteries today, 


you know why, 
Remember, 


after Victory, to» ask 

for Winchester flashlights and bar- 
teries for the ultimate in Portable 
light Satisfaction, 

WINCHESTER REPEATING ARMS COMPANY 


<p New Haven, 
Division of WESTERN CARTRIDGE COMPANY 


WINCHESTER 3.4.3: 


Made by the makers of 
Winchester Arms and Amend famous 
"Oo 
” . 
Guard for America Since 1866” 





WINCHESTER 


TRADE MARK 


“On Guard 'for America Since 1866” 
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Gillette Offers 289 Prizes In War Bonds 
And Stamps Just For Filling In The 
Four Balloons Shown Above 


USTOMERS ask why stores are 

out of Gillette Razors— why 
these days they can’t always buy 
Gillette Blades in the package sizes 
and quantities they want. 


You retail sales people answer these 
and similar questions day after day. 
And just think! Gillette is willing 
to pay—to the tune of $5,000 in 
War Bonds and Stamps—for the 
best replies to the four typical ques- 
tions asked in the balloons above! 


Here’s your chance to win up to 
$2,500 in War Bonds by submitting 
your across-the-counter come-backs 
in Gillette’s easy sales-quiz contest. 
Read the balloons and sample re- 
plies in the pictures numbered one 
to four. Check the facts. Then look 
over the simple rules and send in 
as many entries as you wish. 


The contest ends August 31, 1943. 
All entries must be postmarked 
before midnight of that date. 


RAZOR COMPANY 


Boston, Mass. 


HARDWARE AGE 




















YOU MEAN TO 
SAY YOURE OUT 
OF GILLETTE 
RAZORS ! WHY ? 
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NO MORE RAZORS 
EXCEPT FOR THE 
ARMED FORCES. 
RAZOR-BLADE 
PRODUCTION 
WPB ORDER “To 
SAVE STEEL 


THE TOP BLapEs 
WITH SOLDIERS 
AND SAILORS. a 
BIG PERCENTAGE 
OF GILLETTE 
PRODUCTION 
GOES To WAR 


LEND-LEASE 
(PRIORITY 
SHIPMENTS 
ABROAD) Takes 
ANOTHER BiG 
PART OF 
GILLETTE'S Razor 


CIVILIAN 
DEMAND FoR 
GILLETTE BLADES 
1S GREATER THAN 
FAR LONGER 































BRAVO! IT'S THE BEST 
THING IN THE WORLD THEY 
CAN DO TO ASSURE FUTURE 
‘SALES FOR US DEALERS! 
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LOOK, JOE--HERE’S ANOTHER 
ADVERTISEMENT*IN THE 
NEW GEPHART SERIES! 





















P valso manufact 

| , , ures ; 

, complete line of Fly > es 
and Salt Water. Rods —all 

Popularly Priced. 2 


te 






Wary 
IS ting {2 rena ide 
st ta ® tien, Dem 
“ony y it 
oo ¥;,, ag the 
tory tues) 
inois Buy 
We, 







* This advertisement is 
appearing in May and 
June Outdoor Magazines 


GEPHART MFG co 


1020 Wess Ad 
- ams St., Chica 
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Mr. Dealer—Tell Your 
Farm Trade— 











and 


+ ALL THE PARMAKS You NEED 


World’s Largest Seller! 


sold only direct from =. TQ FILL THIS ENORMOUS DEMAND 


factory to dealer. 


address—PARKER-McCRORY MFG. CO., 2609-19 Walnut St., Kansas City, Mo. 
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PREVENTIVE 
MAINTENANCE 


SAVES TRUCKS 





Keep ‘em both rolling 


Does your business depend on your truck—a truck 
which you can’t replace for the duration? Then re- 
member this cheering fact: 

The money you formerly set aside for depreciation 
and trade-in costs will be more than enough to keep 
your present truck rolling! 


Use this money today for Preventive Maintenance. 
Give your truck regular and systematic inspection, 
adjustment and servicing. Get longer truck life, 
fewer road failures and, in the long run, lower costs 
per mile—just as the operators of large truck fleets 
have done for years. 

It’s easy for you to do this now. Until recently, 
Preventive Maintenance required elaborate records 
and was feasible only for large fleet operators. But 
today thousands of service stations and garages offer 
you a simple plan for one or more trucks and passen- 


14 


ger cars, based upon the proved methods of the 
big fleets. 

The time for you to start Preventive Mainte- 
nance is now! It will be too late when your truck 
wears out or breaks down. Today, while your truck 
still rolls, put it in the care of a service station or 
garage near you—one that’s equipped to give your 
truck regular and systematic Preventive Maintenance. 


* * * * * + * * * * * * * * 


Published in the interest of our national need for 
. truck conservation by 


ETHYL CORPORATION 
Chrysler Building, New York City 
Manufacturer of Ethyl fluid, used by oil companies to improve 
the antiknock quality of motor and aviation gasoline. 


* * * ” * * * * * * * * * 
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We ask that you remember well, the demon- 
strated leveling quality of Pol-mer-ik Linseed 
Oil. How it adds beauty, protection and dur- 
ability to the finished job. A Pol-mer-ik paint 
film levels out properly, it has an even depth 
over the entire surface—brush marks disappear. 
It looks smoother because it is smoother—with 
hills and valleys eliminated. The protection it 
gives is uniform because the film is uniform. 
Pol-mer-ik’s Leveling Qualities have for years 
helped painters in their work. 


MPECAUSE OUR GOVERNMENT IS PURCHASING LINSEED OILS 


tts eoCHINEG Qualities... 


oe 


yur bélln paunling 


ARCHER-DANIELS-MIDLAND COMPANY 


ROANOKE BUILDING ¢ MINNEAPOLIS, MINNESOTA 





IN QUANTITY, STOCKS MAY BE TEMPORARILY LIMITED 


GOVERNMENT GIVES “GO” 
TO “PAINT UP AND SAVE!” 





THIS IS YOUR OPPORTUNITY. MAKE 

THE MOST OF IT! USE BEST MATE- 

RIALS—PURE SPIRITS OF TURPENTINE 
WITH GOOD PAINT. 


There’s work every day, every week, 

for every painter left in civilian life. 
74 Get your share . . . and remember— 

it’s best to recommend the best! 


As a paint thinner, clean, clear, water- 
white, Pure Spirits of Turpentine is tops in 
any man’s league. Rich with pinene, it 
penetrates, attracts oxygen . . . thus helps 
dry the paint quickly, leaving a tough, hard 
surface that’s anchored to stay. What’s 





more, the cost of Pure Turpentine repre- 
sents only 2 cents out of each dollar spent 
for paint! 


NAVAL STORES DEPARTMENT 


HERCULES POWDER, COMPANY 
INCORPORATED 
938 MARKET STREET, WILMINGTON, DELAWARE 





a, — 


NOW IS THE TIME! “Clean up and paint up” is good common sense patriotism! Use Hercules Steam Distilled Wood Turpentine 
quality materials. They go on better, last longer. meets Government and A. S. T. M. specifiea- 


tions for Pure Spirits of Turpentine. 
all 





SAVE TIME. Even in the tough spots, SAVE BRUSHES. Good brushes are hard to 
paint lays smoother, faster and easier find nowadays. Save yours. Clean with 
when properly thinned. Pure Turpentine Turpentine before paint hardens. Then 


is specially recommended. suspend bristles in same. 
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WIDE OPEN OPPORTUNITY 
FOR WIDE-AWAKE DEALERS 
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ousehold Supplies that 
ay a Worthwhile Profit! 








YOUR ANSWER to wartime short- 
ages is to sell goods that: 

1. Move fast. 

2. Yield good profits. 


Tavern Home Products do both! 


These developments of the 
famous Socony-Vacuum labora- 
tories are nationally advertised, 
public accepted, priced to please. 

Order from the nearest office 
of Socony-Vacuum or Affiliated 
Companies, or address 26 Broad- 
way, New York City. 








BUG-A-BOO PRODUCTS BE 
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HERE’S A COMPLETE LINE of insecticide prod- And si 
ucts that can net real profits. Backed by regular tomer 
advertising in leading magazines, Bug-a-boo a 
EVERY TAVERN —> Products move fast... build repeat sales. Put "bat 
HOME PRODUCT Bug-a-boo Products and Tavern Home Prod- lenty 
ucts up front in your store. Montl 


CARRIES THE SIGN ens 


THE NATION KNOWS ways 
buildi: 


tion sc 


“-, The 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax + Tavern Paste Wax + Tavern Non-Rub Wax + Tavern BUG-A-BOO PRODUCTS: 
Window Cleaner + Tavern Candles + Tavern Paint Cleaner » Tavern Rug Cleaner Bug-a-boo Insect Spray 
Tavern Furniture Gloss « Tavern Lustre Cloth - Tavern Parowax or Paraseal Wax Bug-a-boo Moth Crystals 

Tavern Electric Motor Oil « Tavern Leather Preserver Bug-a-boo Victory Garden Spray 









































HARDWARE AGE 

















“Nothing like having a good steel roof over your head” 


ECAUSE the armed forces rely 
so much on steel, its normal 
peacetime uses must wait. That’s 
why you may have been unable to 
get steel roofing and siding sheets. 
And so you've had to disappoint cus- 
tomers. But we are sure you under- 
stand why this must be so. 

We are doing all we can to help 
your customers get by until there are 
sab of steel sheets to be had. 
Month after month, in leading farm 
Magazines, we are suggesting easy 
ways they can take care of their 
buildings, keep them in good condi- 
tion so they will last for the duration. 

The popularity of steel for roofing 


and siding has grown steadily. 
Farmers recognize its economy, long 
life and easy application. And our 
advertising will keep them remem- 
bering these qualities of U-S-S Steel 
Roofing and Siding. 
FREE BUILDING PLANS 

We are urging farmers to buy War 
Bonds — suggesting that they set 
them aside as a building fund for 


post-war farm improvements. To 
help farmers plan wisely we are offer- 
ing them free building plans in blue- 
print form. These plans include cattle 
shelter, poultry houses and range 
shelters, and machinery sheds. If you 
wish to have a free, bound copy of 
these plans, write to Agricultural 
Extension Bureau, -621 Carnegie 


Building, Pittsburgh, Pa. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
United States Steel Export Company, New York 


U°S°S STEEL ROOFING AND SIDING 
Bee — as We. be Opes eB Oe oo B 
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HATS OFF TO THE HARDWARE DEALER! 


FIXES POTS AND PANS, SHOVELS AND SPADES, 
REPAIRS IRONS, WINDOWS, HOSE AND SHADES 


Hats off to the Hardware Dealer—the American home’s 
Number One Fixer-Upper! With less and less to sell, he 
has climbed aboard the civilian bandwagon to keep Ameri- 
cans home-happy ...has become the country’s “Fixit 
Center”, to keep the home fires burning, windows in repair 
and home equipment running under wartime’s stress 
and strain. 

Libbey-Owens-Ford salutes this determined, helpful 
figure of American business ... wishes him well in the 


months to come. for he is essential to civilian morale. 


Today, glass in the home is also an essential morale 
factor. It gives light and comfort in windows . . . provides 
cheerfulness and helpfulness in mirrors, table tops and 
dozens of other uses. Hardware dealers recognize the 
greater clarity of L-O-F Window Glass—appreciate its 
easier handling, easier cutting and reduced breakage, due 
to the longer L:O-F annealing process. If your stock is 


getting low, call your regular L-O-F Glass Distributor. 
7 * * 
Drop a post card to Libbey -OQwens- Ford Glass Company, 3063 


Nicholas Building, Toledo, Ohio, if you'd like a display copy 


of this illustration — without advertising, of course. 











LIBBEY-OWENS-*FORD 


A GREAT NAME IN 
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HE year 1943 promises to be the grimmest, hardest 
f ment this country has ever faced. Every effort, and 
every dollar of national income not absolutely needed 
for existence, should go into war work and War Bonds. 

In the Pay Roll Savings Plan, America finds a potent 
weapon for the winning of the war—and one of the 
soundest guarantees of the preservation of the Amer- 
ican way of life! 

Today about 30,000,000 wage earners, in 175,000 
plants, are buying War Bonds at the rate of nearly half 
a billion dollars a month. Great as this sum 1s, it is not 
enough! For the more dollars made available now, the 
fewer the lives laid down on the bloody roads to Berlin 
and Tokio! 


You’ve undoubtedly got a Pay Roll Savings Plan in 
your own plant. But how long is it since you last checked 
up on its progress? If it now shows only about 10% of the 
gross payroll going into War Bonds, it needs jacking up! 

This is a continuing effort—and it needs continual at- 


tention and continual stimulation to get fullest results. 


You can well afford to give this matter your close 
personal attention! The actual case histories of thou- 
sands of plants prove that the successful working out of 
a Pay Roll Savings Plan gives labor and management a 
common interest that almost inevitably results in better 
mutual understanding and better labor relations. 


Minor misunderstandings and wage disputes become 
fewer. Production usually increases, and company spirit 
soars. And it goes without saying that workers with sub- 
stantial savings are usually far more satisfied and more 


dependable. 


And one thing more, these War Bonds are not only 
going to help win the war, they are also going to do much 
to close the dangerous inflationary gap, and help prevent 
post-war depression. The time and effort you now put in 
in selling War Bonds and teaching your workers to save, 
rather than to spend, will be richly repaid many times 
over—now and when the war is won. 


You've done your bit t Now do your best! 
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Get the Most 
From Tools 





T takes tools—lots of them—to 
win a mechanized war. Every pair 
of pliers—every wrench—every hand 
tool that is broken on the home 


front is a break for Hitler. 


To aid experienced electricians 
and mechanics to get the most out of 
tools—to help train green hands, 
too— Mathias Klein & Sons have pre- 
pared a pocket-size guide containing 
valuable information on the care of 
tools and suggestions for their safe 
use. This is a contribution we are 
making to aid fighters on our indus- 
trial front in securing the long life 
and satisfactory service that is built 


into the quality tools they use. Mail 





the coupon below for your copy. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributors: 


International Standard Electric Corp., New York 


Mathias Klein & Sons 
3200 Belmont Avenue, Chicago, Illinois 

Gentlemen: Please send me without charge a copy of 
the booklet ‘Long Life to Tools.” 


mis LE ING 


Ss £ icm CO Nn T A VEN USE CHICA we 


JUNE 10, 1943 





Watch for the Next Edition 
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The Merchandise Directory 
Number—the “Who Makes It?” 


issue of Hardware Age— 


Revised and Geared to the 


Needs of Buyers Now 


Now when many manufacturers of 
hardware products are devoting part or 
all of their output to War Needs, hard- 
ware buyers are finding more use than 
ever for this Merchandise Directory 
Number of Hardware Age. It is a big 
help in locating acceptable alternate 
items if your preferred items are tem- 
porarily out of stock. 


\ HEN you are looking for a particu- 
lar product. or some much wanted line 
of merchandise. or important catalog 


data about certain products—refer to 
the Green Index in the front of the 
book first. It will probably lead vou to 


the very data vou want. 


‘THE “Who Makes It” issue gives you 
the product information of over six 
hundred manufacturers, so presented 
that you can see at a glance what com- 
pany or companies make it and on what 
pages their products are illustrated and 
described. 


: 
‘| HIS handy, informative buyers’ 
guide supplies you with the names of 
manufacturers, their products, trade- 
names, etc. In many cases it gives the 
actual catalog data of the product or 
products as presented by one or more 
manufacturers in their condensed “Ad- 
Catalog”. Make this directory issue 
serve vour wants. 
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FROM THE DAY the first bombs fell at Pearl Harbor, we here at Regina pledged ourselves to 
all-out wat effort—to keep production moving ever forward—to maintain the highest stand- 
ard of precision and efficiency. 

The greatest reward for our effort came with the ringing cheers of the attack force 
on the day of the history-making, thousand yard wide aerial bombardment that cracked the 
Tunis line. We felt we were fighting right behind those boys, because a vital part of the 
bombs that smashed the enemy could have been the product of our hands. 

We're in there pitching every day, Mr. Patterson, and while we don’t expect praise 
for our effort—it’s nice to get another pat on the back. The fact that we were among the first 


to receive the Army-Navy E award last August filled us with pride. Your latest recognition— 


the WHITE STAR AWARD 


“for continuous meritorious service” 


will inspire us to even greater accomplishment until victory is ours. Thanks for your encour- 


agement, Mr. Patterson. 
(Signed) THE MEN AND WOMEN OF REGINA 


THE RE Gl NA CORPORATION «+ RAHWAY + NEW JERSEY 


* 
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When the Time Comes... 
EXPECT THIS FROM US 


Speed in switching to full-out peace may 
be even more vital than the time it took to 
change to war. 

It will be important to you. It will be im- 
portant to workers who need productive 
jobs. It will be of the utmost importance 
to every business ...to all America... in 
order to avoid “make work” expediencies 
.--in order to keep the kind of America 
we fought for. 

When war came, LCN stepped out instantly 
on what we knew was the shortest road to 


peace—full scale production for war. 


NORTON LASIER COMPANY, 466 WEST SUPERIOR STREET - 








Today, even as we apply every productive 
resource to increase our swelling flood of 
war material, we at LCN find time . . . make 
time ...to forge our plans for peace. We 
will be ready with our answer to the critical 


problems that will be upon us. 


Expect us, then, when that time comes, to 
switch over to the business of peace with 


utmost speed—for you, for us, for America. 
It is the one adequate answer that Ameri- 


can business can and 


must make. 








CHICAGO 





Team up with 


MYERS 


for 


ICTORY 
GARDEN 
BUSINESS 


New stocks of hand sprayers are 
greatly limited by necessary wartime 
regulations. But Victory Gardeners 
need not be left defenseless against 
the bugs, blights and pests that 
threaten the fruits of their labor. In 
the hands of gardeners and growers 
everywhere, there are already hun- 
dreds of thousands of reliable 
MYERS Hand Sprayers. With the 
aid of service and repairs, these 
popular sprayers are fully capable 
of withstanding the double and 
triple duty they will be called on to 
do when passed from neighbor to 
neighbor. 

There is help to the war effort this 
year in repairing, servicing and re- 
building MYERS Hand Sprayers— 
and there is profit to be made as 
well. Repair parts, accessories and 
fittings are available. But order now 
as @ precaution against possible 
transportation delays. Complete in- 
formation on request. 


: pase Bae nes Fy] 


YERs =. 











PUMPS - WATER SYSTEMS - SPRAYERS -HAY TOOLS - DOOR HANGERS 


THE F.E.MYERS & BRO. CO. 


149 ORANGE STREET + ASHLAND, 
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Can You See? 





AN you see into the interior of your oven by a dim 

kitchen light? I never realized that the oven was 
the darkest place in my kitchen, until I got my new Grand 
with that wonderful oven light that goes on automatic- 
ally when I open the oven door. Now I can really see 
when things are done, without reaching in to slide pans 
in or out. And I can see what I'm cleaning, so the inside 
of my oven is as easy to keep spotless as the outside. 
Grand, you know, was the first range to have an oven 
light. I'm sure, when the war's 
over, they'll be first with a lot 
of new things—and I know 


that when I buy again a new 





Grand will be my first choice. 


WHEN PEACE COMES...IT WILL BE GRAND 
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PUBLISHED BY GENERAL ELECTRIC LAMP 


F LAMPS j ’ 
UNDREDS of types of G-E MAZDA lamps are 
fighting the war on many fronts. Today General 
Electric MAZDA F (fluorescent) lamps are playing an 
important part on the war production front... by giv- 


ing workers the light needed to speed production and 
reduce spoilage and accidents. 





DEPARTMENT, NELA PARK, CLEVELAND, OHIO 















Fluorescent lighting in the 
final assembly department of 
the Beech Aircraft Corpora- 
tion’s Wichita plant, for ex- 
ample, is helping speed pro- 
duction of Beechcraft Trainers 
for the Army Air Forces. Work 
goes on both day and night. 



































Good lighting is actually add- 
ing man-hours to the nation’s 
production lines in thousands 
of war plants, big and small 

. by helping war workers 
Acres of all-metal AT-11 twin-engine Beechcraft bomber trainers see better and faster. As a_ in this “‘life-test” G-E MAZDA 
are shown in this night photo of a portion of the final assembly _ result they tire lessrapidly and 7 !ams burn day and night to 


. . . help assure the high standards 
department of the Beech Aircraft Corporation’s plant. do more efficient work. set by G-E research. 
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G-E “HOUR OF CHARM”’ 
HYMN.RECORDS SET RECORD 


HERE’S ONE OF THE G-E LAMP 
ADS IN CURRENT MAGAZINES 


— 


Here’s what ieee when 
they read G-E lamp ads ! 


wr 
q 
4 

Recently the advertising research The Hour of Charm Album of Hymns, put 





organization of Daniel Starch and out last December by Columbia Recording 
Associates checked the readership Company, has topped all record album 
of a typical G-E MAZDA lainp ad, sales, according to a seport just received 
“Q Wartime Lighting Suggestions,” from this company. 

that ran in Life, Saturday Evening 
Post and True Story. 

It was the best seen and best read 
ad in the Post. In Life it ranked 
third among all ads in the issue on 
thorough readership. It was well 
above the average in True Story. 
They also found that: 

90% of the people liked this type 
of advertising. One third reported 
doing something about it. 
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To date more than 327,000 records in al- 
bums have been sold. All of which adds 
further proof of the tremendous popularity 
of the G-E MAZDA Lamp “Hour of 
Charm” radio program, broadcast every 
Sunday evening at 10 P.M. (Eastern War- 
time) over 125 NBC stations. 





Customers would be surprised how dust 
and dirt hold back light from their reading 
lamps. Simply washing the bulb and re- 
flector frequently gives 25 to 30% more 
light. It’s an easy way to conserve light and 
do eyes a favor. Remember: Letting dust 
collect on lamps is like throwing away the 
last 35 years of General Electric research 

. which have been making G-E MAZDA 
lamps better and brighter every year. 


This G-E MAZDA lamp ad in the May 
22nd Saturday Evening Post and the June 
5th Collier’s reminds customers of one of 
the many war uses for G-E MAZDA 
lamps. Other G-E lamp ads appear in the 
June 4th and 18th U. S. News, June 5th 
Business Week, June 7th and 21st News- 
week, June 19th Saturday Evening Post, 
June 7th and 21st Time, June 15th Look, 
and June 21st Life. 


Some of the things they said they 
did: Cleaned lamp bowls, switched 
to white lamp shades, moved read- 
ing lamp to better position, and 
rearranged furniture to make each 
lamp serve two or more people. 
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REMEMBER Doo-KLIP 


The World’s Finest Grass Shear 


The minute the war is over we will be out with our com- 
plete new Doo-Klip line. We believe it will be the finest 
line of lawn tools ever offered. * Quality will be main- 
tained in every particular, and the same aggressive pol- 
icy of advertising and merchandising will be back of the 
line. ¢ It will pay you to remember Doo-Klip. 


ALLIANCE MANUFACTURING CO. 
ALLIANCE « OHIO 





















REMEMBER ALLIANCE!—YOUR ALLY IN WAR AS IN PEACE 





For the /: 


— 


Both in the home and on the production line, 
American women are cooking up trouble for the 
Axis. While in the kitchen they’re reassuring them- 
selves of something they’ve always known — that 
there’s nothing like gas for cooking nourishing, 
healthful food needed to keep a man (and woman) 
ae on the job. Already these women are looking and 
ae BONDS Now | hoping for that modern Roper Gas Range 
a GAS RANGE ar you'll be selling them after the war. 



















CARE end OPERATION 
Write for free sample copy of this booklet telling the bouse- the new 
wife Hew to Care for and How te Use Her Gas Range ROPER GAS RANGE 


Quantities for general distribution—10¢ each. 






OVEN DIRECTIONS 






TOP-OF -RANGE DIRECTIONS 






BROILING DIRECTIONS 





CANNING DIRECTIONS 


CORPORATION 


GEMERAL SALES OFFICE AND FLANT, ROCKFORD, Hhitmors 


Geo.D.RopER 
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ith motors throttled to a mutter, the little 
boat slips cautiously toward the long shadow 
that looms against the stars. 


Suddenly, aboard the warship, a siren 
screams, searchlights probe frantically over 
the waters . . . too late. The P. T. boat leaps 
in, launches its torpedo, and roars off at a 
tangent as a geyser of blinding flame towers 
upward into the night. 


Handled by a tiny crew of daring men, 
these little P. T. boats pack a tremendous 
punch. They can deal a blow to destroy the 
biggest ship afloat. 


Bethlehem is turning out steel for the 
P. T.’s marine engines, for their guns and 
shells, for the torpedoes they carry—as well 
as for other types of naval vessels, and for 
the thousand and one other types of war 
production. Bethlehem structural steel has 
put a roof over a substantial part of industry's 
war production; Bethlehem tool steel is 








busily engaged in cutting, boring and forg- 
ing in war-production plants; Bethlehem 
plates, sheets, bars, and forgings are going 
into tanks, jeeps, trucks, guns and other 
war products. 


All this has of course severely limited 
the output of Bethlehem steel products dis- 
tributed through hardware stores. But when 
the war has been won and trade again 
flows through normal, peace-time channels, 
Bethlehem woven wire fence and’ posts, 
barbed wire, galvanized roofing sheets, bolts 
and nuts, and other products will once more 
be available, through hardware dealers for 
the farmers and householders of America. 
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“FILE FILOSOPHY,” the new e “TT’s A MACHINE AGE,” say the wiseacres. Yet the 
48-page Nicholson book, will use of hand tools—files especially—is greater than ever. 
give you a fresh apprecia- The war effort has created a need for many more files— 
tion of filing — one of the not only to produce essential new equipment but to make 


most widely applied me- old equipment last longer. 
chanical operations not 


done by machines. = © Today’s situation is vastly different from that of peacetime. 
Send for a copy. —= Farmers will have to do more implement repairing. Truck oper- 
= ators, millers, lumbermen, quarry operators and other machinery 
users have the same problem. Household-appliance repairmen are 

loaded with work. 


¢ Then there are also the small machine and repair shops (with one 
to a dozen employees) which have swung into subcontracting on war 
materials or parts . . . and doing much of the work by hand. 


e Every hardware man should resurvey his widening field. He is becoming 

more and more important as headquarters for shop, farm, work-camp and 

general repair tools. Study your range of file needs . . . and let quality— 

Nicholson or Black Diamond brands—make up for any limitations in quantity 
that you may encounter. Keep in touch with your jobber. 


NICHOLSON FILE CO., 25 Acorn St., PROVIDENCE, R. 1., U.S.A. 


(Alae Canadian Plant, Port Hope, Ont.) 
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YOU SURE FOOLED ME, 
SISTER / 
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—but there’s no foolin’ about the 
profits for You in Duckoys! 








a everywhere demand Duckoys because they are 
truly duck-like decoys. Made from corky, tough Mississippi 
Tupelo and Pop Ash wood, they’re lightweight (hunters can 
easily carry the number they need to set their favorite stool); 
durable (hunters can use Duckoys many seasons without 
excessive paint chipping or wear); hand-trimmed and finished 
before being special treated with a primer to resist water- 
logging. Finally, hand-painted in non-gloss natural’ colors. 














Creating Sales for You 


Duckoys come in 3 grades: Supreme, Standard, and Duckoys are nationally advertised in 
Special, in a variety of species found in North America. leading sportsmen’s publications: 


NOTE: Due to our contracts to supply the government with Padco Oars Sports Afield, Field and Stream, Out- 
and Paddles, existing stocks of Duckoys are not apt to be sufficient to door Life, Hunting and Fishing, etc. 
supply demand. We will fill as many orders as we can, but quantities are 
bound to be limited. 
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Developed for Uncle Sam...for All Sportsmen After Victory 
PADCO OARS AND PADDLES 


In response to the government’s increased needs, the chines now achieve greater uniformity of contour. After 
Pascagoula Decoy Company has developed new methods ‘V” Day, these superlative Padco Oars and Paddles will 
for manufacturing wood oars and paddles; accurate ma-__ be available to sportsmen everywhere. 


PADCO ASH OARS: 6, 7, 8, 9 AND 10 FEET. « PADCO CYPRESS PADDLES: 414, 5 AND 5% FEET 
The Pascagoula Decoy Co. * Pascagoula, Miss. 
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UNTIL V DAY BUY WAR BONDS...IT WILL HELP PREVENT WEARING THEM 
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An Earnest Message 





To Hon. Prentiss 
Brown, OPA 
Head:— 


Dear Mr. Brown: 

As Chief of OPA, you have 
a better understanding of hu- 
man nature — certainly you 
display more human sym- 
pathies than did your prede- 
cessor. But—you should soon 
start to reorganize your na- 
tion-wide staff, get rid of 
about 2600 of your 2700 law- 
yers and bring more experi- 
enced business men into the 
official picture. Canada is 
reliably reported to have 
staffed its kindred price con- 
trol board with practical busi- 
ness men who expect to return 
to business jobs after the war 
and who are not hoping for the 


‘possible feather-bed security 


of civil service to feed and 
clothe them when the war is 
over. When you came into 
office it was generally ex- 
pected, partly because you 
implied as much, that you 
would decrease your official 
family. To date, this has not 
heen accomplished. In fact, 
current news reports state that 
you are planning to hire 1400 
more people who are to in- 
struct business firms in the best 
methods of OPA compliance. 
It will be difficult for business 
executives to believe that these 
“instructors” are not primarily 
spies or “crack-down” agents 
seeking out non-compliance 
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which they can and will report 
and perhaps help prosecute. 
It is equally difficult for many 
tax-paying and _payroll-meet- 
ing business operators to figure 
out where and how you are 
going to recruit such a large 
group of helpers and obtain 
the right kind of personnel— 
when every business executive 
knows, from his own experi- 
ence, how difficult it is to ob- 
tain any kind of help in today’s 
market, let alone hire 1400 
outstanding people who can 
intelligently administer the 
dificult task that your an- 
nounced plan embraces. 


Many Now Think 
OPA Is “Cracking 
Up” :— 

Since the previous para- 
graph was first written about 
two weeks ago, many business 


men have come to suspect that 
OPA may be “cracking up” 


‘ instead of “cracking down.” 


They freely state the opinion 
that instead of simplification 
and better control against in- 


flation we have had further 
confusion and more threats of 
inflation—plus an open flirta- 
tion with most basic threats to 
the consumers’ “free right of 
choice.” This is evidenced in 
OPA’s current interest in 
“orade labeling.” The latter 
is a direct blow to the integrity 
of trade-marked goods, a pro- 
gram which is not consistent 
with many of the  funda- 
mentals which made America 
a great ‘nation. In our na- 
tional progress, a producer 
prospered or failed under the 
banner of his own name or 
trade-mark. It was either a 
good product or service or it 
was not, and the consuming 
public was the sole judge of 
its worth. As a result, many 
great, employment-giving, tax- 
providing industries were de- 
veloped. These firms helped 
improve our standard of liv- 
ing, brought comfort to our 
daily lives and gave all of us 
“more for less.” This was a 
development which nothing 
but our American system of 
free enterprise could have 
brought about. This might 
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also be called the “incentive 
system,” as distinct from 
any similar progress recorded 
through the workings of any 
known form of totalitarian 
governmental operation or 
control. The serious thing for 
American citizens to remem- 
ber is that all totalitarian gov- 
ernments started off in a mild 
and ostensibly harmless man- 
ner. Then suddenly, when it 
was too late, they blossomed 
forth in complete control of 
everything and _ everybody. 
This isn’t a matter of partisan 
politics but precisely a ques- 
tion of social-economic ideals 
on which American citizens 
should express their opinions 
and cast their votes according 
to their own views. If this is 
accomplished we will have a 
precise mandate expressing a 
majority opinion—and wrong 
or right we must live with it. 


Should Not Be Sold 
As a “War 
Measure’ :— 


Partial or complete govern- 
mental control that threatens 
the socialization of our basic 
industries should not be im- 
posed nor sold under flag- 
waving auspices even in war- 
time. All good Americans 
want to win the war and are 
willing to sacrifice their time, 
comforts, liberties and even 
their lives toward that objec- 
tive. But they also want to win 
the peace and be assured that 
when victory is accomplished 
the very principles for which 
they fought and worked are 
not thrown into the discard. 
Men in active service expect 
to return to an America ope- 
rated on American philoso- 
phies and will not relish any 
foreign-inspired form of gov- 
ernment, with its arbitrary 
control over their daily lives. 
No one quarrels with war- 
imposed regulations, nor with 
any of the accompanying re- 
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strictions which necessarily 
subordinate many personal 
privileges—but everyone, who 
does any thinking, wants some 
official assurances, which are 
not now in evidence, that when 
the war emergency passes the 
United States will continue a 
free land of opportunity where 
rewards are commensurate 
with effort expended.  In- 
separable from such a free 
philosophy is the integrity of 
the competitive system which 
expresses itself through brand 
names, company names and 
trade-marks — indications of 
manufacturing responsibility 
from which follows either 
prosperity or failure. 


Fuller Brushes Sold 
In Hardware 
Stores:— 


Some retail hardwar: deal- 
ers are now selling Fuller 
brushes. They have obtained 
the full line and the privilege 
of advertising their stores as 
“authorized dealers.” The ad- 
vertisement of J. T. Daub 


Hardware Co., Lansdale and 
North Wales, both in Pennsyl- 
vania, is reproduced on this 
page as an example. M. D. 
Roth, Jr., part owner of the 


‘Daub business and manager 


of the Lansdale store, told a 
HarpwakE AGE representative 
that he has had the Fuller 
agency for about three months, 
but has no assurance that he 
can continue to possess it after 
the war. He further com- 
ments that in the present situa- 
tion the line has proven highly 
satisfactory as to demand, 
sales opportunity, margin, dis- 
play helps, repeat business 
and_ replenishment services 
from the Fuller Brush Co. As 
far as Mr. Roth is concerned, 
he is well pleased with his 
Fuller agency, and he defi- 
nitely has more respect for the 
possibilities of brush sales 
than ever before. This experi- 
ence prompted us to commu- 
nicate with Fuller Brush Co. 
at Hartford, Conn., feeling 
that if this were either an op- 
portunity for hardware deal- 
ers during the war, or an 
(Continued on page 95) 
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How the J. T. Daub Hardware Co. announced its new brush line. 
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LOCKWOOD 
HARDWARE 


ESPEAKING the rich simplicity and dig- 

nity of this modern hotel, the hardware 

is finished in natural dull bronze, wet scoured 
and ‘‘permanized.” 

Shown at right are the main entrance and 
shop door set with Lockwood Cylinder Lock and 
thumb latch; the plain handle set; and the sub- 
stantial large knob used on first and second 
floors. Note the absence of screws in the escutch- 
eons. Holabird & Root, the architects, created 
the simple dignified hardware designs, which 
Lockwood Engineers produced with many in- 
genious hidden holding devices. 

Lockwood Builders’ Hardware is engineered 
to fulfill every requirement—from design to 
durable security. Available now only for direct 
war work, you will still find us ready to plan 
with you for the day when Victory is assured. 


JOHN W. HARRIS, INC. 
NEW YORK CITY 


General Contractors 


HOLABIRD & ROOT 
CHICAGO AND NEW YORK 


Architects 
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Lockwood Hardware Mfg. Co. 


Division of Independent Lock Co. 





Plain door pull with simple 
escutcheon with rounded ends. 
Note absence of plate holding 
screws, 






















Entrance Thumb Latch 
Set with Lockwood Cy]l- 
inder Lock and off-set 
hand pull, used on main 
entrance and shop doors. 


Rich, over-size round 
knob and round escutch- 
eon, used on heavy doors 
on first and second floors. 
Note the absence of plate 
holding screws. 





W. T. WEAVER & SONS CO., WASHINGTON, D. C. 
Hardware Distributors 


Fitchburg, Massachusetts 








With the right equipment from Foster's, customers find that the big ones don’t 
get away. Where and how to get them is Mr. Foster's angle on the WCAR program. 


adio Helps Bait the Sales | He 





cs 
ONSISTENCY pays 


in almost all types of advertising 
and this is especially true of radio 
advertising, even though it may be 
on a_ seasonal basis. Foster’s 
Hardware & Sporting Goods Store, 
Pontiac, Mich., began its “Fishin’ 
in Michigan” radio program in 
1940, and, while this 15-min. pro- 
gram is used seasonally to appeal 
to hunters and fishermen, it un- 
doubtedly has been a tremendous 
factor in the firm’s business in- 
crease. Sporting goods sales have 
been stepped up from 18 per cent 


In the heart of a fisherman’s 
paradise is Frank J. Fostex A 
radio antenna, “mike,” fly rod 
and tackle box pull an even 
heavier sales load for his 
hardware and sporting goods 
business in Pontiac, Mich. 


of gross business to a high of 45 
per cent since the company began 
to use WCAR as an advertising 
medium. 

Among sporting goods stores 
there is a great diversity in the 
amount of money spent for adver- 
tising. The differences in how 
this money is spent are as great 
between stores as are the differ- 
ences in the advertising budgets. 
Newspaper advertising is pre- 
ferred by some dealers. Others get 
results from direct mail, outdoor 
advertising and from novel tricks 
and promotions. A great many 
use radio and Foster’s is one firm 
that considers radio the best buy 
for the money. 


Successful Advertising 


A nation-wide survey revealed 
the fact that radio programs con- 
ducted by the dealers themselves 
rank among the most successful 
forms of advertising. This is the 
type of program Foster’s broad- 
casts. They take to the air in 
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March when trout fishermen are 
beginning to check over their 
equipment. It’s September, and 
hunters have bagged their game 
before the company signs off the 
WCAR ether waves. During this 
entire period, “Fishin’ in Michi- 
gan” is heard once a week, at 6.30 
p.m. on Thursdays. 

Of course, a program devoted 
to one sport is bound to have a 
limited audience, but its sponsor 
can count on it for steady listen- 
ing, and more important, of 
course, he can also be assured of 
a good response to the commercial 
message if Foster’s past experi- 
ence is any guide. 

“In broadcasting, I put my 
cards on the table at the outset,” 


says Frank J. Foster, president. 
“Here’s a sample”: 

“‘Good evenin’ folks: You 
know, it’s just barely possible that 
there’s some of you folks listenin’ 
that aren’t a bit interested in any 
kind of fishin’ at all. Course I 
wouldn’t go so far as to say that 
I think that’s the case, but if it is, 
I'd advise you to tune me out 
right now, cause that’s all this se- 
ries of programs is going to be 
about; just Fishin’ in Michigan.’ 


What's in the Program 


“Fishing information, humor- 
ous fishing anecdotes and tall tales 
are the mainstay of the program, 
of course. At the outset of the sea- 


Frank J. Foster gives the formula 
used in landing ‘em for Foster's 
Hardware & Sporting Goods Store 


Hook for Customers 


Window displays like this leave no passerby unaware of the owner's interest in big game. 
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son, I try to give the listeners tips 
on where to fish.” 

“Where are we gonna fish on 
the openin’ day of the season? It’s 
still too far away to make any pre- 
dictions about what the stream 
conditions are gonna be, but 
there’s one consolation that we 
have here in Michigan. We've got 
some specially designated trout 
lakes, and we’re pretty sure they'll 
be all right for the opening days. 
If the streams are too high, or too 
roily on account of all the snow 
water being carried away, don’t 
forget about those trout lakes. 
And another thing we can be 
pretty sure of: if the streams are 
roily, we'll be a lot better off ‘usin’ 
bait instead of flies. Now maybe 















you think that’s a peculiar thing 
to hear a fella say that’s in the 
sportin’ goods business, but much 
as I hate to admit it, it’s a fact. 
Course I know that the real, 
pure dyed-in-the-wool fly fisher- 
man won't ever stoop to use any- 
thing as lowly as a worm, but I’m 
here to tell you that real early in 
the season, if I find that flies 
aren’t doin’ too good, I’m one guy 
that doesn’t hesitate to try the next 
best thing.’ 

“I always try to localize the 
show as much as possible, using 
home-town names and incidents. | 


tell listeners where the local ex- 
perts are planning to fish, what 
they caught, and what equipment 
they used. After all, it’s the listen- 
er’s own program. I definitely 
don’t pretend to be one of those 
wise experts who knows all there 
is to know about fishing. I’m just 
an ordinary guy who would rather 
fish than do almost anything else. 
Listeners are urged to write, or to 
come into the store and ‘chew the 
fat’ if I make some crack about 
fish or fishin’ that doesn’t agree 
with their idea. Radio sports fans 
are just about as enthusiastic and 








Seeds Featured in Patriotic Window 


ULK garden seeds, arranged in 

an unusual manner in a recent 
window display of the Miami 
County Hardware Co., Piqua, Ohio, 
achieved a patriotic trim that at- 
tracted a lot of attention and stimu- 
lated interest in seeds and the Vic- 
tory Garden idea. 

The display was inspired and de- 
signed by James Butz, son of Joseph 
C. Butz, manager of the store. 
James is a senior in high school this 
year, and in trimming the windows 
of the store he now takes the place 
of his brother Louis, who is a ser- 
geant serving with the armed forces. 

This seed trim was the talk of th: 
town for weeks. It was a patriotic 


promotion that carried a tremendous 
appeal to everyone who viewed it. 
A large American flag made from 
seeds was the center of attraction. 
The red stripes were made of seeds 
that were dyed, and the blue stripes 
were achieved in the same manner. 
The stars of the flag were squash 
seeds glued on small round pieces 
of cardboard on a blue field. The 
whole flag was planned on heavy 
paper beforehand. 

A large “V” with the message 
“Victory in *43” also arranged from 
seeds appeared below the flag. Sec- 
tions of seeds in red, white and blue 
colors on both sides of the center 
theme completed the arrangement. 





An American flag made entirely of colored seeds occupied the central 
space in this window while a variety of garden goods surrounded it. 


appreciative as folks come, and 
believe you me, they respond 
plenty when they don’t agree with 
my opinions! 


The Commercials 


“The commercials? That’s easy! 
They aren’t any more high pow- 
ered than the program itself. 
When I talk about trout fishin’, | 
talk about equipment, too, and 
instead of trying to sell the most 
expensive rod and reel in the 
store, I point out that equipment 
for the duffer needn’t be expen- 
sive. I tell him just what he needs 
to get the thrill of landing a few 
of those hunks of swimmin’ dyna- 
mite. In other words, the commer- 
cials are just a part of the script 
and work themselves in on thei: 
own. For example, here is a com- 
mercial that followed a ‘tall story” 
and closed one day’s program: 

“Now I suppose that it’s just 
barely possible that a few of the 
doubtin’ Thomases will question 
at least certain parts of that story: 
and to be real honest about it, | 
don’t suppose I should blame 
them too much. But there’s one 
thing that you don’t need to have 
the slightest doubt about; that 
Foster’s Hardware and Sportin’ 
Goods has always been away out 
from the high rent district so 
naturally we haven’t had a big 
wallopin’ overhead to add on to 
the prices of our merchandise. 
There’s one boast we’ve always 
made, and we're still making it. 
We won't let anybody anywhere. 
undersell us. You won’t find any- 
thing fancy about Foster’s store, 
but what you will find is a store 
that’s loaded right to the gills with 
the last word in sportin’ goods 
and hardware.’ 


It Gets Results 


“Of course it’s a lot of work 
writing these scripts myself. It 
takes a lot of time to give the 
broadcasts. Frankly, I’m not one 
little bit enthusiastic about the 
work connected with preparing 
the broadcasts, but as long as this 
WCAR program continues to pro- 
duce the results it has, I’m going 
to keep right on talking to folks 
about fishin’ in Michigan in my 
own lazy. sort of down-to-earth 


” 
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New Lines Push Housewares Sales 


The modernistic 
fixture, which is 
used as a “Crys- 
tal Shop.” “Fiesta 
Shop.” etc., when 
the particular mer- 
chandise is fea- 
tured, is located 
near the stairs. 
Table in front is 
attached to and 
is a part of the 
entire unit. 


15 Per Cent Ahead of Previous Year 


’ WARSTIME Ib 








ON AVAILABLE GOODS 


Naw lines added to 


the basement housewares depart- 
ment of Herzog’s, Inc., Kingston. 
N. Y., have increased volume 15 
per cent over that of last year. 
They have interested new custom- 
ers, thereby enlarging the store 
trafic and the demand for many 
other items carried in the depart- 
ment. 

The manner in which the new 
lines are merchandised in the de- 
partment deserves some credit for 
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Crystalware, glassware, dinnerware, 


candles, 


plastic gadgets, 


pottery, 


mail and roll. baskets do the job 
for Herzog’s, Inc., Kingston. N. Y. 


A table showing 
plastic gadgets 
faces the stairs. 
The lower shelves 
protrude, a feature 
which enables 
customers to see 
more merchandise. 











the results. Each is featured in a 
special section identified as a 
“shop.” When glassware is shown 
in this space it is known as the 
“Crystal Shop,” when Fiesta ware 
is shown it is the “Fiesta Shop,” 
and so on for each line presented. 

This special section is located at 
the foot and to the right of the 
stairs leading into the basement 
department. It has a modernistic 
fixture with the front edge of 
shelves which is unusually wide 
and with fluorescent lighting on 
each shelf. A variety of decora- 
tive materials are on hand for use 
in presenting each line properly. 

The fixture is so unusual that it 
attracts the attention of any per- 
son as soon as he or she enters the 
department. This is the first dis- 
play the customer visits. So it is 
not surprising that sales on any 
line perk up as soon as it is fea- 
tured in this unit. With shipments 
slow and deliveries uncertain, the 
line with the best stock usually oc- 
cupies the display. 
shipments on other lines arrive 
the display is changed and new 
merchandise featured. 

“Some of the lines that we have 
added are glassware, dinnerware, 
candles, plastic housewares, pot- 
tery and baskets for rolls or for 
mail,” says Helen Rappleyea, de- 
partment head. “These lines have 
all been featured in the shop sec- 


As soon as 
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This unique fixture 
features glassware 
and does a good 
job of selling it. 
Illumination is 
supplied to indi- 
vidual shelves by 
bulbs in the flor- 
entine glass en- 
closure which is 
designed to hide 
the post. Shelves 
are draped with 
maroon corduroy. 


tion and are shown there again 
and again as their stocks justify 
such promotion.” 

In changing the name of the 
shop, the cut-out letters are re- 
moved and others put up in their 
place. These are cut out on a jig 
saw. Mirrors are used as back- 





ground pieces when glassware is 
displayed. Black cloth also helps 
bring out the beauty of this mer- 
chandise and is used to cover the 
shelf and the background. 

Demand on some available 
housewares lines, such as Pyrex 
brand glass ovenware, has ex- 
ceeded all previous records and, 
as a result, more display space has 
been allotted to it. Where one 
table formerly showed this line, 
several are now used. 

A table of plastic gadgets has 
replaced the rather large display 
of gadgets made of metal. These 
are very popular and are excellent 
substitutes. 

Glassware is also shown on a 
novel four-shelf displayer built 
around one of the posts. Shelves 
are covered with maroon cordu- 
roy. The unsightly appearance of 
the post is overcome by building 
a square center section from flor- 
entine glass on each shelf. The 
special lighting for this shelf is 
incorporated in this glass center 
and the effect is decidedly unique. 

Regular sidewall, table and 
platform fixtures are used in other 
parts of the department and all of 
these aid the customer in shopping 
and selecting merchandise. 








Many extra sales are made from this step-up fixture in the Thompsonville 
Hardware Co., Thompsonville, Conn. The fixture shows a wide variety of 
seasonal and impulse merchandise and is located along one of the store's 
main traffic aisles. Displays are changed often to maintain customers’ inter- 
est. The unit was designed and constructed by F. A. Stuart, owner. 
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Annual Anniversary Sale 
Boosts Business for Pettee’s 


Sales during last year’s event 
15 per cent over previous year 
with 3000 people visiting the 
store on opening day. Awards 
a stimulant to the sales staff 


< e regular yearly 


anniversary sale of W. J. Pettee 
& Co., Oklahoma City, Okla., in- 
creases store traffic and stimulates 
sales on many new lines. It is also 
one of the company’s most impor- 
tant merchandising events. Sales 
during the event last year were 15 
per cent above the previous year’s 
and more than 3000 people visited 
the store on the opening day. The 
sale runs for one week and is cele- 
brated only at the firm’s main 
store. 

Careful planning is necessary if 
an event of this type is to be suc- 
cessful year after year. To assure 
good results, Pettee’s decides on a 
theme, places orders for special 
merchandise and plans promotion 
details well in advance of the 
opening date. 

Newspapers and a local radio 
station are advertising media used 
to announce and spread informa- 
tion about the sale. Advertise- 
ments of different sizes are in- 
serted in the paper on different 
days during the sale. The news- 
paper advertising program is sup- 
plemented with one announcement 
each day over the local radio sta- 
tion. 

The newspaper advertisements 
used by the company are unusual. 
Illustrations are not used and this 
makes it possible to list more mer- 
chandise in each ad. It also en- 
courages people to come to the 
store to see the goods, once there 
they will do more shopping. Store 
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traffic, one of the primary pur- 
poses of special sales like this, is 
increased, 

People passing the store during 
the week know that something spe- 
cial is going on by the changed ap- 
pearance of the front which is 
decorated with streamers and pen- 
nants. A large banner, approxi- 
mately 4 ft. wide and 10 ft. long 
announces to the whole community 
that “Petee’s 53rd Anniversary 
Sale” is in progress. 


Trucks Advertise Event 


Under customary conditions, 
each delivery truck carries two 
large signs calling attention to the 
anniversary event. Particulars 
about the sale which will interest 
housewives and bring them to the 
store to shop are featured on them. 

The only special display mate- 
rials used inside the store are large 
show cards. These state in a 
dignified way that the sale is in 
progress. Castomers are invited to 
shop and inspect all special values. 
About 25 cards are used on each 
of the sales floors. These are lo- 
cated at traffic points so the 
greatest number of persons will 
see them. 

Incentives for salespersons, in 
the form of cash prizes, are used 
to encourage every employee to 
do a little more than his best. Such 
contests contribute much to the 
success of the anniversary sale in 
the opinion of the’ management. 
The selling staff is divided into 
two teams. Catchy names such as 
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MONDAY “LAST ROUNDUP” 


MAIN STORE ONLY 
MAIN STORE HOURS —9 A.M. te 5:30 P.M. 


53rd ANNIVERSARY SALE 
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Illustrations of sale merchandise 
are omitted from newspaper adver+ 
tisements. This encourages people 
to visit the store and look over 
the goods and it means more sales. 
Original ad measured 8 by 20 in. 


the “’69er’s” and the “Sooners” 
are assigned to the groups. The 
team selling the largest amount of 
merchandise during the week wins 
the largest cash prize. Both teams, 
however, participate in the prize. 

Pettee’s has celebrated its anni- 
versary with a special sale event 
for many years. This is done to 
keep before the public the fact that 
it is the only store of its kind in 
business in Oklahoma City that 
has been in the same location since 
it started 53 years ago. 
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Leeds, Ala., and operates it with 
the help of his father-in-law, 
George Fulmer. 

With an athlete it is action that 
counts and Mr. Walker wasn’t 
long in showing it as a hardware 
dealer. This old established firm 
still retains some of its character 
as a farm supply store, but, in ad- 
dition, Mr. Walker has converted it 
into a virtual sporting goods store 
with emphasis on the sale of base- 
ball equipment, fishing tackle. 
guns and ammunition. Some of 
this merchandise is hard to get. 
and the departments are not yet 
rounded out as he would like them. 
but the change has been quite 
marked. 





ON WINTER EVENINGS he is 


a night policeman in Leeds. 


A HEAVY hitter in 


Has His Hands Full 


big league baseball is now batting You would think that Mr. 
out some home runs in the hard- Walker would have his hands full 
ware league. He is Harry Walker. as he plays baseball in the sum- 
outfielder for the world champion mertime, acts as night policeman 
St. Louis Cardinals who last yea: of Leeds during the winter and 
bought the Leeds Hardware Co.. sees after the store with the aid 
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Interior of the Leeds Hardware Co. with father-in-law, George Fulmer. 
waiting upon a customer. Harry Walker is shown in the background. 
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of his father-in-law who is an ex- 
perienced hardware man, but that 
doesn’t faze him. He has had 
time to organize a junior baseball 
league in the city, get the girls 
started playing basketball, take 
parties on fishing trips and do a 
little athletic coaching on the side 
at the nearby Birmingham Air 
Base. 


Favors War-Time Sports 


“Some people think sports 
should be soft pedaled for the 
duration,” remarked Mr. Walker. 
“but my contention is that people 
need even more relaxation from 
the stress and strain of war. I 
believe that is why the government 
is permitting baseball and football 
to be continued. We must have 
some outlet for our pent up nerves 
and there is nothing better than 
a game of ball, a fishing or hunt- 
ing trip.” 

In promoting sports with all his 


might. Mr. Walker doesn’t ask 


HARDWARE AGE 





Heavy Hitter Now Batting | in 


all 
hi 
th 


se 












} | in the Hardware League 


Harry Walker of the St. Louis 
Cardinals is now operating a 
hardware store in Leeds, Ala. 


anybody to buy equipment from 
his store, but they do because in 
the first place he has it and in the 
second place because he is the 
proprietor. He is definitely of the 
idea that the hardware store in 
the small town should be sporting 
goods headquarters, in fact in his 
opinion there is no other logical 
outlet. 

Both he and his father-in-law. 
as paying members of the Jeffer- 
son County Sportsman Associa- 
tion, have been quite active in re 
stocking the streams in the vicinity 
with bream and trout, and also 
have released several hundred 
young quail. They feel that if 
there is an incentive for people to 
hunt and fish, then the sale of the 
equipment will follow as a matter 
of course. Mr. Walker. as night 
policeman, cooperates with the 
game warden in reporting cases of 
persons hunting out of season and 
in other ways. 


Handles Licenses 


The store sells hunting and fish 
ing licenses and cooperates with 
the authorities in numerous other 
respects. 

Mr. Walker entered professional 
baseball soon after finishing 
Shades-Cahaba High School in 
Birmingham where he was a let- 
ter man. He played with Tiffin. 
Ohio, in 1937; Montgomery, Ala.. 
in 1938; Pensacola, Fla.. in 1939. 
and with the Columbus (Ohio) 
Red Birds in 1940 and 1941. His 
batting average with Columbus in 
1941 was .336 which won him a 


Harry Walker gives some advice to . 


a prospective rod and reel patron. 
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berth with the Cardinals as an out 
fielder. He developed a warm 
friendship for Terry Moore, cen- 
ierfielder for the Cardinals and 
recently named his baby boy for 
him. Incidentally the boy ae- 
tuated him recently to add a toy 
department in his store. It was 
just more of that play instinct 
popping out! 


He Liked Hardware 


As a country boy, hardware 
stores held a fascination for him. 
He liked to hang around them. 
wonder at all the tools, look at the 
fishing tackle and handle the base- 
ball equipment. Now in buying a 
store he follows in the footsteps 
of another famous Alabama ath- 
lete, Joe Sewell, who operates the 
Sewell Hardware Co., at Tusca- 
loosa, Ala. Sewell bought his 
store in 1937 after making a for- 
tune in baseball. first as short- 
stop for the Cleveland Indians and 





ON SUMMER AFTERNOONS he 
plays in the Cardinals’ outfield. 


then as third baseman for the New 
York Yankees. Joe played in a 
world series the first year he hit 
the big league, and so did Harry 


Walker. Joe’s brother, Luke 


Sewell, now manager of the St. 
louis Browns, also has an ambi- 
tion to own a hardware store after 
his baseball days are over. 

Even after they lay their bats 
down, the boys like to “talk a good 
game of baseball” and it seems a 
hardware store is a good place in 


which to do it. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 














Know Your Stock! 








ODAY, with the addition formation. By all means, know most every line in the store. Items ¥ 

of many new items to the — where the new item is displayed are usually on order but it is very . 
stock of the average retail in the store, know where surplus difficult to keep informed on when . 
hardware store, it is doubly im- stock is to be found, and know shipments may be expected. You “ 
portant that every salesperson when it is on display in the store can, however, look over the ship- . 
know his stock. windows. ments of merchandise that do ar- ‘. 
Time is precious to your cus- It is also very important to rive during the day and in this P 
tomers, many of whom are busily know what you have in stock. way keep pretty well posted on ) 


engaged in war work. You must 
be able to supply them with the 
desired item promptly and tell 
them whatever they want to know 
about it. Unless you can do this, 
you will not be able to wait upon 
the increased number of custom- 
ers that you must take care of as 
a result of personnel shortages in 
your own store. 

There are several things that 
you can do in odd times that will 
help you know your stock better. 
Read booklets or literature sup- 
plied by the manufacturer on new 
articles. In them you will find 
concise data on these items that 
you can easily remember and 
pass along to your customers. 

By all means read manufac- 
turers’ advertisements in Harp- 
WARE Ace. Here you will find 
up-to-the-minute facts on new 
products and many excellent sell- 
ing points that will help you sell 
more merchandise. Save your 
time and make the time you have 
available for study do the most 
for you by thoroughly reading 
HarpwareE AGE. 

Your employer, no doubt, will 
be willing to let you take home a 
new item so you can become more 
familiar with it. Often you can 
visualize many other new uses for 
the article. 

Be sure to read and understand 
manufacturers’ 
directions for the 
use of the item. 
You should be 
able to give the 
customer this in- 





Shortages are developing in al- 


what stock has been replenished. 





June Contest 


“What Do You Know?’ 


Win a $25.00 War Savings Bond 
By Answering These Questions Correctly 


1—Insurance protects a business against losses resulting 
from conditions or events over which the business has little 
control. Name the types of insurance a merchant should carry 


to have complete protection. 


2—A co-insurance clause is common in several types of busi- 
ness insurance policies. Explain what it is and give some of its 


advantages. 


3—In what type of business insurance policies are co-insur- 


ance clauses used most extensively? 

4—Define the term “margin” as it is used in bookkeeping 
and financial operations of the retail hardware store. 

5—You can easily find the approximate profits of a busi- 
ness at the end of each month. Work this out for a business 
from the following data: Sales for the month, $3,500; expenses, 
$1,100, and the margin of the business 31 per cent of sales. Be 
sure to show all your figures to prove your work. 

Send in Your Answers— 
Win a $25.00 War Savings Bond 


CONTEST RULES 


Harpware Ace will give a $25.00 
War Savings Bond for the best paper 
submitted in answer to the above ques- 
tions. Entries must be received not 
later than June 28, 1943. The winner 
will be announced and correct answers 
to questions published in the July 27 
issue of Harpware AcE on the Retail 
Sales Idea Club pages. In case of ties, 
duplicate prizes will be awarded. De- 
cisions of the editors will be final. All 
material submitted becomes the prop- 
erty of Harpware ACE. 

1—Just write your answers to ques- 
tions on a sheet of paper and mail to 
Harpware Ace Retail Sales Idea Club, 


100 East 42nd Street, New York, N. Y. 

2—Be sure your own name and ad- 
dress is written on the paper, as well 
as the name of your company. 

3—Write the name of the contest— 
June “What Do You Know?” Contest— 
on your entry. 

4—Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 
by filling in the simple registration 
form shown on these club pages and 


» mailing it to the Club. There is no cost 


for membership. 
















You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 

















how to help customers buy goods 
on which priorities are required, 
provided they are entitled to ex- 
when goods of vital importance tend the necessary ratings. It-is 
to them have been received at the just as important to know this 
store. about merchandise in stock as to 

Priorities complicate the selling know what the item will do and 
job today. Salesmen must know __how it should be used. 


You may even render some of your 
customers a little extra service by 
calling them and telling them 


x * ® 


A Suggestion from a Member 
in the U. S. Army Air Force 


The following letter and sug- 
gestion was received from Pvt. 
Harold L. Bartholomew who is 
now serving with the U. S. Army 
Air Force, Chanute Field, IIl.: 

“I’ve been in the Air Force for 
six months and I know that 
things are very tough back home, 
however, I would like to make 
the following suggestion: 

“A hardware store should con- 
centrate on selling services at this 
vital time. The store that has sold 
electrical appliances, ranges, heat- 
ers, plumbing equipment, etc., in 
the past can survive by developing 








H. L. BARTHOLOMEW 


complete services on these lines. 
The hardware store that can do 
this will be taking off some of the 
pressure for new products and 
critical items and will be helping, 
therefore, to win the war. 

“I am a charter member of the 
club. Many other members, like 
myself, are doing their part in this 
war effort. We in the Air Force 
can see where the hardware 
store’s supplies are going. This 
service needs the finest and most 
accurate tools and _ instruments 
available. I am sure the hardware 
dealers will gladly give up the 
tools they use to sell until the war 
is won.” 

With a big “V” for 1943, 

I remain, 
Pvt. Harotp L. BaRTHOLOMEW 


Harold is a charter member 
of the club and has participated 
actively in the organization. He 
has also been a frequent winner in 
the monthly contests. Before en- 
tering the army he was employed 
by the Glossner Brothers Hard- 
ware, Lock Haven, Pa. 


YOU PAY NOTHING 


Copy this form on a penay 
post card if more than one 
form is necessary. 


Any Retail Hardware Employee May Take Part 
Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
: Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 
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| am submitting the following idea which may be of interest to other mem- 


bers of the club. 




































This wailpaper ties in nicely with the window sash and 


venetian blind displays. Chair and table are for patrons. 


Six attractive, bet- 
ter grade papers 
are displayed next 
to the staircase in 
the main store. 
They remind pa- 
trons of the firm’s 
extensive display 
to be found across 
the street. 





Moreau’s Goes After All Classes 
of Wallpaper Prospects 


om PETITIVELY 


priced, medium quality and really 
high grade wallpapers are sold in 
the hardware store of J. J. Moreau 
& Son in Manchester, N. H., a city 
of approximately 78,000 popula- 
tion. At the time this was written 
fu.ly 160 different patterns were 
displayed in the well-lighted build- 
ing department of the company 
which is across the street from the 
store itself. This location pro- 
vides ample room in which wall- 
paper prospects may give their 
undivided attention to the line. A 
compact display of six very un- 
usual patterns in the store itself 
is used to call attention to the 
main display across the street. 
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Manchester, N. H., firm handles 
papers in a wide price range. 


Unusual displays aid volume 





ON AVAILABLE GOODS 


Although Moreau’s has carried the firm went into the business in 
wa.lpaper for a long time, it was a big way. Paper is offered and 
only at a fairly recent date that stocked in grades ranging from 11 
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HOUGH most hunting is a sea- 

sonal sport, keeping up contacts 
with hunters is an all-year-round 
program. That’s one reason why 
Remington advertises to sportsmen 
all year round, even now when all 
Remington arms and ammunition 
are going to Uncle Sam. 


Here are some suggestions which 
may help you keep in contact 
with sportsmen in your community. 
This month, for instance, you 
might remind hunters that humid 
summer weather can be harmful to 
guns if they’re not taken care of 
properly. Suggest that gun own- 
ers examine their guns carefully 
for signs of rust, and that they 
wipe them off occasionally with.an 


“Cone DEALER LETTER Gm 


There’s no off season 





for sportsmen’s good will! 





oily rag—not forgetting the action. 
You can also suggest that gun own- 
ers bring their guns in to you for 
a professional going-over. 


Another thing: you might learn 
of certain developments which 
affect hunting seasons, conditions, 
or licensing some time before your 


sportsmen customers hear of them. 
Why not pass the word around? 
Sportsmen will be _ interested; 
they’ll thank you for telling them. 
Yes, and now is a good time to join 
and identify yourself with your 
local sportsmen’s club and take 
part in wild life restoration work. 


Almost anything you do to main- 
tain contact with sportsmen and 
build good wiil for yourself will 
bear fruit in increased sales the 
year around. 


If the idea makes sense to you, 


why not try it? Remington Arms 
Company, Inc., Bridgeport, Conn. 


*Hi-Way Master is a trade mark of the 


Inc. 














“He says he’s got two Number 17 ration coupons, 
so can he get two pairs of 33 x 31% shoes for his Model T?’ 





4% 


Remington ‘Arms Co., 
@ 


idelines.. 


Hot Stove Stuff: “Muzzle energy” of 
a bullet is given in foot pounds, and 
one pound of muzzle energy is the 
amount of energy required to lift 
one pound one foot. 
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Bad News for Bandits: Policemen in 
many localities use Remington “Hi- 
Way Master” metal penetrating bul- 
lets. The Hi-Way Master* bullet has 
penetrated three .0625-inch steel 
plates plus three %-inch pine boards 
in actual tests. It’s powerful enough 
to penetrate the engine of a fleeing 
car and put it out of commission. 
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Thirty-two patterns are shown on this tilted unit. Complete rolls are 
stored on each loop. Note pattern and price tag data for each pattern. 


to 50 cents per roll. Many orders, 
however, are placed for special 
papers priced at several dollars a 
roll. There is also a thrift line for 
realty operators and _ tenement 
house owners. 

F. E, Lepender, manager of the 


building department, in comment- 
ing on this business, says, “Price 
constitutes one of the bigest ap- 
peals. In addition to the paper, 
we sell approximately one pound 
of paste per customer. People 
come here with the ready-made 





desire to buy. They are prospects 
instead of suspects.” 

Wallpaper samples are dis- 
played in loop style on a specially 
constructed fixture with a tilted 
panel and on walls which are also 
used to display windows, vene- 
tian blinds, etc. Seats for the use 
of prospects are located in several 
parts of the department and pat- 
tern books are kept upon tables. 
Comfort and good lighting are es- 
sentials and are of decided aid to 
people endeavoring to make wall- 
paper selections. 

Many people are interested in 
the names of buyers of the expen- 
sive grades of paper and a record 
is kept of such purchases for ref- 
erence purposes. Pattern books 
are loaned to customers on a 
memo charge, the customer being 
billed if the books are not re- 
turned within a reasonable time. 
Pattern books which show the 
really high grade numbers may 
only be taken from the store at the 
close of the business day and must 
be returned by the following 
morning. 


Model Airplane Department 
Interests Young and Old 


NTEREST in model airplanes 

has increased continually at 
Carlisle’s, Springfield, Mass. The 
department’s sales are constantly ex- 
ceeding the previous year’s and on 
Saturdays three salesmen are kept 
busy waiting on customers who are 
interested in these models. 

The store carries a very complete 
stock of model planes and ships. 
For a while interest was very high 
in flying gasoline models. Now it 
is almost impossible to secure the 
small gasoline motors so sales have 
fallen off a bit. The company main- 
tains a large stock of model build- 
ing supplies. Sales on these items 
are fairly constant. 

Model airplane parts and kits are 
displayed on shelves in sidewall fix- 
tures. Models made from the kits 
are displayed overhead suspended 
on wires from the ceiling. These 
shorten the time required to make 
sales of kits. When the customer 
can see an example of what he can 
make from the kit, the sale is com- 
pleted quickly. This is a rule to 
which there are few exceptions. 
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The majority of the customers of 
this department are young folks. 
Civilian Defense activities however, 
have caused many older persons to 


take up model building in order to 
become familiar with various planes 


of the United States and the Allied 


nations. 





A corner of the second floor sporting goods department is 
devoted to the display of model airplanes and supplies. 
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Put yourself in the shoes of your contractor customer and you will 
see why Dexter-Tubular outsells. Examine “Drill-Hole” installa- 


Here's the tool that helps clinch sales. You tion — note how much easier and faster to bore a round hole than 





can demonstrate how the Bit Guide avoids mortise a square one. You realize that the job is done in a 
errors — speeds installation. Show your 

customer how it clamps on the door — self- fraction of the time — can be rushed to completion faster, costs 
centering, no measuring—it is a sound ‘ 

merchandising feature of the Dexter line. are automatically lowered. 


Write for details. 
You read over the Warranty and instantly place confidence in the 


Pa = rugged, dependable quality. Consider all factors: price — saving 
by installation — warranted quality. Sure! You would buy 
Dexter — that is the best test of what your customer will buy. 


' U a U L AR Let us send you the “Commander Line” Catalog illustrating only 


LOCKS an d LAT CH E Ss items conforming with Federal regulations. Write—no obligation. 
Manujactured ty NATIONAL BRASS COMPANY 


GRAND RAPIDS, MICHIGAN 
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Customers come face 
to face with this neat 
disp'ay as they leave 
the store. The rack is 
located on a plat- 
form along the back 
of the window which 
is between the en- 

trance doors. 
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Oilcloth Sales Top the $375 
Mark in Three Months’ Time 


Novel display rack an important 
factor in attracting customers 
and in speeding up selling job 
for Sweetnam’s of Peoria, III. 


O ILCLOTH sales, 


during a period of three months, 
have exceeded $375 at Sweet- 
nam’s Hardware, a neighborhood 
store in Peoria, Ill. This item 
was added to the housewares de- 
partment a short time ago and it 


Wy 


WAR“Time 








ON AVAILABLE GOODS 


has demonstrated in this limited 
period that it deserves a place in 
the department. 

The location of the display rack 
showing the oilcloth and the ex- 
cellent way in which it is dis- 
played are important contributing 
factors to the results that have 
been secured to date. The rack is 
located at the front of the store 
on a platform along the back of 
the center window. Entrance doors 
are on both sides of the platform. 


Every customer must see the oil- 
cloth display on entering or leav- 
ing the store. 

The display rack is a model of 
convenience, and it was designed 
by Wilbur Sweetnam and built in 
the store. It is 6 ft., 2 in. high by 
&% in. deep and 5 ft. wide. It is 
made like a cupboard save that 
the shelves incline slightly to the 
rear. Each shelf holds three rolls 
of oilcloth. The ends of these rolls 


(Continued on page 110) 
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NOW! SELLSTERNO 


po NOT age : j A a A Pe D Y 


Contents this jor 


JARS 


SOM MO IS t erno § = Sterno Canned Heat now put up in 


CannedHeal | handy glass refill jars will enable 


Sleltlsliciaem-y oL 
eet anesn: P8 hundreds of thousands of Sterno 


DO NOT BURN IN JAR 








1M NEEDS TIN 


7 oA 
Af Wge LASS TOWN 





users to continue to enjoy the con- 


venience of this clean, safe, port- 


able fuel. 


| |) UNCLE SAM NEEDS TIN— 


im JAR 








srenwe sTove @ 
po oT BURN 


Sanne Tell customers to save their empty Sterno cans for refilling 
sien’ 


from Sterno jars. If the customer has no empty can, sell? 
him or her a full can of Sterno from your present stock 
provided he or she purchases, at the same time, a jar of Sterno. If 

you have no full cans of Sterno, your jobber is permitted to sell 

you, for a limited time only, one can of Sterno for each Sterno glass 

jar you purchase. 


DO NOT SELL STERNO CANS EXCEPT WITH A JAR 


The Sterno is scooped from the jar with a spoon and put into an empty 
Sterno can for burning. 


With every Sterno stove there is a Sterno can-—so most homes have an 
empty Sterno can on hand. 


Retail Price— A49c Far West 6(c 
reg gi $430 Far West $540 
COLORED COUNTER DISPLAY CARD FREE 


id eee eeeenneeieiaenal 
In each carton of one dozen Sterno glass jars you will Remember Sterno will stay SOLID and burn in the 
same satisfactory manner as when sold in cans. The 


find a self-addressed prepaid post card. By mailing : ° 
empty tin cans can be used over and over again for 


the — kao i can a a striking REFILLING purposes. 

counter isp ay cor pres. is attention compelling Your jobber should have Sterno glass jars in stock. 
card, see illustration, is cut to hold a jar of Sterno. If not, mail us your order with his name and we will 
It creates sales as soon as set up on your counter. see that you are supplied. 
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Glass Display Fixtures for 
Showing New Housewares Lines 





Pedestals are available in 
sizes 4, 8 and 12 in. square. 
All are approximately 4 in. 
thick. Glass shelves of dif- 
ferent shapes can be used 
with this equipment. Ad- 
ditional shelves can be cut 
out of scrap plate glass 
around the stores. 





These pedestals are similar 
to glass building blocks 
produced by some manu- 
facturers of window and 
plate glass. Pedestals, how- 
ever, have notches cut in 
the ends and sides so that 
plate glass shelves can be 
inserted and held at right 
angles. 





Modernistic glass pedestals give 

life to window displays and add 

to the beauty of the merchandise. 

They are not limited to use in 

windows. They can be used on 

tables and in shadow box displays 
inside the store. 





Complete information on this equip- 
ment may be secured from the Art 
Products Co., Lafayette Bldg., Detroit, 
Mich. Prices on the sets and on indi- 
vidual items are reasonable. Address 
your inquiries direct to the company. 
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eet the Rural Money 
Half Way 
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What do you suppose will happen to the billions of new money that ! 
will be paid for farm products this year? Some of it will go into War | 
Bonds of course. But most of it will roll into stores, just like any other | 
money. To buy the things you are selling—more goods and in larger 
quantities than rural people have ever been able to buy before. 

Meet this money half-way. Display the products advertised in the 
FARM JOURNAL which is welcomed and read in 2,700,000 rural 
homes. It is by far the leading rural magazine in America—both in cir- 
culation and influence. 









These are the products in your line Of the FIRST sein 
advertised in current issues of magazines of 
the FARM JOURNAL. Display them. general interest, 
only ONE 
ALCOA ALUMINUM FRIGIDAIRE MYERS PUMPS SANI-FLUSH . ] 
BALL JARS GENERALELECTRIC NORGE sprep wasHasLe 45 THTAL, 
BOSS KEROSENE POT CLEANER CARTRIDGES § STEVENS GUNS 
STOVES & OVENS 1, wMOND'Ss PITTSBURGH TA-PAT-CO COLLAR 
BURKS WATER SLUG SHOT PAINTS PADS 
CARBORUNDUM HARRINGTON & PLUMB AXES TEXACO 
RICHARDSON _—~PRESTO JARS TOXITE 
ayy HOTPOINT PYREX WARE TRUE TEMPER 
C-KA-GENE APPLIANCES —_RED ARROW SPRAY TOOLS 
CLOROX KERR MASON JARS pepys_ic STEEL Uz. S. STEEL 
CYANOGAS MAES TEATCUP DR. SALSBURY’S WALKO TABLETS 
DUTCH BOY LEAD MARLIN FIREARMS PAR-O-SAN WESTINGHOUSE 








Do you know that in more than two thousand counties out of 3,072 
in the United States, the FARM JOURNAL has more readers than the 
Saturday Evening Post, Life or Collier’s. Let us give you the actual 
figures for your county. Write for them today. 


FARM 
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Devotes One Show Window to Photos 
of Local People in Armed Forces 
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S attention getter 


LL 
HE Reinhold hard- 


ware store in Plymouth, Wis., a 
town of 4000, shows more than 
250 photos of local men and 
women who are now with the col- 
ors in its show window. This plan 
pleases families and friends and 
causes a number of people to go 
into the store just to make favor- 
able comments. When a dealer 
thus ties in with war activities and 
builds store traffic he really has 
something in the way of a double- 
barrel idea. 

Walter P. Reinhold very gener- 
ously donated the use of part of a 
window last fall to help school 
children in their scrap collection 
job. Since very little of the scrap 
was placed in the window, the 
children suggested that the store 
also show photos of local service- 
men and women together with the 
high school’s service flag. A few 





© idea is a firs 








Reinhold’s pays tribute to men 
and women in service and also 
attracts townspeople to store 


photos were obtained at that time 
from a local photographer. 

Mr. Reinhold noticed that the 
window attracted great attention 
and that many people came into 
the store in order to learn the 
names of some of the service 
people pictured. He says, “This 
is when I conceived the idea of a 
full window and so went to the 
local newspaper, getting a story 
on the idea. The newspaper 
pointed out that anyone having a 
son or relative in service could 
bring the picture to our store for 
display in the window. We have 
at present about 250 pictures on 
display. Where possible, the name 
and rank and address of the man 
or woman is placed with the pic- 
ture. Some of the mothers ask to 
have their pictures returned but 
there are always new photos com- 
ing in to replace those which have 
been removed. We have reserved 
one window for ourselves and 
change the displays in it more fre- 
quently than ever before.” 

This window, in the opinion of 


Mr. Reinhold, is one of the best 


forms of advertising the store has 
ever used. He states, “People stop 
or call the store on the phone to 
learn if they may bring in a pic- 
ture of a relative or friend. Our 
store is open Saturday evenings 
and on those nights we often have 
as many as 25 people looking at 
this display at one time. There is 
hardly a person passing the store 
who doesn’t stop to look at this 
display. When we wash the win- 
dows the pictures are removed, 
and when returned they are put in 
different positions. This creates 
new attention when people start 
looking again for certain pictures. 
Boys and girls home on furloughs 
are also very much interested in 
the display. Very often they will 
get the addresses of their friends 
from this display. Many people 
have come in to compliment us on 
the window.” 

The Reinhold Hardware Co. is 
an old-established firm, having 
been in operation for 43 years, 38 
years of that time at its present 
location. 
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A FAST-SELLING LINE THAT GIVES YOU- 
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very Owner of Farm or Industrial Tractors, 
Automotive Equipment, Marine or Diesel Engines 
IS A probable Ad profitable Customer 


Millions of Oil Filters on Farm Tractors, Motorized Equip- 
ment, Construction Equipment, Power Plants and Power Boats 
MUST BE SERVICED! Now as never before the necessity of 
clean oil is vital . . . oil must be conserved . . . irreplaceable 
equipment must last for the duration. That is why you Hardware 
merchants can enjoy an active, profitable filter replacement busi- 
ness with WIX Filterefils right now, and perform a service to 
the nation at the same time. 





WIX Filterefils service all types of oil filters . . . this one line 
completely covers your every demand. They are the safest 
and most economical for the filtration of regular untreated 
motor oils and heavy duty, treated oils, because they contain 
NO CHEMICALS and NO ABRASIVES. 


FARM EQUIPMENT AND DIESEL ENGINES 
BIG USERS OF WIX FILTEREFILS 


WIX engineered filtration has serviced Diesel and farm equip- 
ment for years, and the name WIX is definitely a “buy-word” 
with these big users. You can serve these customers profitably 
and be assured of quick delivery from your jobber through the 
six strategically located WIX warehouse stocks maintained for 
your convenience. 


Get the full story on WIX engineered filtration. Write today 
for full information and money-saving WIX prices. 
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GASTONIA®+N “CH 


WAREHOUSES: NEW YORK : CHICAGO - KANSAS CITY, MO. - MINNEAPOLIS - LOS ANGELES - SAN FRANCISCO 
CANADIAN FACTORY: WIX ACCESSORIES CORP., LTD., 161 BAY STREET, TORONTO, ONTARIO 
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THIS CARTRIDGE SAVES 
METAL FOR VITAL 
WAR NEEDS 


ACCESSORIES CORP. 
GASTONIA, N. C. 


Gentlemen: Kindly send me full information 
and prices on WIX Filtevefils. My jobber’s 
name is written in the margin. 


Name ... 





Address 


City 











THE ARMY QUARTERMAS- 
TER CORPS has adopted a simpli- 
fied one-page contract for use in pur- 
chases involving a total outlay of less 
than $500,000. The purpose of the new 
form, it was stated, is to reduce office 
work and to save time and paper. The 
Army and Navy are supporting the 
Doughton bill which would exempt from 
renegotiation contracts of less than this 
amount. 

This simplified contract, together 
with the pending Doughton bill, which 
probably will become a law, will be a 
ware manufacturers and dealers. They 
will get away from a lot of red tape 
and the difficult job of renegotiating 
contracts. For a substantial majority 
of all hardware contracts, as shown by 
the Quartermaster Corps records, are 
for less than $500,000. 

The form is similar in design to that 
used by mail order houses. On the 
front of the page is a purchase agree- 
ment, ruled spaces for a number of 
items, unit and total prices and the 
signatures of contracting officers. On 
the back there are printed the laws and 
regulations governing the sale of prod- 
ucts to government agencies. 

All preliminary negotiations are elimi- 
nated. The purchasing officer simply 
sends the order to a manufacturer or 
jobber and if it is accepted the seller 
signs the agreement and the contract is 
made. The new method, the Quarter- 
master Corps said, reduces purchase 
paper for contract forms about 75 per 
cent and requires only about one-third 
the office personnel needed for handling 
the old forms. 


x~* 


INDICATIVE OF THE GROW- 
ING EMPLOYMENT of women in 
farm work is an amendment to Order 
L-170 adopted by WPB on May 18 
permitting the use of copper in manu- 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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facturing starting motors and head- 
lights for form tractors. This change 
was made so that farm tractors may be 
operated by women and men who Jack 
the necessary physical strength to start 
the engines by manual cranking, to 
allow operation of tractors at night 
time, and to alleviate the manpower 
shortage. The amended order also per- 
mits the manufacture of certain items 
of farm machinery and equipment re- 
quiring rubber tires to the extent that 
prior to the manufacture of such items 
specific quantities of rubber tires be 
made available or released by WPB for 
this purpose. 
x * * 


MANUFACTURERS of com- 
mercial baking pans have assured WPB 
and the Department of Agriculture that 
industrial facilities are adequate to 
step up production about 25 per cent, 
if necessary, to meet increased require- 
ments that the Department believes are 
imminent Tight supply of steel, how- 
ever, especially of the open hearth 
grades, is the obstacle to increased pan 
production, according to WPB. At the 
same time, contention is being made 
steel supplies would be considerably 
eased if there were better distribution 





Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 76 








under CMP. Some claimant agencies, 
it is charged, are getting inflated re- 
quirements. 

For much greater production of 
baked goods, the commercial pan sup- 
ply would have to be increased and at 
the request of the Department, the 
newly-formed Commercial Baking Pan 
Manufacturing Industry Advisory Com- 
mittee was asked at its first meeting 
to furnish information and suggestions 
on possible expansion of the pan out- 
put. 

While members at the meeting were 
able to report confidently on facilities 
for boosting production when necessary, 
they were unable to recommend further 
conservation and simplification to re- 
duce use of metal per unit. Everything 
possible and practical has been done in 
this direction by the industry on its own 
initiative in conforming with the De- 
partment’s Food Distribution Order No. 
1, the trade representatives declared. 
As an example, it was stated that the 
number of sizes of pieplates has been 
reduced from nearly 400 in 1940 to 32. 


2 2 ®& 


THE POSSIBILITY of using more 
readily available woods was discussed 
by the Ash and Hickory Tool Handle 
Industry Advisory Committee at its 
first meeting held in Washington re- 
cently with officials of WPB and other 
Government agencies. The industry 
manufactures handles for a wide range 
of hand tools, including hammers, 
adzes, rakes, hoes and shovels. 

Manufacturers: of various other ash 
and hickory products, for example, 
baseball bats and certain types of 
wagon bodies are also interested in 
finding substitute woods, industry 
methbers stated. Hackberry may prove 
to be a suitable substitute in baseball 
bats. The committee recommended 
that a survey be made of substitutes 

(Continued on page 104) 
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4 Much of the backache usually involved in home gardening would never occur if tools were kept 
n sharp. So when you sell a customer a garden tool, sell a sharpening stone with it—you'll be 
- . . 
; making a friend. 
q Gardeners still have almost four months of work ahead; besides their vegetable patches there’s 
_ the trimming of turf around garden plots and driveways. Sharp tools (and that means all edged 
8 tools—shovels, spades, edgers, hoes and sickles) lighten the work unbelievably. 
. For an all-around stone for garden itnplements, there’s the Crystolon Utility 
3 File, a big (14-inch) tapered, vitrified silicon carbide stone, whose red handle 
n makes it easy to use and hard to lose. 
n 
: If your customer doesn’t want to 
. NORTON ABRASIVES spend a dollar, sell him any one of 
“ ‘five types of scythestone in the 
m the ‘five typ y 
. 497-A Assortment (33 in all); they 
range from 10¢ to 30¢. Why, liniment 

; costs more than that! 
e 
s (Incidentally, there are two Utility 
é Files in the assortment.) 
y ° 
‘ JD-2. individually boxed, 33 Stones. 

12 in a package. Dealer Price $4.97.* 
‘ $7.80° to Dealers. *Denver and east. $2.68 Profit. 
f 





f BEHR-MANNING - TROY. N. Y. 


Vl DIVISION OF NORTON COMPANY 


ALSO QUALITY SANDPAPERS SINCE 1872 
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Early July—Show Canning Goods, 


Clothes Hampers and Coffee Makers 
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CANNING 
GOODS 
WINDOW 


MERCHANDISE: 
Glass fruit jars 
regular and wide 
mouth variety in 
ha‘f- pints, pints. 
quarts, and half- 
gallon sizes, jelly 
glasses, tea ket- 
tles, sauce pan 
sets, canners,. 
pressure cookers. 
wire jar racks, col- 
landers, slicers. 
stew kettles, par- 
ing knives, rubber 
jar rings. 

BACKGROUND: 
Center panel of 
dark blue corru- 
gated material, 
side paneis of yel- 
low material. Cut- 
out letters in yel- 
low. 
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CLOTHES 
HAMPER 
WINDOW 


MERCHANDISE: 
Clothes hampers 
of several styles 
and sizes and col- 
ors, bath stools. 

BACKGROUND: 
Center panel of 
buff corrugated 
board. Cut - out 
letters of red ma- 
terial. 


GLASS 
COFFEE 
MAKER 
WINDOW 


MERCHANDISE: 
Glass coffee mak- 
ers, glass mixing 
bowl sets. 

BACKGROUND: 
Center panel of 
buff corrugated 


out letters of red 
material. 
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Sheet Metal Distributors Hold 
Two-Day War Conference 


Sales limitations, price ceilings and other 
government regulations discussed by repre- 
sentatives of the various branches of WPB 
and OPA at three general sessions held at 
Cleveland, Ohio, May 17-18, 1943. 





EUGENE FOLEY 
Bayonne Steel Products Co. 
President, Natonal Ass‘n of 

Sheet Metal Distributors 


4 an effort to help jobbers, ware- 
houses and distributors in a 
better understanding of how to 
do business under sales limitations, 
price ceilings and other war-inspired 
Government regulations on business, 
the National Association of Sheet 
Metal Distributors met at the Hotel 
Cleveland, Cleveland, Ohio, on May 
17-18, holding three general sessions 
of discussions. The meetings, pre- 
sided over by Eugene Foley, Bay- 
onne Steel Products Co., president 
of the association, covered all Gov- 
ernment affected phases of jobber 
business and talks were given by 
members of the various branches of 
the War Production Board and the 
Office of Price Administration. 

At the Monday morning session, 
adr opening remarks by President 
Eugene,Baley and, .greetings. by F. 
F. Thomson, Thomson-Diggs Co., 
Sacramenjo, Cal., president, The 
National Wholesale Hardware As- 
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sociation. E. L. Wyman, head, Ware- 
house and Jobbers Section, Iron & 
Steel Branch, OPA, spoke on the 
subject of “The Pricing of Iron and 
Steel Products.” The remarks made 
by Mr. Wyman concerned the pric- 
ing of iron and steel products for 
resale, as established in Revised 
Price Schedule No. 49. He ex- 
plained the items covered by the 
schedule, told of the two major re- 
visions that had been made in the 
schedule since the early days and 
described the developments. 





THOMAS A. FERNLEY, Jr. 
Secretary-Treasurer 


“Specific dollars and cents prices 
are now set for warehouses to re- 
flect reductions in mill prices of 
secondary and rejected products 
that were put into effect last Sep- 
tember by Amendment No. 7 to Re- 
vised Price Schedule No. 6,” Mr. 
Wyman said. “The specific base 
prices, which. are set for the first 
time apply to flat rolled iron and 
steel products including hot rolled, 
cold’ rolled, galvanized, galvanneal-* 


ed, and long terne sheets; hot and 
cold rolled strip; sheared and uni- 
versal mill plate; and tin mill 
black plate. These base prices as 
established enable the trade to de- 
termine its mill prices easily by ref- 
erence to specific tables of prices, 
extras and permissible charges. The 
products assigned specific base 
prices are broken down into five 
classes of secondary or rejected 
products which have been named: 
rejects, wasters, waste wasters, offal 
and side and end shearings. These 
are tabulated, first as unsheared 
(that is, as received from the mills 
and sold virtually ‘as is’) and sec- 
ondly, as sheared (cut at the ware- 
house according to the customer’s 
specifications). Accompanying the 
price table for each class of sec- 
ondary product is a precise defini- 
tion of the class and size restrictions 
for each product. 

“Amendment No. 12 covering the 
resale of secondary and rejected 
iron and steel products was the re- 





F. F. THOMSON 
Thomson-Diggs Co. 
NWHA President 
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WITH A THREAT AND A PROMISE 



















MALL shells are being made _ bombs, pins for tank tracks. 
in abig way for UncleSamby From L & H looms comes 
L & H — being made to close webbing for cartridge belts, 
tolerances in every dimension. Air compressors and steel 
chests are assembled on 


trucks for the U. S. Army. 


precision that 
will be appar- 
ent in improv- 
ed L&H post- 
New precision methods are also war products. 
used at L&H inthe manufacture In your plans 
of steel cases for electrical con- In thus serving Uncle Sam, this _ for peace, keep L&H in mind. 
trols, tool chests for trucks, pioneer stove manufacturing _ It will be a good line to tie to. 
metal containers for parachute organization is achieving a new 

















A.J. Lindemann & Hoverson Co. 
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The green finish of 
of a STAR Unbreakable 
Special Flexible Hack Saw 
Blade gives you a distinctive 
item—one with a real selling appeal 
for war-work customers—one whose 
extra value gives the “green light” to big- 
ger sales volume 
Check these STAR features which master 
mechanics and war-busy shops are looking 
for in a hack saw blade: they stay sharp 
longest; cut faster; teeth don’t strip; will 
not break in use. Its all-over green finish, a 
patented STAR feature, makes this Un- 
breakable Special Flexible Blade easy to 
identify. 

BOOK LET— SUPPLIED 
TO DEALERS FREE 
Clemson's booklet on metal- 
cutting provides the kind of 
factual, “know-how” informa- 
tion which will enable your 
customers to use their STAR 
Hack Saw Blades to best 

advantage. 








Makers of STAR Hack Saw Blades, Frames, Band 
Saws, and Clemson D-17 Lawn Machines 


@ 4022 
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HENRY HOEYNCK 


Shapleigh Hardware Co. 
Member of Executive Committee 


sult of very careful study and _ in- 
vestigation over a_ considerable 
period of time. Its provisions were 
discussed thoroughly with the indus- 
try and the results now provide a 
realistic and workable price setup. 

“Amendment 14 to the Schedule 
was a major revision in the method 
of determining ceiling prices for the 
heavy prime quality steel line in the 
eastern area of the country from 
Maine to North Carolina. It estab- 
lishes dollars and cents prices for 
four zones for such products as 
sheets, bars, plates, strip and struc- 
tural shapes in carbon, alloy and 
stainless grades. Similar dollars and 
cents ceiling prices are now being 
prepared in our office to cover the 
balance of the country. 

“As to future pricing plans of our 
section,” Mr. Wyman concluded. 
“we shall devote every effort toward 
making our schedule more specific. 
precise and definite so that it will 
veritably become a pricing manual. 
In this connectién we are ready and 
most willing to cooperate with any 
industry suggestions, and will give 
our time gladly in any such con- 
sideration. We appreciate that you 
in this industry are rendering a 
valuable service in the war effort. 
We want to aid and encourage you 
in this service. You will receive 
every considerat‘on from the Office 
of Price Administration that you, 
under the Price Control Act, are en- 
titled to. We believe that we are 
assisting you materially when we 
furnish you with price provisions 
that are simple, precise and work- 
able.” 


“The General Maximum Price 
Regulation” was the topic on which 
Philip N. Russell, chief, Hardware 
and Mill Supply Unit, Consumer 
Durable Goods Branch, OPA, spoke. 
He told of the bruad dangers of 


inflation and solicited the aid of 
those present in hold.ng the line. 
He sketched two or three broad 
plans which are being given the 
most serious consideration of the 
OPA to hold prices at a safe level 
and at the same time solve many of 
the problems which have come to 
light under the General Maximum 
Price Regulation. 

“With this in mind, let me tell 
you of one or two plans which are 
being considered,” Mr. Russell 
stated. “I think that all agree that. 
where possible, a specific dollars 
and cents regulation which spells 
out the exact price at all levels of 
sale above which a commodity may 
not be sold is to be preferred to any 
other price control method. Natu- 
rally, such a regulation would have 
to take into consideration different 
freight zones and other normal 
price factors. It is easy to see that 
such precise control would be a 
distinct advantage to the consumer 
and to the 99 per cent of honest 
businessmen who are now plagued 
by the one per cent who violate the 
law by inflating their prices. Such 
control might be implemented by a 
provision that the manufacturer 
must attach a label or tag stating 
that the maximum retail price is 
$1.25. The retailer would not need 
to concern himself with regulation 
numbers or with legal verbiage, for 
each tool would tell him precisely 
what his maximum price is. 

“In those fields where dollar and 
cents regulations cannot be written 
there is another broad method of 
fair and equitable price control. 
The wholesaler and retailer have 
customarily arrived at basic selling 
prices by the process of adding pre- 
determined margins to the cost of 
goods sold. 

“Margin control of prices may 





A. J. BECKER 


Ohio Valiey Hardware & Mig. Co. 
Member Advisory Board 
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WHERE COMMUNICATION LINES ane ole 


How often the outcome of battle “hangs by a thread” — the com- 


munication line that must be established and maintained even under 
fire! On many fronts, reels powered by small gasoline engines help 
lay these vital lines. Thus thousands more Briggs & Stratton engines 
swell the ranks of the hundreds of thousands of these rugged, de- 
pendable engines already serving our armed forces in many ways. 
























(Chase-Statler Photo) 
H. L. GEORGE 


take two forms and I shall speak 
first of the margin freeze. As the 
General Maximum Price Regulation 
fixed maximum prices at a given 
level, so the margin freeze would do 
the same for margins. To be spe- 
cific, this might direct that maxi- 
mum prices be determined by add- 
ing to the net invoice cost of an 
article, the average margin added 
by the particular seller during the 
pre-war year of 1939. This margin 
freeze plan, however, offers two real 
disadvantages. First, precise con- 
trol is not affected, for margins may 
differ from seller to seller and short 
of an elaborate record keeping and 
price posting mechanism, no real 
check is available. Second, most | 
sellers have no records by which to | 


In the interest of most efficient engine 

operation, all users of Briggs & Stratton 
4-cycle, air cooled gasoline engines are 
urged to maintain the following 





determine what their customary mar- | 


gins have been. 

“The second method of obtaining 
margin control is by specifying the 
fixed margin which may be added to 
the invoice cost of a line of com- 


modities. You have seen a mani- | 


festation of this method in the fresh 
vegetable field where different types 


of wholesalers and retailers were | 


sranted the privilege of adding dif- 


‘erent fixed percentages to a base | 


price.” 
Harry A. Dinegar, chief, Durable 


Goods Branch, Consumers Goods | 


Division, Office of Civilian Require- 
ments, WPB, pointed out that sacri- 
fice and discipline are necessary in 


order to win the war and win the | 
peace. Everyone today is dependent 
upon one another and it is necesary | 


that we pull together to build a 
stronger nation or we die in chaos. 
He said in part: 

“In working out the problem of 


gearing your businesses, especially | 


(Continued on page 108) 
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4-POINT SERVICE PROGRAM 


1. Frequent lubrication with 
proper oils, 


2. Periodical engine inspection. 


3. Always keep engines properly 
adjusted. 


4. Keep engines clean. 


This systematic care will not only as- 
sure better, longer engine service — but 
will prevent unnecessary repairs, thus 
saving critical materials for war uses. 


So, keep your engines in good 
condition. Your nearest dealer 
or Briggs & Stratton Service 
Station will gladly help you. 


BRIGGS & STRATTON CORP. 
MILWAUKEE, WIS., U. 8. A, 


Invest In Freedom 
BUY WAR BONDS 
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READ IT IN HARDWARE AGE 


News of Retailers, Jobbers, 
and Manufacturers and 


Salesmen 
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up in the past few months be- 
cause of increased trade and 150 
war orders. The new factory pro- 
vides five times the working 
space of the old and permits 
greater manufacturing efficiency. Mo 
The Ridge Tool Co. is 12 years selors 
old this year. time 
oun the | 
FRED W. WAPPAT MOVES Nela 
TO MAYVILLE, N. Y. 10 to 
Fred W. Wappat, manufac- Mo 
turer of portable electric hand ar 
saws, has built a new plant at — 
Mayville, N. Y., on Chautauqua ~tette 
Lake, and has begun production UPP 
in the new location. The move, pone? 
“E” AWARD CONFERRED UPON AUTOYRE CO.: The | planned for some time by Fred a 
Army-Navy “E” Award for high achievement in war pro- | W. Wappat, was made for the ” 
duction was sere on ae in Conn., | purpose of increasing output of HARRY J. DILLON ved 
eacetime manufacturers of bathroom and kitchen acces- lectric d saw 0 e m 
codes. on May 4. Col. S. L. Conner, of the Westervelt sie - fone seer tae SILEX APPOINTS DILLON devot 
Arsenal, Westervelt, N. Y., presented the award to Charles manufacturing facilities, as well IN CINCINNATI the | 
E. Mosgrove, vice-president and factory manager, who ac- : e - infra- 
- «ee | as to achieve the suprior work- The Silex Co., Hartford, ‘ 
cepted in behalf of the management and employees. “E F gi mp ; appli 
insignia lapel pins were presented to employees of the com- | 26 and living conditions offered Conn., manufacturers of glass ive 
pany by Lt. Richard S. Aldrich, U.S.NR. Two of the oldest by an accessible rural community | coffee makers, recently  an- non ah 
Autoyre employees, William Dunn and Isabelle Hewitt, rep- | such as Mayville, N. Y. nounced the appointment of N 
resented their co-workers in accepting the pins. Philip B. aneetae Harry J. Dillon as district man- He 
Shailer, vice-president and general manager, gave the wel- MALLON IN FLORIDA ager, with headquarters in Cin- a wid 
ates — and ee Parker, — stan egy FOR WAR DEPARTMENT | cinnati, Ohio. Mr. Dillon’s ter- Park 
atertown, Conn., served as master of ceremonies. is- Set ' i j i yes r 
playing the pennant at the ceremonies are: Col. S. L. Con- E. H. “Gene” Mallon, who is rn Sa san a man 
ner; Isabelle Hewitt, one of the oldest employees; and | °" leave of absence from Chi- Mr tien ons f a rs en were 
Charles E. Mosgrove, vice-president and factory manager | cago Spring Hinge Co., for the ee ee eee eee Nela 
of the company. . duration, and is now affiliated the Toastmaster Products Divi- Sturr 
with the United States War De- | 10% McGraw Electric Co., Harri 
partment Procurement Section is Elgin, Ill. W.G 
° e at present located in the depart- aa 
Hardware Industry Advisory Committee ment’s Miami, Fla., office. Prior | WHITING DEPUTY DIREC- ars 
° e e ,| to his transfer to Florida Mr. TEEL : 
Meeting Held in Washington, May 19°) Niation was located at the New | oO WEB STEEL DIV. spa 
P ; 3 ; - York City offices of the section. John T. Whiting, president of ~ 
Explaffation of the services of | come labor difficulties. With the His present home address is 60 | A/@" Wood Steel Co., Consho- Dimo 
various Government agencies | growing size of the nation’s NE son St. Miami Fla i hocken, Pa., has been appointed Use | 
available to aid the hardware | armed forces, he said, more and| —°— a ‘ 4 deputy director of the WPB on fa 
and other industries was the | more women will be needed to Steel Division. Lig 
principal subject before the | replace men in industry. At the same time, Julius A. wide 
Hardware Industry Advisory Committee members discussed Clauss, special assistant to Mr. prese 
Committee meeting held in| the directive issued in connec- Batcheller, has been assigned to 
Washington, D. C., on May 19. | tion with the Builders’ Hardware head the Steel Division’s Plant ees 
William C. Habbersett, of the | Manual. Facilities Branch,’ the section 
War Production Board Building —— which is supervising the steel ex- 
Materials Division was the Gov- RIDGE TOOL CO. MOVES pansion program. ; 
ernment presiding officer. TO NEW PLANT A steel plant operating man 
C. Henry Rush, of the Smaller for many years, Mr. Whiting 
War Plants Corp., explained in The Ridge Tool Co., Elyria, joined Illinois Steel Co. in 1909, 
great detail how that organiza- | Ohio, recently moved from its served later as superintendent of 
tion is aiding distressed plants, | original factory site at North blast furnaces for various com- 
pointing out that field offices | Ridgeville into completely re- panies, and, from 1927 to 1931, 
have been established where | modeled and modernized plant was vice-president~-and general 
first-hand information can be had | and offices in; the City of Elyria. manager of the Hamilton Coke 
regarding its operations. Increased‘ business of the makers & Iron Co. From 1932 until 
George H. Roller, of the WPB | of “Ridgid” pipe tools has for now Mr. Whiting has held vari- 
Labor Production Division, told | some time made expansion of ous positions with the Alan 
the committee members how that | manufacturing facilities neces- Wood Steel Co., becoming its PHII 
Bivision is helping. industry ever- | sary. Plans have been speeded E, H. MALLON president in 1939. vj frien 
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AGE WHILE IT’S NEWS 


THE TRAD 


— ————————— 


150 Attend Wartime Lighting Course 
Held at General Electric Institute 


More than 150 lighting coun- 
selors attended the spring War- 
time Lighting Course held at 
the General Electric Institute, 
Nela Park, Cleveland, Ohio, May 
10 to 14. 

Most of the men were lighting 
service men and engineers from 
utility companies, from large 
manufacturing concerns and G.E. 
Supply Corp. offices located in 
various parts of the United States 
and Canada. 

First two days of the course 
were devoted to lighting funda- 
mentals. The next two days were 
devoted to lighting applications; 
the last day was given over to 
infra-red and germicidal lamp 
applications. The latter three 
days took the form of an ad- 
vanced course. 

Nearly 50 illustrated talks on 
a wide range of lighting subjects 
were delivered by leading Nela 
Park engineers. Serving as chair- 
man for the five-day conference 


were the following prominent 
Nela Park executives: Walter 
Sturrock; C. E. Weitz; Ward 
Harrison; A. B. Oday; and, 


W. G. Darley. 

Topics covered by speakers in- 
cluded these: Government Limi- 
tations on lighting; Priorities; 
Lighting to minimize sabotage; 
Dimouts; Brownouts; Blackouts; 
Use of infrared in war plants, 
on farms, and in homes. 

Lighting “aces” in the nation- 
wide Bomber-Builder activity 


present were honored at a spe- 





cial dinner party Thursday night, 
May 13. 

A particularly interesting high- 
light of the Wednesday sessions 
was a talk given by Harold H. 
Green, GE’s supervisor of War- 
time Lighting Service. His topic 
was “Sight for Victory” in which 
he trained his sights on post-war 
planning and the vital role which 
the lighting man can play in the 
reconstruction period. 





J. H. WILLIAMS MOVES 
SALES OFFICE TO 
BUFFALO 

As of June 1 the general sales 
offices of J. H. Williams & Co., 
manufacturers of drop forgings 
and drop forge tools, will be 
moved to 400 Vulcan St., Buf- 
falo, N. Y. E. J. Wilcox, vice- 
president, will hereafter make 
his headquarters in Buffalo. The 
New York sales office at 225 
Lafayette St., will continue in 
charge of J. B. Perkins, New 
York sales manager. 


PRESSED METAL 
INSTITUTE FORMED 


George E. Whitlock, head of 
the Mullins Mfg. Corp., Warren, 
Ohio, recently was elected presi- 
dent of the newly organized 
Pressed Metal Institute. In a 
statement of objectives issued by 
Mr. Whitlock, he announced that 
the Institute will cooperate 
closely with the federal govern- 
ment to increase mass production 
of war materials. 











I. W. BARNETT 


BARNETT JOINS CLOPAY 
AS EASTERN SALES MGR. 


I. W. Barnett has been ap- 
pointed eastern sales manager 
for the Clopay Corp., Cincinnati, 
Ohio, manufacturers of paper 
specialties. Mr. Barnett was as- 
sociated with The Crowell Pub- 
lishing Co. for a number of 
years, and is widely known 
throughout the publishing busi- 
ness. He will make his head- 
quarters at the corporation’s 
eastern factory in Spring Valley, 


1 


ARMY-NAVY “E” GOES 
TO VAUGHAN NOVELTY 


The Vaughan Novelty Mfg. 
Co., Chicago, Ill, has been 
awarded the Army-Navy “E” for 
excellence in ordnance produc- 
tion. The activity of the com- 
pany in civilian lines has been 








greatly restricted by war work 
but the firm is playing an impor- 
tant part in our fight for victory. 
During peace times the company 
manufactures can openers, hard- 
ware specialties, bottle openers 
and kitchen tools. 


ENDRES PROMOTED BY 
BILLINGS & SPENCER 


The Billings & Spencer Co., 
Hartford, Conn., recently an- 
nounced the appointment of W. 
Dorsey Endres as vice-president 
of the comany. 

Prior to his appointment as 
vice-president, Mr. Endres held 
the position of sales manager in 
charge of the Merchandise Tools 





W. DORSEY ENDRES 


Division. Previous to that, he was 
in charge of the Chicago office 
for the company. 











PHILADELPHIA RETAIL HARDWARE ASSOCIATION HOLDS ANNUAL BANQUET: Approximately 200 members and 
friends attended the annual banquet of the Philadelphia Retail Hardware Association which was held at Palumbo’s, 824 


Catharine St., Philadelphia. 


JUNE 10, 1943 


Joseph T. Mooney, president of the association, presided. 
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OR aa ged 


MISS THOMPSON RESIGNS 


AS HDWE. ASSN. SECT’Y 


Miss Louise J. Thompson, sec- 
retary for more than 12 years of 
the North Dakota Retail Hard- 


ware Association of Grand Forks, 





LOUISE J. THOMPSON 


N. D., resigned recently 


and 


was married shortly thereafter to | 
| of the Hajoca Corp., Philadel- 


Ross C. Kiefer of Burlington, 
Wis. Miss Clarine Sherwood 
succeeds her as the association 
secretary. 


Miss Thompson had the dis- 
tinction of being the only woman 
hardware association secretary in 
the country. 


WARTIME REPORT ON 
LIGNUM-VITAE ISSUED 


Lignum-Vitae Products Corp., 
95-100 Boyd Ave., Jersey~ City, 
N. J., recently published the 
“Wartime Report On Lignum- 
Vitae” which describes many of 
the diversified and some hereto- 
fore unknown applications of 
Lignum-Vitae in the war effort. 


This report also tells of many | 


interesting uses of the material 
before the war and its potential 
uses in the post-war period. This 
is the first report of its kind to 


be published in connection with | 


Lignum-Vitae and the company 
will send copies to interested 


parties. 


CONTROLLERS INSTITUTE 
ELECTS TWO OFFICERS 


J. W. St. Clair, vice-president 
phia, Pa., has been elected sec- 


retary of the Philadelphia Con- 
trol of The Controllers Institute 


of America. 


Pa., was reelected a director. 








WINS AWARD FOR EXCEL- 
LENCE IN WAR PRODUC- 
TION: Republic Tool & Drill 


Co., Chicago, Ill., manufac- 
turers of high speed twist 
drills, received the Army- | 


Navy Production Award on 
May 13. This the first award 


made to an organization de- 


signed primarily for, and 
operated by women. E. F. 
Reinhart, president of the 


company, is shown accepting 


| the “E” pennant from Col. 


William H. McCarty. 





Charles L. Jones, | 
assistant treasurer of the Alan 
Wood Steel Co., Conshohocken, | 


| ping 


| lines 


PEXTO EMPLOYING 
21 PER CENT WOMEN 


Twenty-one per cent of all the 
employees of The Peck, Stow & 
Wilcox Co., Southington, Conn., 
are now women workers, reports 
| the first issue of The Pexto 
| News, a publication printed for 

the employees of the company. 

Women empioyees, excluding 

women office workers, have in- 
creased 400 per cent in the last 
six months, 

Another of the articles in this 
edition states that “Pexto” prod- 
ucts, as in all of our country’. 
conflicts since 1785, have once 
more gone into war. Production 

| has been stripped for action by 
| eliminating 90 per cent of the 
items which had been made ex- 
clusively for consumer use. 
These included such articles as 
pruning, grass, hedge and lop 
| shears, scale beams and 
steelyards and most body and 
fender tools. Work is now being 
concentrated upon the critical 
vitally needed by our 
armed forces. 

“The Pexto News” was estab- 
lished so that employees of the 
company will be better informed 
of their firm’s war efforts. 


| 














HARDWARE SQUARE CLUB SHORE DINNER:—At its 15th annual shore dinner at the Hotel Astor, New York City, the 
Hardware Square Club of New York broke all of its previous records with 1285 members and guests in attendance. The 
event also marked the end of the group's bond selling drive, started April 1, with a goal of $50,000. With the sales made the 
night of the big party the grand total was $65,700. Having as its decorative theme military insignia the ballroom was decor- 
ated with official emblems of Army divisions, etc. A. C Flamman, Mellen, Flamman.& Simpson, president of the club wel- 
comed those present at the dinner, entire profits of which are to be donated to war charities. An excellent variety bill of enter- 
tainment followed the banquet, which was served with all of the traditional shore dinner trimmings. Ralph S. Allen, Diamond 
Expansion Bolt Co, secretary of the club, directed the affair as chairman of the shore dinner and outing committee. Harry 
Kornrumph, Long Island Hardware Co., directed the entertainment program. The committee for the affair had as its mem- 
bers: Messrs. Allen, Kornrumph; Fred A. Scholl, Long Island Hardware Co ; L. M. Edwards, manufacturers’ agent; Irving J. 
Feldman, Keystone Bolt & Nut Corp.; Conrad Kunz, Stellwazgen & Kunz, Inc., and George Carstens, Topping Bros, Inc. 
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JOHN OSGOOD BUYS | 
CRAMER & McCUTCHEN 


John Osgood, former manager 
of Cramer and McCutchen, hard- | 
ware dealers, Tarrytown, N. Y., | 
and associated with the firm for | 
the past 17 years, recently be- | 
came president and sole owner | 
of the company. Mr. Osgood | 
purchased all the capital stock 
from the heirs of the late Harry 
W. Losee. 

The hardware firm, which is 
100 years old, is reputed to be 
the oldest establisament in Tar- 
rvtown. 


WATER SYSTEMS MANUAL 
OFFERED BY COUNCIL 


In order to aid dealers in their 
wartime job of keeping every 
electric farm water system in 
good running order, the Electric 
Water Systems Council has pub- 
lished an owner’s manual entitled 
“Timely Tips on Wartime Care 
and Maintenance of Electric 
Farm Pumps and Water Sys- 
tems.” 

Publication of this manual is 
the most important feature of the 
1943 program of the Electric 
Water Systems Council. While in 
previous years the emphasis has 
been on the promotional phases 
of running water, today in view 
of wartime conditions the Coun- 
cil is focussing the attention of 
owners, dealers and distributors 
on the importance of keeping all 
existing equipment in good oper- 
ating condition. 


T. J. CROFTON HEADS 
HARDWARE BOOSTERS 


T. J. Crofton, H. B. Sherman 
Mfg. Co., was elected president 
of the Hardware Boosters at the 
annual meeting held May 28 at 
Miller’s Restaurant, 144 Fulton 
St., New York City, succeeding 
John Hires, The Lu’kin Rule Co. 
A. C. Flamman, Mellen, Flam- 
man & Simpson, who is legal 
counsel for the Boosters and 
other hardware organizations is 
the new vice-president of the 
Boosters. Harry J. Schmitt, H. 
Blumberg & Sons, treasurer and 
Kenneth A. Heale, HARDWARE 
AGE, secretary, were reelected to | 
those offices. 





HARDWAREMEN HEAR 
TALK ON ENGLISH 
DISTRIBUTION | 


More than 50 members and | 
guests of the Hardware Trade | 
Association of New York heard | 
John Welch, editor, Mill Sup. | 
plies Magazine, tell of his experi- | 
ences on his trip to England, at | 
the May 18 meeting held at the 
Railroad Machinery Club, 30| 















































Church St., New York City. As} 
to distribution of tools, hard- | 
ware, etc., in England, he stated 
that there is no concentration of 
this activity. Altaough there 
was considerable paper work, 
involved in the handling of tools 
and other hardware items, earlier 
in the war much of this has been 
dispensed wita, since the honor 
system is used in getting tools, | 
those really needing 
them. The British government, | 
he declared, recognizes the 
ibility of business concerns to 
Jo their jobs better than the 
government can. There is, of 
course, a concentration of the 
nanufacturing of civilian goods 
ind a manufacturing skeleton 
which will be ready for business 
ifter the war. 


etc., to 


Announcement was made that | 
the next golf party, to be held 
in June, will be held at a Long 
Island club, the time and place 
to be announced shortly. 





NAMED COLORADO’S | 
“BUSINESSMAN OF YEAR” | 

John W. Valentine, owner of | 
the Valentine Hardware Co., | 
Boulder, Colo., for the past 35 | 
years, was recently honored by | 
students of the School of Busi- | 
ress Administration, University | 
of Colorado, as the “business- | 
man of the year.” He was pre- | 
sented a gold key as an award | 
of merit. 


| 
Selection was made not only | 


}on the basis of Mr. Valentine’s 
| record as a businessman, but also | 


on his record as a citizen. He is | 
president of the Mercantile Bank | 
& Trust Co. of Boulder, and past- 
president of the Mountain States 
Hardware & Implement Associa- | 
tion, of the Boulder Rotary Club, 
of the Chamber of Commerce, | 
and of the Colorado Mining As- | 
sociation. He is a past director | 
of the Boulder Chautauqua As- | 
sociation and of the Boulder | 
County Fair Association. | 








JOHN W. VALENTINE 





More and more enterprising hardware 
dealers are turning to Research RiP-Clean 
Air filters to replace sales lost on items 

ae now off she market. All are amazed at 
the filter sales opportunities right in their “own back yard”. 
Every forced air heating or air conditioning unit must have 
periodic filter replacements and Research Air Filter avail- 
ability is a “natural”. 

Cost of ample, original stock is small... . mark-up 
and profits very satisfactory. Filter replacement service 
also offers the perfect “foot in the door” to furnace or air 
conditioning improvement work. 


Selling Made Easy With These 
FREE Advertising Helps! 


Write for free data and cost sheets today. Also 
available is a complete merchandising sales kit 
offering the following material as FREE Sales and 
Advertising helps. 


MERCHANDISING PLAN ¢ MERCHANDISING TIME TABLE 
COUNTER DISPLAYS « POSTERS « NEWSPAPER ADS 
RADIO SPOTS « MAILERS « STUFFERS + BLOTTERS 
FURNACE LABELS « RECORD CARDS + REMINDER CARDS 





























RESEARCH PRODUCTS CORPORATION 


MADISON, WISCONSIN 














(EVERYBODY WANTS TO) 


Save Kubler! 


SELL THEM THE SPEAKER system 


~ ~~ 


mL 
ap” 
— 


SPEAK ER 





Every customer entering your 
place of business will welcome the 
“Speaker System” of permanent vulcanizing-repairs 











to save rubber! It is the ideal method for many rubber artic- 
les, as suggested by partial list above... ALL can be expertly 
repaired with Speaker "MATCH PATCH?’ Vulcanizing units. 


Everyone recognizes the Speaker "MATCH PATCH’ 
Vulcanizing System as the practical, permanent method of 
making rubber repairs. “MATCH PATCH” is not merely 
stuck onto the surface with hope that it won't loosen, 
peel off or shift... instead, “MATCH PATCH” permanent 
“welds” itself to, and becomes an integral part of the mn 
canized "MATCH PATCH’, therefore, cannot peel off, loosen 
or shift. It flexes and stretches the same as the rest of the 
rubber does... actually combines with the original rubber 
. +» Femains an inseparable part of it. 


“MATCH PATCH” Emergency Kits are ready sellers... 
and Speaker helps you merchandise them for fast turnover 
at good profit. Every motorist should carry the T-10 Emer- 
gency Kit with 10 “MATCH PATCH” units, or the T-3 
Emergency Kit with 3 units, for roadside emergency re- 
pairs. . . if the spare is shot and a blowout or puncture oc- 
curs, these “MATCH PATCH’ Emergency Kits for roadside 
repairs are “lifesavers” as well as rubber savers! 


ORDER FROM YOUR JOBBER... DISPLAY *MATCH 
PATCH’ KITS, NOW! 


te AND HERE’S A SENSATIONAL New FAST SELLER... “HEATABS” 
-+.used by America’s armed forces for heating combat 
rations ... many civilian uses. ASK YOUR JOBBER about 
the nationally advertised . .. 














' TABLETS OF 
4 EATA BS concentrated 
HEAT 


---OR WRITE FOR 
FURTHER DETAILS 
TO DEPT. HA-1681 
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| WARE BROS. DIVISION OF CHICAGO ROLLER SKATE 


CO. AWARDED ARMY-NAVY “E’’—Close to 1000 persons, 
including many distinguished guests, gathered at the plant 


| of Ware Bros. Division of Chicago Roller Skate Co., Chicago, 
| Ill., on May 4, to witness the presentation of the Army-Navy 
| “E’ Award. Presentation of the award was made by Lt. Col. 





Frank W. Parker, Jr., U. S. Army and the “E” pins were 
presented by Lt. Elton F. Motch, U. S. Navy. Walter Ware, 
president of the company, in accepting the pennant, said that 
they had been working with the Ordnance Department for 
nearly three years during which time they had surpassed all 
production schedules and far exceeded the demands that had 
been made upon them. Alexander McLelland accepted the 
“E” pins on behalf of the employees. Robert R. Ware, vice- 
president, introduced the master of ceremonies, John Morrell. 
One interesting congratulatory message received was from 
Gen. Eisenhower, Commanding General of the European 
theatre of operation. Displaying the “‘E”’ flag on the speak- 
ers’ platform are officials of the Army, Navy, Ordnance 
Department, Ware Bros. and employees. 








N. Y. HARDWARE UNIT 
COLLECTS 18,000,000 
POUNDS OF SCRAP METAL 


At a recent meeting of the 
Industrial Salvage Committee for 
the Screw Machine Products, 
Hardware Specialties, Cutlery 
and Hand Tool Industries held 
at Building Trade Employers’ 
Association, 2 Park Avenue, 
New York City, announcement 
was made that more than i8,- 
000,000 Ibs. of metal scrap had 
been collected in seven months’ 
operation by that committee in 


| the metropolitan New York area. 
| Iron and steel scrap collections 


totalled 16,882,702 Ibs., while 
non-ferrous metal collections 
amounted to 1,024,330 lbs. In- 
cluded in these collections were 
scrap metal, obsolete parts, ma- 
chinery and goods. 

Edward Herbert, Special Tech- 


| nical Consultant, Salvage Divi- 
| sion, WPB, Washington, D. C., 
| reported that for 1943 a total, 


for this country, of 1,750,000 
tons of copper, brass and bronze 
scrap is expected to be collected. 
Arthur M. Perrin, president, Na- 


| tional Conveyors Co., Inc., New 
York City, said, that “a well 


organized plant salvage program 
will not only conserve valuable 
materials, but also result in more 





efficient plant operation with sub- 
stantial cost savings.” 

A. Boyd Zook, senior indus- 
trial specialist, Industrial Sal- 
vage Branch, WPB, told how 
monthly reports of scrap sales 
should be made. A talking film 
on tool conservation and repair 
was shown by International Har- 
vester Co. L. Goldburg, presi- 
dent, Parker-Kalon Corp., New 
York City, chairman of the ex- 
ecutive committee presided at the 
meeting. 


PITTSBURGH ASS’N 

ELECTS OFFICERS 
At the final meeting before 
fall, Pittsburgh Retail Hardware 
Association convening at Hotel 
Fort Pitt, elected, to take office 
in September, these officers and 
directors: Wesley Moore, presi- 
dent, J. S. Moore & Son, Oak- 
dale, Pa.; Raymond Gabosch, 
vice-president, A. G. Gabosch 
Hardware Co., Brighton Road, 





Pittsburgh; Richard Kossler, 
secretary, Kossler Hardware, 
Westend, Pittsburgh; George 
Saupe, Jr., treasurer, George 


Saupe & Sons, 88 S. 12th St., 
Southside, Pittsburgh. Advisory 
committee comprises Lee Kelso, 
Otto Kossler, Walter E. White- 
head, Earl Monro (past presi- 
dent). 
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LT. T. JAMES FERNLEY 
INJURED BY GRENADE 

While on maneuvers in Eng- 
land, Lt. T. James Fernley of 
the Twenty-ninth Reconnaissance 
Troop, sustained leg and foot in- 


| line of demarcation between sat- 
isfactory and unsatisfactory 
porcelain enameled tanks for 
domestic water service, for the 
guidance of manufacturers, dis- 
tributors, retailers and users. 

This standard covers porcelain 
enameled tanks in sizes 15 to 80 
zal. inclusive for 300 lbs. per sq. 
in. maximum hydrostatic test 
pressure. 





DRAKE ELECTRIC WORKS 
PURCHASES BUILDING 


The Drake Electric Works, 
3654 Lincoln Ave., Chicago, III, 
has purchased the building in 
which it has operated for the 
past 13 years and will double its 
facilities as soon as the leases of 
present tenants expire. 













LT. T. JAMES FERNLEY 


juries through the explosion of a 
hand grenade thrown by one of 
Lt. Fernley’s own platoon. The 
grenade accidentally hit a tree 
and bounced near him. 

Reports indicate that he will 
not be permanently disabled, al- 
though the accident will keep 
him in General Hospital 298— 
APO 508—for a month or more. 

Lt. Fernley is the son of 
George A. Fernley, secretary of 
the National Wholesale Hard- 
ware Association. 

ADOPT STANDARD FOR ; 
ENAMELED WATER TANKS ARTHUR D. WHITESIDE 


The Recommended Commer- | president of Dun & Bradstreet, 
cial Standard for Porcelain Inc., who recently was «ap- 
Enameled Tanks for Commercial | Poi"ted vice-chairman of the 
Use, TS-3488, was adopted by War Production Board in 


en : | charge of Civilian Require- 
the General Conference on April oseus, fe. Dies ott bn 


22. The purpose of the standard remembered by the hardware 
is to establish standard specifica- | trade as deputy administrator 
tions and methods of test as a! of ihe N.R.A. 

















A SUCCESSFUL HUNTING TRIP: North Dakota hardware- 
men had a very successful pheasant, chicken and hun hunt 
last fall, south of Williston, N. D. Nine hunters got the full 
limit of 45 pheasants, 27 chickens and 18 huns. Left to 
right are: Paul Henry, Du Pont Powder Co., Bismarck; Gil 
Johnson, Bob Small, Walter Anderson, Dick Bennett, Willard 
Sveen, Oscar Carlson, and Ordean Berve all of Small & 
Johnson Hardware & Furniture Co. Williston. Lloyd Brad- 
bury of Small & Johnson, also a member of the hunting party, 
took the picture. 
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; atl Sooce SEND FOR 
~~ THIS NEW 
> _ CATALOG! 


This beautiful new catalog . . . showing the com- 
plete line of GKS Hand-Decorated Plaques . . . is 
yours for the asking. It shows page after page of 
distinctive new plaques . . . designs to please every 
customer . . . illustrated in rich, full colors. It tells 
how you can make just a few feet of wall space into 
a money-making plaque department. You'll quickly 
see why so many are taking this opportunity to 
make extra profits. Best of all, you can get prompt 
delivery. There are no priorities on plaques—or 
plaque profits! 


PLAQUES ARE YEAR ’ROUND 
MONEY-MAKERS FOR YOU 


Constant re-orders from dealers SPECIAL 


everywhere prove GKS_ Hand- 
INTRODUCTORY OFFER 


Decorated Plaques are A-1 year 
‘round sellers. This, plus the 
38 POPULAR $10 
PLAQUES 
This selected group of prov- 


fact that like all GKS products 
en sellers retails for over 

























—these plaques are guaranteed to 
be satisfactory to you— makes 
them one of the most profitable 

. . . at a small cost... check the 
lines you can carry. So why space at the bottom of the 
Walt... coupon.* 


Mail This Coupon Now! 


$20. If you want to set up 
your plaque display now... 














' 
GEORGE KOCH SOMS ine “roe 
« ‘ 
+ Sounds interesting! Please rush me a copy of the new GKS | 
8 Plaque Catalog by return mail. é 
5 
a 
& NAF H 
. ™ t 
. 
5 ADDRESS 8 
s— —_—_—_____ —____—— - -§ 
' | 
t city STATE H 
rn 
§ Also include one $10 Introductory Plaque Assortment [J H 
5 Cash Enclosed (2% discount) [] C. O. D. (25% Deposit en- 5 
# closed) [] Open Account (References enclosed) [J : 
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it helps 


McKinney dealers 
meet postwar competition 


McKinney’s new war work (the making of parts 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 


before. 

Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
.. . then talk McKinney and display McKinney 
for building after the war. 








MURREL CRUMP 


advertising manager of the 
Locke Stove Co., Kansas City, 
Mo., who was publicity direc- 
tor for the Second War Loan 
Drive in the tenth Federal 
Reserve District. 








POT & KETTLE CLUB 
NEWS 


For the balance of the season, 
the Los Angeles Pot & Kettle 
Club will have round table dis- 
cussions, rather than set pro- 
grams, at their regular Tuesday 
Luncheons. An effort is being 





made on the part of many mem- 


bers to make these meetings of 
great interest to all attending. 
A recent meeting sponsored by 
George P. Wilcox proved to be 
the greatest laugh getter on rec- 
ord. Each member told a story, 
if said story did not create a 
reasonable laugh, the member 
was fined 50 cents. A prize of 
$5.00 was given the member tell- 
ing the best story. Capt. Wm. A. 
Woodlief, head of the Army 
Emergency Relief in this sector, 
gave a detailed report of the 
functioning of his organization 
and how all persons who have 
served or are now serving in the 
armed forces may avail them- 
selves of the services of this or- 
ganization. General interest in 
the club is being maintained by 
the consistent good work of the 
officers. 


GROBET FILE EXPANDS 
FACTORY AREA 


The Grobet File Co. of Amer- 
ica, importers of Grobet preci- 
sion Swiss files and manufac- 
turers of rotary files, has an- 
nounced that the factory area of 
its New York plant at 421 Canal 
St. has been more than doubled. 

This added floor space will 
streamline the production of 
rotary files and ground cutters 
and facilitate greater output. 

















“E’’ AWARD PRESENTED TO DESMOND-STEPHAN MFG. 
CO.—In recognition of excellence of war production, The 
Desmond-Stephan Mfg. Co., manufacturers of grinding wheel 
dressers and steel slide vises, Urbana, Ohio, was awarded the 
Army-Navy “E” on March 26. Maj. Ralph H. Coburn, War 
Dept., Cleveland Ordnance District, presented the award to 
Robert S. McConnell, vice-president of the company. The 
Army-Navy ‘E” pins were presented by Lt. R. A. Hoehne, 
U.S.N.R., Office of General Inspector, Naval Aircraft, Cen- 
tral District, Dayton, Ohio, and were accepted for the em- 
ployees by Miss Helen B. Milne, Logan Fansler and John Hol- 
land. Holding the “E” flag are: Robert S. McConnell, vice- 
president of the Desmond-Stephan Mfg. Co.; Ralph H. 
Coburn, Cleveland Ordnance District; Cap. Hugh Reid; Lt. R. 
A. Hoehne, U.S.N.R.; and Logan Fansler, an employee of 
the company. 
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OBITUARIES 








L L. Jennings, Former Vice-President 
Of Lamson & Sessions Co., Passes 


I. L. Jennings, former vice- 
president of the Lamson & Ses- 
sions Co., Cleveland, Ohio, died 





I. L. JENNINGS 


on May 30 on a train returning 
to Cleveland from Excelsior 
Springs. Mr. Jennings had re- 
tired from the company on Feb. 
1, 1943, for reasons of health. 





Starting with the company in 
1907, he had been engaged in 
the various departments of the 
company for six years before he 
became a salesman in 1913. He 
served in this capacity until 
1919, when he was made assis- 
tant sales manager. He became 
sales manager in 1920 and later 
was made successively assistant 
secretary, secretary, factory man- 
ager of operations and vice-presi- 
dent in charge of sales in 1926. 
Mr. Jennings was elected vice- 
president and treasurer in 1933 
and had been vice-president since 
1941 until the time of his retire- 
ment. 

At the time of his death he 
was a director and substantial 
stockholder in Lamson & Ses- 
sions, as well as a director of 
Johnson & Jennings Co., Upson- 
Walton Co., and the Guarantee 
Specialty Mfg. Co., all of Cleve- 
land. 

He is survived by his widow, 
Mrs. Gladys Walton Jennings 
and two sons. 








BRUCE FENN 


Bruce Fenn, 86, former vice- 
president of Sargent & Co., New 
Haven, Conn., passed away sud- 
denly at his residence in New 
Haven, Conn., on May 16, 1943. 

Mr. Fenn started with Sargent 
& Co. 40 years ago, and served 
as secretary, vice-president, direc- 
tor and general manager. In 
1928 he retired from active par- 
ticipation in the management al- 
though he remained as a direc- 
tor until 1941. 

His first wife, Elizabeth Craft 
Sargent Fenn, died in 1904, and 
his second wife, Ellen Page Sar- 
gent Fenn, died in 1931. They 
were the daughters of the late 
Joseph B. Sargent, founder of 
Sargent & Co., and former Mayor 
of the City of New Haven. He 


is survived by three grandsons. 


CARL M. NICHOLSON 


Carl M. Nicholson, 70, presi- 
dent of the Master Rule Mfg. 
Co., Inc., New York City, died 
at his home in Ossining, N. Y., 
on May 8, after an illness of 
four years. Despite his poor 
health, he visited the company’s 
plant once or twice a week for 
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a few hours during this time. 

The Master Rule Mfg. Co. 
was originally organized under 
the name of Dahl Mfg. Co. in 
1909. During all these years he 
had been a driving and progres- 
sive influence in the company. 
He was made president in 1920, 
at which time, the Dahl Mfg. Co. 
became the Master Rule Mfg. Co. 

He leaves his widow, Mrs. 
Olga Nicholson, four daughters 





CARL M. NICHOLSON 


and a son, Ragnar ‘C. Nicholson, 
vice-president and general man- 
ager of the company. 


















NATIONALLY ADVERTISED 
IN LADIES’ HOME JOURNAL 









“No. 430 DRIPLESS SERVER 


I. qt. capacity . . . holds point-saving 46 
oz. can of fruit juice. Fits in refrigerator; 
keeps juice better, longer . . . no contami- 
nation . . . no refrigerator odor . . . no 
drip, spill, waste. Always ready to serve. 


Easy to clean. Has Tenite plastic top and 


slide in choice of colors; clear-glass con- 
Retails at 75¢. 


tainer. 


No. 455 
CONDIMENT JAR 


Handy, sanitary serving jar for jellies, jams, 
condiments, etc. Two-piece hinged top pro- 
tects contents; spoon is shaped for easy use. 
Top and spoon are red plastic; 6-oz .con- 
tainer Is clear glass, 4"' high. Retails at 20¢. 





No. 429 NO-DRIP SERVER 


As smart as it is practical for serving 
cream, condiments, etc. An ideal refrig- 
erator container . . . avoids contamination 
and odor. Easy to clean. Has Tenite 
plastic top and slide in choice of cofors; 


clear-glass jar is 7-oz. size. Retails at 25.. 





No. 456 SHAKERS 


Note sanitary ‘'side-flow’’ pour- 
ing holes in shaker tops to 
keep dust and grease from 
settling down and into con- 
tents. Tops are red Tenite 
plastic, embossed "'S'" and 
‘P': J-oz. containers are 
clear-glass. Shakers retail ot 
10¢ each. 





SEE YOUR JOBBER... 


(All retail prices as listed above are suggested retail prices: they may be 
slightly higher west of Mississippi.) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 





FEDERAL TOOL CORP. 


400 WN. LEAVITT ST., CHICAGO, ILLINOIS 
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LEADING 
IN POPULARITY 


Lovely ruby mene 
glassware Ba wag 
with pure silver. 

radiantly beovtity 
line that is — 
new profits to hardw : 
dealers who feature . 
Special as . 

assortments for .t 

hardware trade. 


The latest triumph 
" glassware. It’s 
that subtle, satiny, 


Pastel tinted line 
SO refres hingl ly del licate, 
Oristocratic, A wid 
e 


in 
e of tableware, 
vases 
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ROBERT M. DUNN 


Robert M. Dunn, 87, former 
treasurer of Surpless, Dunn & 
Co., manufacturers’ agents, New 





ROBERT M. DUNN 


York City, and for many years 
an officer in the old Seventh 
Regiment, New York National 
Guard, passed away at his home 
in Newark, N. J., on May 18. 

Mr. Dunn began his hardware 
career with Sargent & Co., New 
Haven, Conn., and later became 
buyer for Motley & Sterling. In 
1889, he and James Surpless 
founded the firm of Surpless, 
Dunn & Co. A year later these 
two men were joined by Oliver 
B. Surpless, now president of 
the company. Mr. Dunn became 
treasurer of the firm in 1905 and 
held the position until his retire- 
ment in 1937. 

In 1883, Mr. Dunn enlisted in 
the Seventh Regiment and be- 
fore his retirement in 1896 was 
a first lieutenant. He rejoined 
the regiment in 1916 and was 
commissioned a captain in the 
depot _ battalion. He served 
throughout the First World War 
and was assigned to the regi- 
mental staff as instructor in 
small arms. He was treasurer of 
the regiment from 1918 until last 
March. Mr. Dunn was active in 
youth work at the Forest Hill 
Presbyterian Church in Newark. 

Surviving are two sons and a 
daughter. 


CHAS. WHITE HUBBARD 
Chas. White Hubbard, form- 


erly president of the American 
Axe & Tool Co., Pittsburgh, Pa., 
passed away suddenly at the 
Fifth Ave. Hospital, New York 
City, on May 16. 

Mr. Hubbard has been a resi- 
dent of New York since he re- 
tired as president of the Axe 
Co., about 20 years ago. When 
in the hardware business Mr. 
Hubbard covered the entire 





United States, visiting hardware 
jobbers. He had a very large 
acquaintance and was extremely 
popular with all the trade. 

Mr. Hubbard was a widower. 
He leaves his brother, John Hub- 
bard, a prominent manufacturer 
in Pittsburgh, Pa. 


W. N. HART 


W. N. Hart, 80, former sales 
manager of Kelley-How-Thomson 
Co., wholesale hardware dis- 
tributors, Duluth, Minn., and at 
one time president of the Kelley- 
Duluth Hardware Co., of the 
same city, died suddenly of a 
heart attack at his home in 
Dunedin, Fla., on April 14. He 
had retired from business sev- 
eral years because of failing 
health and had moved to Florida 
in 1929. 

Mr. Hart started his hardware 
career with the J. J. St. Louisis 
Hardware Store in Green Bay, 
Wis., which was later purchased 
by W. D. Cook. He was em- 
ployed by this firm for many 
years, and ‘advanced to the posi- 
tion of traveling salesman. When 
the Godfredson Brothers decided 
to establish a wholesale hard- 
ware house in Green Bay, Mr. 
Hart was hired to organize the 
business. This business was pur- 
chased some time later by the 
Morley-Murphy Co. In 1904, Mr. 
Hart moved to Duluth, Minn., 
to enter the employ of Kelley- 
How-Thomson Co. He was sales 
manager of the wholesale hard- 
ware house for four years when 
he was made president and gen- 





W. N. HART 


eral manager of the Kelley- 
Duluth Co. He held this posi- 
tion for 20 years and then re- 
tired from the hardware business 
to organize the Purchasing De- 
partment of the City of Duluth. 

Surviving are his widow, Mrs. 
W. N. Hart, two sons and two 
daughters. 


HARDWARE AGE 
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CAPT. WILLIAM SPARKS 


Capt. William Sparks, 70, re- 
tired head of the Sparks-With- 
ington Co., Jackson, Mich., and 








CAPT. WILLIAM SPARKS | 


for many years a prominent fig- 
ure in the industrial and civil | 
life of Jackson, died on May 13 
after a long illness. 

Winthrop and Philip Withing- 
ton, owners of a small metal 
working plant in Jackson, mak- 
ing parts for buggies, employed 
Capt. Sparks as a_ bookkeeper 
early in 1900. Some time later 
he became head of the company 
and in a few years the company | 
name was changed to Sparks- 
Withington. As the automotive 
field developed, Capt. Sparks 
pioneered, among other items, 
the development of and manu- 
facture of electric horns. From 
these experiments, the firm be- 
came one of the largest manu- 
facturers of automobile fans and 
horns in the world. 


Capt. Sparks retired from ac- 
tive operation of the company a 
few years ago. His son, Harry 
G. Sparks, assumed the position 
of general manager and his other 
son, Clifford Sparks, remains ac- 
tive with the company. 

He earned a captaincy in the 
Michigan National Guard sev- 





eral decades ago and served as 
mayor of Jackson for several 
terms. During World War I he 
organized the hand _ grenade 
manufacturers of America at the 
request of the War Department. | 


In addition to his two sons, 
Capt. Sparks is survived by his 
widow, Mrs. Mathilda J. Sparks, | 
and six grandchildren. 


ARCH A. CHISHOLM 


Arch A. Chisholm, 56, well 
known and well liked sales man- | 
ager for the Griffin Mfg. Co., 


Erie, Pa., passed away at his| 
home in that city on May 18, | 
after an extended illness. 
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Mr. Chisholm had been with 
the Grifin Mfg. Co. for nearly 
40 years and for a number of 
years had charge of the sales 
department as its manager. He 
became associated with the com- 
pany in 1904 as an office boy 
and later became a traveling 
salesman, covering Ohio, Indiana, 
Ilinois and some of the western 
states. 
to the hardware jobbing trade 
sales, calling on the larger job- 
ber centers in Minnesota, Iowa, 
Nebraska, Kansas and Missouri 
and made occasional trips to 
some of the southern territories. 
At the time of his death he was 
manager of hardware sales. 

Besides 
identified in 


being prominently 
hardware circles, 





ARCH A. CHISHOLM 


Mr. Chisholm was affiliated with 
many civil and fraternal organ- 
izations in Erie. 








BOOKLET TELLS POST- 
WAR USES OF PLASTICS 
Celanese Corp. of America, 
180 Madison Ave., New York 
City, has published a new book- 
let entitled, “Celanese In The 


Post-War World,” which tells of | 


He was then promoted [ 





the development of plastics for | 


war use and indicates some of 
the likely applications when hos- 
tilities cease. Particularly inter- 
esting to the hardware dealer 
are the sections devoted to ma- 
terials which are applicable to 
building construction, especially 
Celanese has 
non- 


those for glazing. 


perfected three types of 
shattering plastic glazing—‘‘Lu- 
marith,” “Vimlite” and “Luma- 
and the booklet tells of 


the many uses these products 


pane” 


| will be put to when the war is 


over. Although these products 
are now being used for the 


armed forces and are not avail- 


| able for civilian uses, those in- 


terested in the booklet may vub- 
tain a copy by writing to the 


| company. 











JUSTRITE 
ELECTRIC LANTERNS 





In training camps and fighting fronts, Justrite Electric 
Lanterns are serving our armed forces. Yet here at 
home, their services are just as important to our war 
effort. 

There are special models for factories, loading docks, rail- 
roads, oil wells and marine use! Also, Blackout Lanterns, In- 
spector’s Lanterns, Emergency Lanterns and Headlight Lanterns 
(in illustration). Whatever your needs, when you need light, 
think of Justrite. 


ALL-PURROSE 
SAFETY TYPE No. 44-S 


Approved by Underwriters’ Laboratories, 
Inc., for safe use in hazardous Class I, 
Group D locations. Also approved by U.S. 
Bureau of Mines. Ask for specifications. 


Special safety features plus “Twin-Bulb” 
insurance against lamp failure. 


Write today for catalog and prices. Most 
models are readily available. 


JUSTRITE MANUFACTURING COMPANY 
2073 N. Southport Ave., Chicago, II. 





Z i COM cssiti 
OILY WASTE CANS 


SAFETY CANS 


FILLING CANS 
APPROVED SAFETY ELECTRIC LANTERNS 











War Model Pressure Canner 
Prices Announced by OPA 


Sets prices at all 


levels. Being 


rationed to consumers through 
County Farm Rationing.Committees. 


Specific dollars-and-cents' ceil- 
ings on three war models of 
pressure canners at all levels of 
distribution were announced 
May 28 by the Office of Price 
Administration. This action fol- 
lows the recent allocation of 
steel by the War Production 
Board for the production of 150,- 
000 pressure canners as _ re- 
quested by the Department of 
Agriculture for this year’s can- 
ning. 

These canners, with enamel- 
covered steel bottoms and tin- 
plated steel covers, and holding 
seven glass quart jars, are a 
modification of previous models 
using a limited amount of criti- 
cal materials. They are being 
rationed through County Farm 
Rationing Committees estab- 
lished by the Department of 
Agriculture. 

In Order No. 379 under Maxi- 
mum Price Regulation No. 188 
(Manufacturers’ Maximum 
Prices for Specified Building 
Materials and Consumers’ Goods 
other than Apparel), effective 
May 28, 1943, OPA establishes 
ceilings for three makes of can- 
ners that will be placed on the 
market immediately: those made 
by the National Pressure Cooker 
Co., Eau Claire, Wis.; the Bur- 
pee Can Sealer Co., Barrington, 
Ill, and the Wisconsin Alumi- 
num Foundry Company, Mani- 
towoc, Wis. 

The Far Western zone, which 





has been granted higher ceilings | 


on sales by jobbers and retailers 
because of higher transportation 
costs from Middle West facto- 
ries, comprises Arizona, Califor- 
nia, Colorado, Idaho, Montana, 
Nevada, New Mexico, Oregon, 
Utah, Washington and Wyoming, 
and the following counties in 
Texas: El Paso, Hudseth, Cul- 


berson, Jeff Davis, Presidio, 
Brewster, Terrell, Pecos and 
Reeves. 


All canners sold under this 
order must carry a 90-day guar- 
antee. For any canners not 
carrying this guarantee, applica- 
tion must be made to OPA for 
a specific maximum price. 

If any canners are sold with 
chipped enamel, the maximum 
price must not be more than 75 
per cent of the regular ceilings, 
OPA stipulated. 

A tag must be attached by 
the manufacturer to each canner 
giving the manufacturer’s name 
and address and retail selling 
price. Purchasers for resale must 
also be notified by manufactur- 
ers, at or prior to first invoice, of 
the maximum prices for resale. 


LIMIT PLASTICS FOR 
MAKING SUN GLASSES 


The use of thermoplastics in 
sun glasses is brought within the 
control of Limitation Order L- 
238 by a War Production Board 
amendment effective May 25. 
Before the issuance of the pres- 
ert amended order the use of 


Ceilings on Three War Models of Pressure Canners 


National Wisconsin Burpee 
Manufacturer to Jobber (f.o.b. fac- 
SED pGne ce cndacpsicesgenceuees $6.95 $7.45 $7.95 
Manufacturer to Retailer (f.o.b. fac- 
tory): 
In quantities of 2000 or more.... 7.95 8.20 8.75 
In quantities of 100 to 1999...... 8.34 8.95 9.54 
In quantities of less than 100.... 9.27 9.93 10.60 
Jobber to Retailer except in Far 
WN BORE «6 dc ccesrcccacccees 9.27 9.93 10.60 
In Far Western Zone (f.o.b. sell- 
I MUENED | nec cdedccesdadcereace 9.67 10.33 11.00 
Retailer to Consumer except in Far 
WN EO ae ccecesccdedouce 13.90 14.90 15.90 
In Far Western Zone ..........- 14.50 15.50 16.50 
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thermoplastic in sun glasses was 
controlled by the provisions of 
M-154, which is also amended to 
carry out this transfer of control. 

The amended L-238 limits the 
amount of thermoplastics to be 
used in the manufacture of sun 
glasses during any calendar quar- 
ter to 90 per cent of the amount 
used during the corresponding 
quarter of 1942, except for direct 
military orders. Twenty-five per 
cent of the thermoplastics used 
in manufacturing sun glasses to 
fill orders of post exchanges and 
ship’s service departments need 
not be charged against the over- 
all quota. The amendment also 
permits the use of steel snaps for 
sun glass cases. 





M-319 PUTS ABRASIVES 
ON ALLOCATION BASIS 


The available supply of manu- 
factured crude abrasives and 
abrasive grain, used chiefly to 
make grinding wheels, sandpaper 
and other abrasive products, will 
be allocated by the tools division 
of the WPB under a new order, 
M-319. 

Those buying manufactured 
crude abrasives are to apply to 
WPB before June 15 for quan- 
tities required in July and Aug- 
ust. The next date of applica- 
tion will be Aug. 15, to cover 
September and October require- 
ments. Corresponding applica- 
tion dates for abrasive grains are 
June 10 and Aug. 10. 








To permit increased produc- 
tion of garbage and ash cans, 
manufacturers’ quotas for the 
current quarter have been re- 
vised by the War Production 
Board in Supplementary Limita- 
tion Order L-30-a as amended. 
Other changes in L-30-a (Galva- 
nized Ware) now permit produc- 
tion of kerosene and gasoline 
cans and exempt buckets for 
bored wells from the order’s cov- 
erage. Minor changes in the 
amended order eliminate obso- 
lete terms and bring the order 
up to date. 

Although these quotas allow 
greater production, they do not 
guarantee that actual production 
will climb to the specified limits, 
the Consumers Durable Goods 
Division pointed out. Such pro- 
duction depends upon the sup- 
ply of steel available for civilian 
production. 

L-30-a now permits 75 per cent 
of the base period use of iron 
and steel in the production of 
garbage and ash cans and pails, 
compared to the previously al- 
lowed 50 per cent. The specified 
base period is the 12 months 
ended June 30, 1941. 

Most essential needs for kero- 
sene and gasoline storage cans 
on farms and in homes will be 
relieved to some degree by the 
resumption of production of 
these articles as provided for in 
the amended order. Under L-30-a, 


these cans, previously banned, 





now may be produced up to 50 





Permit Increased Garbage, Ash Can 
Production; Making of Oil Storage Cans 


per cent of the base period rate 
of use of iron and steel. Storage 
cans for gasoline and kerosene 
are required particularly in rural 
areas for servicing machines and 
heaters which use such fuels. 
Trailer camps, too, depend large- 
ly upon these fuels for heating. 
Buckets for bored wells are 
exempted in the order. Simi- 
larly, by exclusion from defini- 
tion, certain containers also are 
exempted from restrictions. These 
are cans in which oil is sold to 
consumers and which are pro- 
duced in fulfillment of a pur- 
chase order accompanied by an 
authorization from WPB as de- 
scribed in Order M-255. 





AMENDED M-43 ALTERS 
CONTROLS ON TIN 


WPB has amended order M-43 
to effect technical changes 
which will correct inequities in 
conservation of the nation’s sup- 
ply of tin. It has been found 
that some necessary uses had 
been eliminated, and that tin 
content of some essential mate- 
rials had been too greatly re- 
duced. 

Numerous changes are per- 
mitted in tin contents in brass 
and bronze. Use of 38 per cent 
tin solder for wiping lead joints 
in making connections with out- 
side mains is permitted. 

Exemptions heretofore granted, 
permitting babbitt in repair and 
maintenance of mining and quar- 
rying machinery are withdrawn. 
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Prohibit Scrapping of Serviceable 


Used Automotive Parts Under M-311 


Scrapping of serviceable used 
automotive parts was stopped 
May 20 by the War Production 
Board with the issuance of Con- 
servation Order M-311. 

The new order provides that 
on and after June 1, 1943, irre- 
spective of the terms of any con- 
tract or agreement no person 
shall scrap, sell or deliver as 
scrap any used automotive part 
listed in Schedule A. attached to 
the order, except when such part 
is “no longer serviceable.” 

ThiS prohibition does not ap- 
ply: 

(1) To used automotive parts 
prepared for shipment or in 
transit to steel mills, foundries, 
or furnaces on June 1, 1943; (2) 
to used automotive parts which 
on June 1, 1943, are mingled 
with other forms of scrap to an 
extent where segregation is im- 
practicable; (3) to the sale or 
delivery of vehicles or chassis to 
auto wreckers, scrap dealers, 
automotive dealers, repair shops 
and garages or between indi- 
viduals, or to the sale and de- 
livery of used automotive parts 
other than as scrap. 

The order in no way prevents 
individuals from selling vehicles 
to automobile wreckers; but it 
will encourage wreckers to re- 
tain serviceable parts for resale 
instead of passing them along to 
steel mills and furnaces in the 
form of scrap. 





The prohibition against scrap- 
ping used parts covers not only 
auto wreckers and scrap dealers 


“but all persons in the business of 


buying or processing used auto- 
motive parts for re-sale whether 
re-built or “as is.” 

M-311 also provides that no 
person shall sell or deliver any 
used automotive part to a con- 
sumer unless the consumer de- 
livers to such person a used auto- 
motive part of similar type and 
size, except where the part for 
which the consumer requires a 


replacement has been stolen or | 


destroyed. This restriction does 
not apply in the case of Gov- 
ernmental agencies, prohibited 
by law from disposing of used 
automotive parts. 

Included in Schedule A are: 
axles, bearings, brakes, clutches, 
cooling systems, engines, 
systems, ignition 
springs, starting and generator 


equipment, steering equipment, 





fuel | 
systems, | 


transmission, window regulators, | 


windshield wiper motors and 


such special truck equipment as | 


air brake, auxiliary transmission, 


booster brake, dead axle, fifth | 


wheel and mounting, hydraulic 
hoist, pole setter, power take-off, 
power winch, refrigerator unit, 


reserve gasoline tank and 
vacuum _ tank. Listed under 
axles are such items as shock 


absorber, universal joint, etc. 








SIMPLIFY MAKER PRICES 
UNDER MPR 136 


Establishment of manufactur- 
ers’ maximum prices on casters 
was simplified May 19 by OPA. 

Hitherto all casters made by 
a manufacturer of industrial 
equipment to which the casters 
are attached have been em- 
bodied in Appendix A of Max- 
imum Price Regulation No. 136 
(Machines and Parts and Ma- 
chinery Services). 

Other casters have 
ject to different regulations, de- 
pendent upon their ultimate use. 


been sub- 





This entire “other” group was 
placed under Appendix B of 
Regulation 136. 

Maximum prices Ap- 
pendix B will be either the list 
or confidential price of the| 
manufacturer on March 31, 1942, | 
or a price established by the 
formula set out in Regulation 
No. 136, based on customary | 
pricing methods in March, 1942. | 

This action is contained in | 

| 


under 


| 


Amendment 85 to Regulation | 
136, effective May 24. 


1943 
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|} new 


LIMITATION ORDER 
ON GREETING CARDS 


In looking for added lines to 
sell, to take up the wartime 


slack, many retailers and some | 


jobbers recently have been of- 
fering greeting cards, in season. 
Now, WPB is commencing some 
controls on these familiar “well- 
wishers.” Order L-289 provides 
that none of the 100-odd publish- 


ers of commercial greeting cards 


conveying personal messages or | 
holiday, anniversary, or Valen- | 


tine wishes, may: (1) produce 


during the balance of 1943, or | 
in any calendar year thereafter, | 


more than 60 per cent of the | 
during | 


designs produced 
1942: (2) reproduce more than 
80 per cent of the old designs 
from plates on hand. 

Also (3) 
paper is limited each quarter to 
60 per cent of the weight used 


use of cards and 


in corresponding quarters of 
1942; and (4) paperboard for 
packaging and display of these 
cards also is curtailed. 






































OMIFTER 


For many years, American Householders have en- 
joyed the convenience, step-saving advantages of the 
A-P OILIFTER. Mounted on Oil Burning Heaters and 
Cooking Ranges, it has “lifted fuel from central 
storage tanks in basements and outdoor tanks to 
heating and cooking appliances on first, second and 
even third floor flats... . Avoiding time and effort 
in fuel tank refilling. 


Today, Uncle Sam's fighting battle fleet has a new 
use for the A-P OILIFTER. Mounted on long lines of 
cooking ranges in ships galleys, Oilifters bring fuel 
up from the hold and feed it to ranges in just the 
right quantity for all “cooking and baking needs. 
Ships may toss and dip in great storm seas, rock in the 
impact of battle, but the Oilifter must maintain its 
steady DEPENDABLE operation, for fighters must eat 
heartily. 


Typical of A-P ingenuity and precisién manufacturing 
experience this modern convenience will be ready 
for home use again, as soon as its wartime task is 
finished. Retailers will find it a great aid to making 
Oil Burning Appliances more popular in the “full 
automatic’ convenience and economy. 
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Maker, Jobber Pricing Method on New Items 
In Screen Cloth, Hardware Changed 


NAIL Methods for pricing new | the amendment (June 3, 1943) - 
HOLDING models or types of builders’ | shall be a 33 1/3 per cent mark- 7% 
rubber 


hardware or insect screen cloth | up over the price paid by him 


HAMMERS | sold by manufacturers and job-| plus the transportation charges them f 



































































































bers were changed by the Office | paid in obtaining delivery. others 
| of Price Administration to con- The method for jobbers con- — = 
| form to pricing methods now | forms to the method incorporated of wor 
| being used by manufacturers |in the regulation covering locks of rat 
and jobbers of other building | and lock sets. rab 
materials and consumer goods. | The changes will not affect the ore 
| To avoid the difficulties of | general level of prices established ot boot 
| pricing by the “comparable | under the existing provisions but to the 
| product method,” the amendment | will act to simplify pricing by ae 
provides that a jobber’s maxi-| the manufacturers and the job- Boards 
mum price on new models or| bers and will tighten administra- shown 
| types sold or offered for sale by tion and enforcement of the reg- ne 
| him after the effective date of | ulation, states OPA. structic 
quarry 
tractor: 
Othe 
MORE FLEXIBLE CONTROL | from transferring such batteries tion 
ON DRY CELL BATTERIES | for use in the ordinary type of purcha 
More flexible control over pro- | portable radios. These small bat- ber fe 
duction of dry cell batteries and | ‘*™™°S ™4Y be sold for —e — 
portable electric lights operated ner age chest wave zadlion, “a 
by dry cell batteries is con- scientific and therapeutic instru- 
templated by the War Produc- or oe. WALI 
tion Board in issuing General Sees PRO 
Limitation Order No. L-71 as WPI 
amended May 21. The newly- L-38 CHANGES ON 177, he 
amended order will eliminate REFRIGERATION AND tudusts 
base period quotas to place pro- AIR CONDITIONING desad 
duction on a scheduled basis. e : : hes fix 
Until Joly 1. the eld LZ Several technical changes in rages 
quotas as they may have been oon Menitation order (L-38) oe : li 
modified by individual WPB|‘T°lling production and delivery “— 
authorizations are considered as “ soqemenaias one neta sat “yr 
approved production schedules. ier rata os a pe gg ge Ne 
a machinery. were made May 2 1e 
a eae, Nacare wil follow the new |¥ WEB. Among the changes | the 
mers save much time ,WPB production schedules were one permitting producer or to app 
carpenter, millwright i 7 dealer to deliver maintenance of wal 
se tid se Although no changes in vol-| and repair parts to industrial mills 
or maintenance man. They ume of production will be ef-| and commercial establishments ae 
can drive twice as many nails sected, under the new method |;, accordance with the Con- 500.00 
: several improvements are an-| trolled Materials Plan. Restric- 
with a Cheney in easy spots | ticipated. In addition to flexibil-| tions on farm milk coolers were 
or places hard to reach. Do | ity of production, more effective made to include only evapo- MUS’ 
use of materials will result. Cor- | rator coils and condensing units. ( 
@ better job—quicker and a relation of L-71 with the Con- The owner of a repaired air 
wtaber: wills '@ Chadiby: Halt ‘a trolled Materials Plan will be ctadiicsing ctu ta Sen 9° ; 
4 improved. Another important re- inal es dienes dl: eaaieeed Exe 
Holding Hammer. sult will be that when military = . ht . eal gor on us 
requirements decrease, civilian a ee ee ae effects 


Buy War Bonds and . . channels or to the dealer or 
> production can be increased, and sas . not ex 

Stamps—Every Day * Sagat ‘ith . a Sia producer as a condition of his 
vice-versa, with minimum delay init onl 


. urchase of new parts. 
for changeover. If material or P g Po a ya omy 
te . |change permits delivery of cer- 
demand conditions change in 


: onsieas »buil larly 
HENRY CHENEY HAMMER CORP. mid-quarter, WPB will be able tain reconditioned or rebuilt ‘ 


: ‘ arts or assemblies in exchange tion, t 
to issue a revised schedule to | P@tS % “\ eto 
LITTLE FALLS—N. Y. : syachsonian 0 mannlactaret’s peo- | for similar parts and assemblies istrath 
ae re ei | eilital. wen dafinaes Info 
Sales Office: 302 BROADWAY, NEW YORK CITY duction with the altered situa- | Which are defective. 
indica 


tion. In addition to the above men- 









While the revised order now| tioned changes other minor used 
permits production of multiple | changes were made to correct or fects | 
batteries using small cells, manu-| simplify the. wording of the selves 
facturers still are prohibited | original order. mpti 
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Men’s Rubber Boots, Shoe 


Rationing System Simplified 


Simplifications in details of 
the system for rationing men’s 
rubber boots and rubber work 
shoes were announced June 2 
by the Office of Price Adminis- 
tration. The purpose continues to 
ration six types of industrial 
rubber footwear, which can be 
made only with a high crude 
rubber content, and to provide 
them for workers needing them 
in essential jobs. An increase 
was made in the classifications 
of workers eligible for Type 5 
of rationed footwear (rubber 
pacs and boottees more than 10 
inches in height.) These types 
of boots are to be made available 
to the following types of workers 
through War Price & Rationing 
Boards, when definite need is 
shown for them: miners, loggers, 
communications linemen, con- 
struction workers, oil drillers, 
quarry workers and clay ex- 
tractors, 

Other changes include elimina- 
tion of the requirement that 
purchasers turn in worn-out rub- 
ber footwear of the rationed 
types in their possession when 


buying a new pair, a new simpli- 
fied type of ration certificate 
and the right of purchasers to 
return unworn new rubber foot- 
wear and to receive back the 
ration certificate. In addition 
trade reports and applications 
formerly filed with the local 
board now go to the OPA dis- 
trict office and detailed sales 
records are no longer required. 
Makers can use ration certificates 
to acquire rationed 
from other establishments. Rub- 
footwear for testing purposes is 


footwear 


now also available to persons 
other than manufacturers. With- 
out certificates a firm may ac- 
quire from another disposing of 
its entire stock of rationed rub- 
ber footwear. The buyer, in 
such case must file an inventory 
and register at the OPA District 
Office and the seller sends all 
records to the District Office for 
the area where it is registered. 
The new regulation, Ration Or- 
der 6A, became effective June 5, 
|replacing Ration Order 6, which 
| was then revoked. 











WALL PAPER PATTERNS, 
PRODUCTION REDUCED 


WPB, by amending order L- 
177, has restricted the wallpaper 
industry to those patterns pro- 
duced in the 1942-43 season, and 
has fixed base paper consumption 
at 60 per cent of the tonnage 
used in 1941-42. 

The ban upon rolls containing 
new designs is effective July 1. 

The 60 per cent production in 
the coming season is expected 
to approximate 246,000,000 rolls 
of wallpaper, beyond which the 
mills will probably carry over 
inventories of approximately 30,- 
500,000 rolls. 


MUST OBSERVE CEILINGS 
ON HOME GOODS 
AUCTIONS 


Exemption from price control 
on used household or personal 
effects when sold at auction does 
not extend to sales at an auction 
‘onducted in, by, or for a retail 
or wholesale establishment regu- 
larly engaged in selling by auc- 
tion, the Office of Price Admin- 
istration said today. 

Information received by OPA 
indicates that some dealers in 
used household or personal ef- 
fects have sought to avail them- 
selves of the general auction ex- 


emption by making sales at 
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| auction themselves in an effort 
| to evade price control. 

An amendment makes clear 
that a dealer may not escape 
observance of his price ceilings 
by changing to the auction 
method of selling. He may, of 
course, sell by auction or other- 
wise but he must observe the 
ceilings on such merchandise as 
established by the General Maxi- 
mum Price Regulation, which 
stipulates that highest March, 
1942, prices are the ceilings on 
sales. 

This provision is contained in 
Amendment 50 to the General 
Maximum Price Regulation, ef- 
fective April 14. 

CLARIFY “GRATE AREA” 
IN DEFINITION OF STOKER 

To clear up possible doubts 
as to the meaning of “grate area” 
in the definition of Class A coal 
stokers, the War Production 
Board on May 28 issued Gen- 
eral Limitation Order L-75, as 
amended. 

Paragraph (a) (2) of the in- 
terpretation of the original Or- 
der L-75 defined “grate area” as 
being only the live grate; side 
dump plates were declared not a 
part of the grate area. 

It is now specifically provided 
that side dump plates designed to 
burn coal are to be considered 
a part of the “grate area.” 
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Shipbuilders are speeding the war effort by 
using durable, quickly applied Meyercord 
Decals instead of slow, laborious hand sten- 
ciling for interior markings on escorts, mine 
sweepers, merchant vessels, and aircraft car- 
riers. Hundreds of man-hours are saved in 
applying Decals in one simple, quick opera- 
tion. Decal lettering provides uniformity and 
greater visibility at lower cost; easier, faster 
replacement, and simplicity of maintaining 
reserve supply aboard ship. Whatever your 
identification needs... nameplates, trade- 
marks, signs, insignia . . . dial faces, instru- 
ment panels, etc., . .. Meyercord Decals will 
do the job. They’re adapt- 
able to any surface, wash- 
able, durable, uniform, 
highly visible and permit 
use of any color. No sharp 
edges, screws, bolts or 
rivets. Consult Meyercord 
Decal Engineers on your 
requirements. No obliga- 
tion. Address Dept. 1146. 


Meyercord Decals replace crit- 
ical metals. Leading manufac- 
turers of America have enjoyed 
their precision and uniformity 
for over fifty years. Save time, 
metal and money with Decals. 





5323 W. LAKE ST. * CHICAGO, ILL. 
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OPTION 
ON 
FUTURE PROFITS! 


You can count on Economaster to 
be ready with new and improved 
electric heaters and appliances to 
meet the tremendous demands for 
post-war products. Our plans mean 
great sales and great profits for 
Economaster dealers and distribut- 
ors everywhere. 


ECONOMASTER PRODUCTS CO., INC. 


NASHVILLE, TENN. 


- ECONOMASTER - 





CASH IN—NOW 


on this Profitable “Red Hot’ 


Hot Weather Seller 


VITAMIST 


for More Productive 


VICTORY GARDENS 


Hundreds of gardeners in your community will need this 
“Vitamizer” to assure them of earlier, bigger and better fruits and 
vegetables. VITAMIST is easy to use—Vitamizes as you sprinkle. 


FITS ANY GARDEN HOSE 
NO FUSS — NO MESS — NO 
BOTHER — NO SPECIAL NOZ- 
ZLE — NO EXTRA ATTACH- 


MENTS TO BUY. One Cartridge 
Vitamizes 1,500 square feet of area. 


reratts $4.00 


Attractive Counter Display FREE 
with Six Packages 


For Sale by Leading 
Hardware Jobbers 


if your Jobber cannot supply you, 
write to 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York, 


or 
BURGESS SEED & PLANT CO. 
H. A. 435, Galesburg, Mich. 
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| sellers at any level of distribu- 





| Reduce Maximum Prices on Certain 


Feeds in Specified Areas of U. S. 


A reduction in maximum 
prices for sales of mixed animal 
and poultry feeds which contain 
corn was ordered by the Office 


| of Price Administration on May 
| 18 in New England, the Atlantic 


seaboard, and southeastern States 


| contained in areas I and IIb as 


defined in Revised Maximum 


| Price Regulation 346. The re- 


duction is applicable when the 
feed is shipped in from outside 


| those areas. 


The reduction is to be in the 
subsidies provided 


tion by any government agency. 
It is intended to reflect sub- 
sidies about to be paid by the 
Commodity Credit Corporation 


| on shipments of corn contained 


in feed into those areas. The 
subsidies are to be paid to stimu- 
late shipments of corn into the 
states specified, where ceiling 
prices of corn have been kept 
down in order to “hold-the-line” 
on items important to the cost 
of living. This amendment does 





not apply to mixed feed pro- 
duced in the deficit area, as the 
subsidy has already been reflected 
in the corn used in these feeds. 

Maximum prices for shipments 
of corn into areas I and IIb, 
were reduced by the amount of 5 
cents per bushel in Revised 
Maximum Price Regulation 346, 
effective April 14, to reflect sub- 
sidies paid on corn. The May 18 
action extends such action to 
mixed feed containing corn 
through Amendment No. 1 to 
Maximum Price Regulation 378, 
Mixed Feed for Animals and 
Poultry, effective May 17, 1943. 

One other change provided in 
the amendment is the require- 
ment that when a person uses 
the historical margin or maxi- 
mum price of a competitor, he 
shall report it to the Feed Unit 
of the Office of Price Administra- 
tion at Washington. If OPA dis- 
approves use of the margin or 
maximum price reported, it will 
prescribe a reasonable figure to 
be used instead. 








OPA ROLLBACK ON PRICE 
OF LINSEED OIL 


Cents-per-pound maximum 
prices for linseed oil, repre- 
senting a rollback of three- 
tenths of a cent under going 
prices, were established May 21 


|, by the Office of Price Adminis- 


tration, 

The basic price in the sched- 
ule set up by Amendment No. 
33 to Revised Price Schedule 
No. 53 (Fats and Oils) is 14.5 
cents a pound for raw linseed 
oil, color 11-13; acid value 4; 
iodine value 170 to 190; sapon. 
value 188-196; specific gravity, 
.931, .935; viscosity, A, de- 
livered in Zone I of the nine 
geographical zones set up in the 


regulation. 
This zone centers around 
Minneapolis, probably the 


largest linseed oil market in the 


| country, and includes Minnesota, 


Iowa, Missouri, Illinois, and 
Wisconsin. Maximum prices in 
other zones, except for Zone 9 
(the State of California), are 
figured by the addition of set 
differentials based on freight 
charges. California, a linseed 
oil producing state, has the same 


| maximum prices as Zone 1. 





Prices for various grades and 
variously treated linseed oils are 
based on the 14.5 figure and 
have the same variation by geo- 
graphical zone. 


TERM “ARMORED CABLE” 
IN L-165 CLARIFIED 


The War Production Board on 
May 19 clarified the definition of 
“armored cable” as covered in 
Limitation Order L-165, to read 
as follows: 

“*Armored cable’ means a 
fabricated assembly of electric 
conductors with a flexible metal- 
lic exterior covering, which cover- 
ing is formed of a metal strip 
helically wound with interlock- 
ing edges. Armored cable shall 
include, but is not limited to. 
armored ground wire, or armored 
electrical conductors irrespective 
of whether the conductors of 
such armored cable are bare, in- 
sulated, lead covered, cloth 
covered, varnish-cambric  cov- 
ered or paper covered.” 

The order as amended removes 
certain dates which have long 
since passed. 
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Steel Mills Can Take Small Orders 


Where No Production Loss Involved | 


Steel producers have been in- 
structed by the Steel Division 
that small orders which can be 
placed on mill schedules without 
loss of production are not to be 
rejected, 

Producers were notified on 
Feb. 1 that orders for less than 
minimum mill quantities should 
be rejected except under un- 
usual circumstances. The intent 
of this instruction was to avoid, 
in the interest of maximum out- 
put, frequent changes in sched- 
ules required to take care of 
small orders. 

Where such orders can be 
fitted into existing schedules 
without loss of production, how- 
ever, they should be accepted, 
H. G. Batcheller, Steel Division 
director explained in a letter to 
producers. 

“For example,” the letter con- 
tinued, “a producer should re- 
ject an order for less than a 
minimum quantity if at the time 


the order is presented he had no 
melting or rolling schedule of 
the particular grade or size in- 
volved, nor any reasonable pros- 
pect of being able to ship it in 
the month required. 

“On the other hand, he is not 
justified in rejecting the order if 
it can be included in scheduled 
rollings without detriment to his 
overall production, and if in the 
normal course of business here- 
tofore he would have accepted 
such an order. 


“There must be no discrimina- 


tion between customers, but a 
producer must be guided by the 
situation at the time he receives 
a small order. For example, it 
would be proper for him to re- 
ject such an order from one con- 
sumer, and at a later date ac- 
cept a similar or identical order 
from the same consumer or 
another consumer, 


changed conditions in his pro- 
” 


because of 


duction schedules. 








EASE LEAD RESTRICTIONS 
IN M-38 AMENDMENTS 


The lead position in the nation 
has eased considerably since the 
first conservation orders were is- 
sued, the War Production Board 
has revealed. And, at the same 
time, the Board announced is- 
suance of Limitation Order M- 
38, as Amended. The purpose 
of the amended order is to make 
lead more readily available as a 
substitute for more critical ma- 
terials going into essential pro- 
duction. 

A survey of the lead produc- 
tion, consumption and stockpile 
picture has shown that it is no 
longer necessary to restrict any 
of its essential uses. Thus, here- 
after, only non-essential uses will 
be controlled by Order M-38, as 
amended. The order does away 
with the 90 per cent limitation 
which existed on all uses, and 
provides that only List A items 
be prohibited from any use what- 
ever. 

There are few changes in List 
A. They are: (1) To omit cer- 
tain items under the heading 
“building supplies” in order to 
make the prohibitions on such 
supplies conform to the restric- 
tions of the Army and Navy list 
and these two lists are now 
identical with respect to the use 
of lead in building supplies. (2) 
To specify the non-essential uses 
of foil which are prohibited, 


rather than refer to permitted 
uses under List B, since List B 
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has been abolished. (3) To per- 
mit lead to be used for certain 
limited purposes in caskets and 
casket hardware. 








With the issuance of Order M- 
38, as amended, M-38 has been | 


formally revoked and M-38-c has 
been superseded. Supplementary 
Orders M-38-a and b and M- 


38-d to i inclusive have been | 


formally revoked. 


MINERS’ LAMP ORDER 
L-269 IS EXPANDED 


To insure adequate production 


of repair parts for additional | 


types of miners’ lamps the War 
Production Board, on May 24, 
issued Limitation Order L-269, 
as amended. The amended order 
expands the former coverage of 
List A which read, “miners’ 
lamps, wet cell,” to read, 
“miners’ lamps, wet cell, carbide 
and flame safety.” 








Branches, etc., May Use 
CMP Reg. No. 5 Ratings 


Preference ratings assigned 
under CMP Regulation No. 5 
to a particular business may 
be used to obtain MRO items 
for general offices, branch of- 
fices, salesrooms, and other fa- 
cilities essential to the con- 
duct of the business, the War 
Production Board announced 
today. This is made clear by 
Interpretation No. 5, of CMP 
Regulation No. 5. 
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LITTLE INTERVIEWS 
WITH MARTIN-SENOUR 





1. Ve Pacut Dealer 


“My handling of Martin-Senour finishes has 


always been satisfactory. 


Their jobbers are 


fine people to deal with. The products are good 


and my customers like em. 


I have an excel- 


lent turnover and I make a fair profit. Why 


shouldn’t I be happy to handle this line?” 


The House of Quality 


THE MARTIN ~ SENDUR CD. 
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farmers. 














Pn old Towers 
to Life Again! 


Quick action by Monitor gives wide-awake windmill 
dealers a welcome chance for cash sales plus income 
from repairing farm wells. 
the emergency manufacture of WINDMILL replacement 
parts, pump repairs and cylinders. Monitor has worked 
at top speed to provide replacement parts for putting 
thousands of farm wells and windmills back in service. 
NO RATION CERTIFICATE is needed for repair parts 
to put disabled windmills and pumps in good condition. 
New windmill operating parts may be obtained to work 
with any make of old tower, if it is specified that the 
parts replaced are worn out or damaged beyond repair. 
Monitor is also providing all possible pumping equip- 
ment and well supplies and is backing you with a 
windmill repair advertising campaign to millions of 
Write or wire nearest Baker branch! 





The WPB has authorized 








SHY PO YY 2 WINDMILLS 






winpmiLts * PUMPS 


UMPIACKS ® 
mPsS* 


e P 
HAND PU 
wer SUPPLIES 


BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, 
lo.; Omaha, 
Hutchinson, Kon. 
AXTELL CO.: 

Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 


DISTRIBUTED BY 





la.; Cedar Rapids, ta.; Fredericksburg, 
Neb.; Kansas City, Mo.; Enid, Okle.; 


Fort Worth, Texas; Amarillo, Texos; 
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In these Taper-Ground 
Crosscuts, you have a 
complete line of 
Simonds-steel saws 
with which to cover 
all the demands of the 
huge farm and con- 
struction field. There 
are 5 patterns, in all 
required lengths, 
widths, gauges of 
taper, and types of 
teeth. Give your farm- 
er and contractor cus- 
tomers the crosscuts 
that stand up and cut 
... the Simonds Taper 
Ground Line. 


SIMONDS SAW 
AND STEEL CO. 


Boston:1350 Columbia Rd. 
Seattle: 520 First Ave. San 
Francisco: 228 First St. 
Chicago: 127 S. Green St. 
New York: 11 Park Place. 
Spokane: 31 West Trent 
Ave. Portland, Ore.: 311 
S. W. First Ave. 


Left: No. 202, medium 
wide, 5 gauges taper, per- 
forated lance tooth. Right: 
No. 200, medium wide, $ 
gauges thinner on back 
than on cutting edge, two 
cutting teeth to each raker. 





* Bought Your Bonds this Week 





Householders May Use Oil Stoves 
For Cooking This Summer Says OPA 


Householders may use their 
oil cooking stoves this summer 
regardless of the availability of 
coal or wood-fired stoves, the 
Office of Price Administration 
announced May 24. 

The present restriction deny- 
ing fuel oil rations for domestic 
cooking and heating water if 
adequate “stand by” equipment 


| is available is being lifted be- 


cause of the over-all shortage of 


| all fuels, OPA explained. In 


view of the short supplies of 
alternate fuels in some areas, a 


| greater saving in fuel will result 


= 





if oil, rather than wood or coal, 
is used for summer cooking and 
hot water, it was pointed out. 
The change was also prompted 
by a desire to permit housewives 





to use their oil cooking stoves, 
especially for canning purposes, 
during the hot summer months. 
Many families, particularly rural 
families, shift to oil stoves in 
summer to avoid the heat which 
coal and wood ranges produce in 
kitchens. 

Oil fired hot water heaters are 
also commonly used in_ the 
summer because the coal, or 
wood, furnaces used to heat 
water in winter, not only con- 
sume a disproportionate amount 
of fuel in summer, but also, due 
to lack of adequate controls, heat 
the entire house. 

This action, relaxing the stand- 
by facilities restriction, was 
taken in Amendment 65 to Ra- 
tion Order 11, effective May 29. 








OMIT JUNE BIKE QUOTAS 
CONTINUE CERTIFICATES 


Issuance of rationing cer- 
tificates for bicycles in 16 of the 
17 states embracing the eastern 
gasoline shortage area will not 
be limited by quotas in June, 
the Office of Price Administra- 
tion announced May 26. At the 
same time it set the quotas for 
the rest of the nation. 

Of the states in the shortage 
area, where it is expected bi- 
cycles may be turned to as a 
supplemental means of transpor- 
tation, only West Virginia will 
be assigned a quota. This is 
because only eight counties, a 
relatively small portion of the 
state, are in the area where mo- 
torists’ gasoline rations have 
been cut. If bicycles applica- 
tions in those counties exceed 
the quotas, supplements can be 
granted from state reserves. 

Since June quotas are being 


| assigned for only 32 states, there 


is no basis for comparing the 


| total with the 48-state total for 


May. However, the total for the 
32 states where quotas are as- 
signed is 54,000 for June, the 
same as the total for these states 
in May. 

In the eastern shortage area 
where gasoline rations for auto- 
mobiles have been cut, bicycles 
are rationed to anyone gainfully 
employed in any occupation or 
doing work necessary to the war 
program or public welfare if he 
can show need for a bicycle in 





getting to or in doing his work. 
School pupils who need bicycles 
for transportation to and from 
school also are eligible. In the 
rest of the country, eligibility is 
more limited, including only per- 
sons doing work essential to the 
war effort, and pupils. Here, 
too, an applicant must show need 
for a bicycle for transportation. 





DIRECT. 5, CMP NO. 1 
DOES NOT REFER TO ALL 
CARBON ALLOY STEELS 


The War Production Board 
on May 20 amended Direction 
5, CMP Reg. 1 to make it clear 
that the direction refers only to 
carbon or alloy steel bars in- 
stead of all carbon or alloy steels 
as previously stated. 

The direction prohibits steel 
producers from shipping nor- 
malized or heat-treated carbon 
or alloy steel bars on any com- 
mercial warehouse order. How- 
ever, if steel to fill such orders 
has already been, or was in 
process of being normalized or 
heat-treated on April 19, it may 
be shipped when and as com- 
pleted, if the orders are other- 
wise validated in accordance 
with WPB regulations. 

The direction is intended to 
prevent the stocking-up by ware- 
houses of these particular types 
of steel-bars to-an extent which 
endangers deliveries for more 
important purposes. Shipments 
for aircraft use are not affected 
by the prohibition. 
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Copper Order M-9-c Revisions 
Ease, Tighten Some Restrictions 


Various provisions of Copper | 
Order M-9-c are tightened, others | 
found unworkable are relaxed, 
and still other provisions clari- 
fied, in the order as amended to- 
day by the War Production 
Board. 

The changes are as follows: 

Provisions tightened: use of 
copper in oil wells, water wells, 
pari-mutuel, gambling and gam- 
ing machines, devices and acces- 
sories is prohibited; production 
of slide fasteners and _ similar 
closures with copper is prohibited 
for all purposes (former prohibi- 
tion applied to use on apparel 
only) ; use of coper in hot water 
heaters, tanks and coils for mili- 
tary purposes is further re- 
stricted. 

Provisions relaxed: restrictions 
on the use of brass in the manu- 
facture of bells for shipboard use 
have been lifted where brass is 
necessary for the proper func- 
tioning of the parts; restrictions 
on use of copper in certain in- 
dustrial and other essential 
brushes are eliminated; the re- 
striction on the use of copper in 
flooring has been lifted to per- 
mit the use of crude arsenical 
copper precipitate in flooring for 
hospital operating and anesthesia 


Quality 


rooms and for places where ex- | 


plosive vapors may be present; 
use of brass reduction gears in 
speed reducers for cooling towers 
is permitted; copper screens and 
points for municipal and indus- 
trial water supply systems are 
permitted; use of brass slide 
fasteners and tack buttons on 
Army and Navy flying suits and 
on Navy flying boots, as well as 
on jungle clothing and equip- 
ment, and the use of copper 
springs on snap fasteners for any 
application by the Army, the 
Navy, the Maritime Commission 


or the War Shipping Administra- | 
tion, and the use by the Army | 


and Navy of copper screens and 
points for water wells are also 
permitted. 

Provisions clarified: several 
changes are made to bring the 
order into conformity with other 
recently amended WPB orders. 
These include Order L-126 relat- 
ing to self-contained drinking 
water coolers; Order L-227 relat- 
ing to pencils; and Order L-248 
relating to manufacture of dish- 
washing machines. The amended 
order also makes clear that the 
prohibitions on the use of copper 
do not apply to industrial blow- 
ers. 








MODIFY PROVISIONS ON 
LIGHT POWER TOOLS 


Provisions controlling produc- 
tion and distribution of certain 
light power-driven tools are modi- 
fied slightly by the War Pro- 
duction Board in the May 4 
amended version of Limitation 
Order L-237. 

Among the changes made are 
the following: The amended or- 
der makes it clear that all light 
power-driven tools are covered by 


L-237, including electric, belt, 
pneumatic or hydraulic driven 
tools. 


The purchase or delivery of 
light power-driven tools on rat- 
ings assigned by a PRP certifi- 
cate or applied pursuant to 
CMP Regulation No. 5 or 5A is 
not permitted by the amended 
order. This provision, however, 
does not apply to deliveries of 
items which had a producer’s list 
price on Oct. 15, 1942, of $175, 
or less, an increase from the orig- 
inal limit of $35. It also does not 
apply to deliveries by producers 
on purchase orders received prior 
to May 3, 1943, which have been 
rated pursuant to CMP Regula- 
tion No. 5 or 5A. 


Schedule A attached to the 





order was amended to remove 
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purely woodworking tools which 
are covered to a large extent by 
order L-83. 


PRE-FLIGHT UNITS NEED 
PD638 ON COOKING EQUIP. 


The War Production Board 
today ruled that Army Pre- 
Flight Training Schools seeking 
to purchase commercial cooking 
and food and plate warming 
equipment are not exempt from 
filing for authorization on Form 
PD-638A, under Limitation 
Order L-182. A _ similar ruling 





was made several weeks ago in | 


regard to purchases of commer- 
cial dishwashers, under Limita- 
tion Order L-248. 

Under L-182, the exemption 
applies only to purchases by or 
for the account of the Army, 
Navy, Maritime Commission, 
War Shipping Administration or 
the Defense Plant Corporation. 
Interpretation 1 of the order, 
issued May 8, holds that the ex- 
emption does not cover equip- 
ment which will be owned by the 
training school and not by the 
Army, even though it is intended 
that the equipment for the pres- 
ent will be used solely for the 
benefit of the personnel assigned 
to the school. 








The first essential for judging the quality of friction 
tape is the strength and durability of the basic fabric 
used in its manufacture. 

A substantial fabric forms the basis for 
PANTHER and DRAGON Tapes. This fabric pro- 
vides a finished product that liberally meets the re- 
quirements of current specifications. 

Compare all of today’s features of PANTHER 
and DRAGON Friction and Rubber Tapes with 
Federal Emergency and A.S.T.M. requirements and 
you will find the reasons why so many electrical con- 
tractors are specifying and using these high grade 
tapes. 


FRICTION TAPE 


Guaranteed Footage 

High Grade Compound 

High Tensile Strength 

High Elongation 

High Dielectric Strength 
Uniformity of Thickness and Width 
Excellent Fusion 

High Insulation Resistance 
Excellent Tackiness 

. Colorful, Attractive Boxes 


RUBBER TAPE 


1. Guaranteed Footage 

2. Substantial Fabric 

3. High Tensile Strength 

4. High Dielectric Strength 
5. High Adhesive Strength 
6. Uniform Thickness 

7. Uniform Width 

8. Excellent Tackiness 

9. Strong, Durable Core 

0. Colorful, Attractive Boxes 
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Sold through 
Recognized 
Independent 
Whole- 
salers... 


TIN} TAPER? 
Rubber tapes are Ul ON ‘ 
available in both , N¢ ‘ 
PANT AR OO ———_——— — 


DRAGON Brands. 


PANTHER & DRAGON 


FRICTION AND RUBBER TAPES 
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New and Old Workers find SPINTITE the 
fastest wrench for speedy assembly of small 
parts ~ 


Standard sockets from 
Knurled Round and 


available 


sizes with hex 
3 IE to 5 8 
Square Sockets on special 
order 


SPINTITE works like a screw driver 


466 SHREWSBURY 
WORCESTER, MASSACHUSETTS, 


STREET 





peed Working Tools | 
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Clarify L-288 Restrictions on | 
Making Asphalt, Tarred Roofing 


The War Production Board on 
May 17 issued Limitation Order 
L-228 as amended, to clarify the 
restrictions on the manufacture 


of asphalt and tarred roofing 
products and asphalt shingles. 
There are no changes in sub- 
stance from the original order, 
which has reduced inventories 
and have saved manpower, trans- 
portation and raw materials, par- 
ticularly asphalt. 

Under the amended order, the 
definition of asphalt and tarred 
roofing products specifically ex- 
cludes combination flashing ma- 
terial, pipe covering, felt or cor- 
rugated asphalt panel or sliding 





board, building or sheathing 
paper, prefabricated weather- 
proofed sheathing, prefabricated 
weatherproofed roof board and 
40-inch plasters’ felt. 

Also specifically excluded from 
the restrictions of the order are 
asphalt and tarred roofing prod- 
ucts and shingles designed and 
constructed to be physically in- 
corporated into freight cars, mo- 
tor vehicles, shoes or items other 
than roofing products. 

There are a few minor changes 
in the list of permitted products, 
as shown in Schedule “A” of the 
order. 








Using Allotment Nos. 


for Up-Rating 


For Non-Controlled Material Ends June 30 


Use of allotment numbers as 
an up-rating device for obtaining 
non-controlled materials will end 
on June 30, 1943, the Controlled 
Materials Plan Division, of the 
War Production Board an- 
nounced on May 30. This ac- 
tion was taken in CMP Regula- 
tion No. 3, as amended. 

Orders placed during the 
second quarter, accompanied by 
preference rating and allotment 
number, will continue to be 
“up-rated” orders. However, the 
application of an _ allotment 
number to be rated order after 
June 30, 1943, will not have any 
the rating. For ex- 


ample, an order placed in June 
with a rating of AA-2X to which 
an allotment number is applied 
in July, and an order placed in 
July with a rating of AA-2X and 
bearing an allotment number, 
will both be deemed equal in 
rating to orders rated AA-2X to 
which no allotment number or 
symbol is applied. 

This means that the top pref- 
erence ratings for orders placed 
after June 30, 1943, will be: 
AAA, AA-1, AA-2 AA-2X, AA-3, 
AA-4, AA-5, etc., regardless of 
whether or not they are accom- 
panied by allotment numbers. 








FURTHER LIMIT TYPES 
OF STEE LPIPE FITTINGS 


The number of types of steel 
pipe fittings was reduced from 
38,784 to 3,615 by Limitation 
Order L-278 issued May 8 by 
the War Production Board, to 
be administered by the Ship- 
building Division. Iron and 
brass pipe fittings were previously 
simplified by L-288, so that the 
new order rounds out the over- 
all program simplifying pipe 
fittings production. 

Pipe fittings to be produced 
under the order are used in al- 
most every segment of basic in- 
dustry. The order does not cover 
the following types: (1) those 
for use on airplanes and ships, 
other than pleasure craft, (2) 
conductors of corrosive liquids 





or gasses, (3) those specific de- 


signed for combat use, (4) those 
used to replace special type 
fittings, and (5) those enumer- 
ated in a list of special types. 

The types permitted comprise 
about 98 per cent of all pro- 
duced. In effect, therefore, the 
order eliminates many special 
jobs which interrupt the “straight 
line” production methods basic 
to the industry. Resultant in- 
creased production is expected 
to reduce backlog by about 10 
per cent. 

Changes in specifications of 
materials and of pressure classes 
correspond closely with those of 
Order L-252 covering valves and 
valve parts. The chief reductions 
are in the number of sizes per- 
mitted for “reducing fittings,” 
used to join pipes of different 
diameters. 
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Sales Restrictions On Anti-Freeze 


Apply to Present, Future Stocks 


The War Production Board 
stated on May 6 that the restric- 
tion in Order L-51 which limits 
the use of permanent type anti- 
freeze to tractors, trucks, buses 


and other commercial type auto- | 


mobiles and to stationary en- 
gines applies to stocks of per- 
manent type anti-freeze now in 
the hands of retail and other 
sellers as well as to such quan- 
tities of permanent type anti- 
freeze which such sellers may re- 
ceive in the future. Stocks of 
permanent type anti-freeze car- 





ried over from last season are in- 
cluded in the restriction. 

Order L-51 as amended was 
issued April 19, 1943, and pro- 
hibited the purchase or sale of 
anti-freeze containing ethylene 
glycol for use in passenger auto- 
mobiles including station wagons 
and taxicabs. 

The amended order is effective 
from April 1, 1943, to March 
31, 1944. Anti-freeze other than 
the permanent type _ includes 
ethyl, methyl and isopropyl alco- 


hol. 








SPECIFIC CEILINGS ON 
RECTANGULAR GRATES 
FOR HEAT PLANT 
CONVERSION 


Specific dollars-and-cents ceil- 
ings for recently developed rec- 
tangular conversion grates to be 
used in converting rectangular 
heating plants from oil to coal 
were announced by the Office of 
Price Administration. 

Rectangular conversion grates 
are different in construction from 
the round combination conver- 
sion grates previously priced in 
Maximum Price Regulation 236 
(Heating Boiler Conversion 
Parts) and cost more to produce 
and to install. The ceilings estab- 
lished for the new special rec- 
tangular units vary from $54.95 
to $107.95 depending upon the 
grate area and are listed for each 
producer in a table of prices by 
Amendment No. 2 to Regulation 


236, effective April 23, 1943. 


The rectangular combination 
sets are not cast as complete 
grate bars but are produced and 
shipped in small individual pieces 
and must be assembled in the 
rectangular heating plant by the 
installer where they are fitted 
and locked upon the grate bars 
and separated by spacers. By 
varying the numbers of keys and 
spacers, the grates may be in- 
stalled so as to burn efficiently 
any size of anthracite coal. 


The ceilings were announced 
after a study of production costs 
and operating factors of the dif- 
ferent types of units. The amend- 
ment also includes a formula 
method for pricing grate areas 
other than those listed specifi- 
cally. The amendment also pro- 
vides for the pricing of brick and 
masonry work used in the instal- 
lation of conversion parts when 
such work does not constitute a 
major factor in the total cost of 
the installation. 

The actual cost to the installer 
of the brick or the masonry ma- 
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terials plus the hourly labor 
charges for installation of brick, 
computed in the same manner as 
labor charges for the installation 
of conversion parts, may be add- 
ed only when the amount of brick 
and masonry materials utilized is 
a comparatively insignificant part 
of all the work. When major re- 
pairs, such as the complete re- 
lining of a firewall are made, 
these costs would not be con- 
sidered by OPA as incidental to 
the installation of the conversion 
parts and prices’ in accordance 
with Maximum Price Regulation 
251 must be set for the brick and 
masonry work. 


“ESSENTIAL” MAKERS OF 
HARNESS, SADDLERY CAN 
APPLY FOR ADVANCES 


An “essential” producer of har- 
ness and saddlery may apply for 
adjustment of his maximum price 
whenever it appears that, because 
of wage increases authorized by 
law, such a manufacturer cannot 
maintain production at his exist- 
ing ceiling, the Office of Price 
Administration has ruled. 

Any increase in price which 
may be allowed by the adjust- 
ment will be strictly limited to 
an amount necessary to maintain 
the saddler’s production, OPA 
stated, but not exceeding the ad- 
ditional cost of production due to 
the wage increase. To be eligible 
for adjustment, the producer 
must show that his products are 
“essential” as a direct aid in the 
war program. 

This action arises from the fact 
that a number of harness and 
saddlery manufacturers have 
made application to the War 
Labor Board for wage increases. 
Preliminary investigation indi- 
cates that certain of these manu- 
facturers are unable to absorb 
wage increases and that, unless a 
price increase is granted, they 
will be unable to maintain their 
production. 








ESPONSIBILITY FOR THE FUTURE 


Kawneer shares part of your task—by 
investigating post-war selling.... 


You'd give a lot right now to know just what the post-war 
world will be like—and how inevitable changes will affect 
your business. Certainly, competition will be keener. Cer- 
tainly, there will be a flood of new and better products; 
a new era of merchandising; a public keyed to new things. 


Kawneer has undertaken the task of sharing with you part 
of the responsibility for your future and that of your enter- 
prise; by finding out how Kawneer Store Fronts can serve 
the progressive merchants of America better than ever 
before. THE KAWNEER COMPANY, NILES, MICHIGAN 


Kawmees STORE FRONTS OF TOMORROW 
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Permit Increased Production 
Of Ice Boxes Under L-7-c 


A revised schedule for produc- 
tion of ice boxes, assigning an 
additional 25,975 units to manu- 
facturers’ quotas for the present 
quarter, was issued May 28 by 
the War Production Board. As 
amended, Supplementary Limita- 
tion Order L-7-c (Domestic Ice 
Refrigerators) authorizes a total 
of 239,575 ice-boxes to be pro- 
duced in the current calendar 
quarter for civilian use. This 
is in addition to units that may 
be produced for National Hous- 
ing Administration projects. 

Quotas have been assigned to 
six new companies, and _ the 
quota of one manufacturer, previ- 
ously assigned 5,000 units in the 
schedule, has been raised to 10,- 
000. No other changes appear 
in the revised list. 

Increased allowed production 
as provided by L-7-c does not 
guarantee an identical increase 
in actual production, the Con- 
sumers Durable Goods Division, 
which administers the order, 
pointed out. 

“The entrance of six new 
manufacturers into the produc- 
tion picture heightens the pros- 
pects, but only as far as produc- 
tion capacities are concerned,” 
the division said. “The supply 
of raw and finished materials is 
the final limiting factor. Al- 
though 10 ice boxes are now 
being produced from the same 
amount of steel that was used 
in just one unit in pre-war years, 
supply of steel for civilian use 
is scarce and uncertain. In ad- 
dition, there has been a grow- 
ing shortage in civilian supply 
of hardboard. Hardboard (Ma- 
sonite) has been as important as 
steel in war production of ice 
boxes, and manufacturing has 
been handicapped by the tight- 
ening of this supply. 

“Fortunately, the industry has 
devised, tested, and is adapting 
substitutes for Masonite. De- 
spite handicaps of limited pro- 
duction capacities and scarcity 
of materials, the production rate 
is expected to reach about 75,000 
units a month.” Listed are the 
names of manufacturers author- 
ized to produce ice boxes, to- 
gether with the quantity author- 
ized. 


Number of 
domestic ice 


Name: refrigerators 
Alaska Refrigerator Com- 

pany, Brooklyn, New 

, eee 4,000 
American Fixture & 


Manufacturing Co., St. 


Louis, Missouri 10,000 
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American Sanitary Par- 
tition Conmpany, Long 
Island, New York .... 

Atkins Table & Cabinet 
Company, Brooklyn, 
WOW BOSE cesorscces 

Broquinda, Inc. of 
Florida, St. Peteis- 
burg, Florida 

Brunswick Refrigerator 
Company, Brooklyn, 
Pee BOO cescas. 

Chattanooga Stamping & 
Enameling Co., Chat- 
tanooga, Tennessee .. 8,400 

Coleman Furniture Com- 
pany, Pulaski, Virginia 10,000 

Colson Metal Products 
Company, Kansas City, 
Missouri 

Coolerator Company, Du- 
luth, Minnesota 

George H. Dean, Inc., 
Norwood, Rhode Island 

Dratch’s Victory Refrig- 
erator Box, Brooklyn, 
Mow Zeek .<i.sseces 2,500 

Fy-Boro Metal Products 
Company, Inc., Brook- 
lyn, New York 

Getz Bros. & Company, 
San Francisco, Cali- 
DOE. 6.4 6 ches cansace 

Ice Cooling Appliance 
Corporation, Morrison, 
ROMMOND cicecrs cs * 

Iceland Refrigerator 
Company, Inc., Brook- 
lyn, New York ia 


5,000 
3,000 
5,000 


4,000 


5,000 


33,000 
3,000 


6,000 


5,000 


20,000 


3,600 





King Refrigerator Corpo- 
ration, Brooklyn, New 
BOE wecexne 

Jack Langston Company, 
Dallas, yor 500 

Maine Manufacturing 
Company, Nashua, New 
Hampshire ........ . 13,500 

Minton Lumber Com- 
pany, Mountain View, 
CR, lk Kh oe eee ce 

Modern Refrigerator 
Company, Brooklyn, 
New York 

Modern 


5,000 


5,000 


Coeeser 5,000 

Refrigerator 
Works, Glendale, Cali- 
COG. . 0o<0s cedneeces 4,500 

C. Nelson Manufacturing 
Company, St. Louis, 
Missouri ; 

Progressive Refrigerator 
Company, Louisville, 
Kentucky ‘ , 

L. D. Reeder Company, 
Los Angeles, California 

Sanitary Refrigerator 
Company, Fond du 
Lac, Wisconsin 

Seeger Refrigerator Com- 
pany, St. Paul, Minne- 
BOTH .. wcccee 

Seneca Furniture Com- 
pany, Seneca, South 
Carolina ...... 

Stoddard Manufacturing 
Company, Mason City, 
Iowa . 


4,000 


10,000 


5,000 


15,000 


20,000 


= 
on 


inte, tee oeaes 2,000 
Success Manufacturing 
Company, Gloucester, 
Massachusetts ° 
Victory Manufacturing 
Corporation, Balti- 
more, Maryland .... 3,500 
Ward Refrigerator & 
Manufacturing Com- 
pany, Los Angeles, 
Californian ....ccscsecee 18,000 


6,000 








War Food Administration Acts To 
Requisition Idle Farm Machinery 


In order to obtain the fullest 
possible use of existing farm 
machinery in the food produc- 
tion program, the War Food Ad- 
ministration on May 28 an- 
nounced that measures are being 
provided to requisition idle farm 
machinery where necessary and 
to make it available for purchase 
by farmers who need it and can 
put it to full use. 

WFA officials, in explaining 
the need for the requisitioning 
of farm machinery, pointed out 
that all possible measures are 
being taken to assist farmers in 
their task of producing food. 
This includes both the produc- 
tion of new machinery and ob- 
taining the widest possible use 
of existing machinery. The War 
Food Administration is urging 
farmers to share their machinery 
and equipment as much as pos- 
sible and farmers generally are 
doing so. This is necessary in 
order to meet our food produc- 
tion goals. The requisitioning 


procedure is being provided to 
take care of special cases where 
for various reasons machinery is 





not being put into the produc- 
tion program. 

Following are the 
elements of the plan: 

(1) All idle agricultural: ma- 
chinery, mechanical equipment 
and implements (including all 
attachments) used for the pro- 
duction or care of crops, live- 
stock or livestock products or 
other agricultural products, may 
be requisitioned, as well as 
equipment used for transporting 
these products or other mate- 
rials used in agricultural pro- 
duction, from farm to market. 

(2) “Idle farm machinery” is 
defined in the plan as being that 
which is not now in use and 
will not be used for agricultural 
production in 1943 unless re- 
quisitioned. 

(3) County USDA War Boards 
will determine whether’ ma- 
chinery is idle, and will, on their 
own initiative, request their 
State USDA War Board chair- 
men to requisition specified 
pieces or groups of machinery 
and equipment. 

(4) In requesting State War 


essential 








Boards to recommend the requi- 
sitioning of idle machinery 
County War Boards will certify: 
(a) Whether the owner of the 
machinery is known to the 
County War Board; (b) that he 
is not a member of the armed 
forces; (c) that he has been 
notified that the machinery is 
needed and has refused to nego- 
tiate with a responsible pur- 
chaser for the transfer of it. 
(Where the owner is not known 
to the War Board, the Board 
shall report the amount and 
kinds of machinery involved, 
circumstances under which it is 
being held, and its precise loca- 
tion.) 

(5) County War Boards must 
also certify to their State Board 
that the machinery is needed to 
meet food production goals 
within the locality and that re- 
sponsible purchasers can be 
found for the machinery when 
it is requisitioned. Upon the 
approval of the State War Board, 
the State War Board chairman 
will exercise —_ requisitioning 
authority delegated to him by 
the War Food Administrator. 

(6) The disposal price on each 
piece of machinery will be the 
ceiling price for that type, less 
necessary costs to put the ma- 
chinery in working order, or, if 
no ceiling has been established, 
a fair appraisal value compar- 
able to ceiling prices on other 
items will be set. 

(7) The County War Board 
will post public notice that the 
machinery will be requisitioned 
and sold at a specified time and 
place. 


MPR 381 AFFECTS ONLY 
U. S. MADE SCREENS, ETC. 


Screen doors, combination 
screen and storm doors, exten- 
sion window screens and other 
stock screen goods manufactured 
outside the continental limits of 
the United States have been ex- 
cluded from price control, the 
Office of Price Administration 
announced on May 27. 

They are excluded in Amend- 
ment No. 1 to Maximum Price 
Regulation No. 381 (Stock 
Screen Goods), which became 
effective June 2, 1943. 


“Price studies upon which 
Maximum Price Regulation No. 
381 was based were restricted to 
the continental limits of the 
United States, but by the broad 
terms uséd in the regulation, 
territories and possessions also 
were included,” OPA _ said. 
“Since the Office of Price Ad- 
ministration has no data on these 
areas, there is no basis for their 
inclusion in the regulation, and 
by today’s Amendment they are 
formally excluded.” 
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Wire - Screen Wire Cloth - Po 
2S 
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“Wire and more wire” is the call ase 
m our fighting forces. Our duty lies 1 
1. As a result, even 


uan- 


fro 
answering that ca 
though producing infinitely greater 4 
tities of wire and related products, very 
little of this production finds its way to 


the dealers’ shelves. 
ndition, we as manu- 


s 
facturers face a problem of future market 
s surely as the hardware merchant 
chandise shortages- 


Because of this co 


just a 
today faces serious mer 
We believe that today, more than 1a 
our reputation for fair business prac : . 
and a dependable product, rigidly guar * 
for the past 65 years, will come to — 
We feel that the hardware trade = “ 
member the reliable Cortland Brands 


roducts against the time when it 


army lege to serve them 


will again be our privi 


more fully. 7 
WICKWIRE BROTHERS, 
~ CORTLAND, NEW YORK 





—— 


INC. 





ultry Netting - Nails 











YANKEE’ TOOLS 


GET THINGS DONE! 





























Speed is their middle name. Like 
an arrow in flight, they go true to 
the mark in straight-line produc- 
tion. Spiral Screw Drivers. Auto- 
matic Drills. Ratchet Bit Braces. 
Tap Wrenches. Quick-detachable 
Vises with swivel bases. These and 
other “Yankee” Fine Mechanics’ 
Tools get things done... with 


speed and precision. 





Speed is inherent in the very design 
of “Yankee”’ Tools, which for 
almost a half century have con- 
tributed to the efficiency and repu- 
tation of American production . . . 
a priceless asset in a war where 
time is the greatest shortage of all. 
Be sure to provide priority ratings 
whenever possible. Write Dept. 
HA-6 for literature. 


( 











“YANKEE” SPIRALS 


SIMPLE COMPACT STRONG 
A SIZE FOR EVERY PURPOSE 























‘YANKEE’ TOOLS 


make good mechanics befter 


North Bros. Mfg. Co., Phila., Pa., U.S. A. 
Established 1880 


ey 
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GOVERN MENT WAR-TIME RESTRICTIONS 





manufacturers have been given the 
“green light” on steel goods, the fact 
is that it will take many months for 
them to catch up with the orders now 
on their books. At present, handles are 
more difficult to secure than the steel 
for the heads. Manufacturers prefer to 
use what handles they are securing in 
making complete steel goods, and there- 
fore usually have none to ship as re- 
pair handles. Some jobbers report that 
their orders for repair handles, placed 
prior to the first of the year, have not 
yet been shipped. 
> * > 

Shovels—Factories are making 
shipments almost exclusively on orders 
entered with high priorities. Hope is 
held out at Washington that the ratings 
recently granted to wholesalers, for 
their stocks, on shovels, scoops and 
spades, may soon be stepped-up. 

a 7 7. 

Wheelbarrows— Manufacturers 
who were forced to turn from steel to 
wood-tray wheelbarrow construction are 
now finding it very difficult to secure 
proper lumber for their wood trays. In 
most cases they are declining to take 
on any new business. 

7 o . 

Farm style chains — Farm 
chains which manufacturers are per- 
mitted to make, and for which they ac- 
cepted orders on a quota basis, are grad- 
ually coming through the plants. How- 
ever, jobbers are told it will be several 
months before such back-orders are 
completed. Meanwhile, no new orders 
are being accepted, except with high 
ratings. The manufacturers’ greatest 
difficulty now lies in the heavy welded 
chain sizes, % inch and larger, on 
which government orders are taking 
about full production. 

€ * 7: 

Rope halters and ties—These 
manufacturers, being unable to secure 
the regular rope (usually sisal) that 
has been used in the past, are now 
turning to substitutes—cocoanut fibre 


tutes, however, will materially increase 
the cost and selling prices of the made- 
up rope halters or ties. 

. ” . 

Garden hose—Orders taken by 
the mills, for the limited garden hose 
permissible, several months ago, are 
still only partially completed, and job- 
bers are told there is 3 to 4 months 
backlog to work out. Only a limited 
amount of reclaimed rubber is available 
to the makers for hose-making. The 
recent strikes in the rubber fabricating 
centers have not helped the situation on 


, 


hose, or on any mechanical rubber 


ecm — . 
Weather stripping -— The 

June 10, 1943 restrictions in the use of lumber are 

giving strip makers much concern, lest 

Hand farm tools — While or jute cordage. Either of these substi- it hamper production of wood and felt 


weather strip for the coming Fall. For 
still another reason—the difficulty in 
securing burlap or hair felt—output of 
all weather stripping probably will be 
severely reduced. Gasket type strip 
now is to be manufactured only for 
refrigerator insulation. 

* * * 

Hat and coat hooks — The 
making of'steel hat and coat hooks is 
prohibited by Limitation Order L-236. 
Manufacturers, however, are endeavor- 
ing to arrange with the War Production 
Board to permit production of just one 
standard type hook—black finish, either 
in wire or cast iron. This authority 





























products. has not yet been granted. 
Wholesale Hardware Sales 
By Geographic Regions, for April, 1943 
(COMPILED BY THE U. 8S. DEPARTMENT OF COMMERCE) 
TOTAL HARDWARE 
| ‘ SALES REPORTED SALES-YEAR-TO-DATE 
| Percent Change 
REGION } |  Aprit 1943 Thousands of Dollars | 
from | Percent | Four Four 
= | Change | Months | Months 
Number from 1943 1942 
of - M April | March | 4 mos. (Add (Add 
Firms 1942 1943 1942 1943 1942 000) 000) 
N yom 25 —14 -—4 $1,083 | $1,268, $1,144) —12 $4,444 $5,032 
Middle tlantic. . . 109 —6 b 8,025; 8539, 7,998; —4 35,766 | 37,072 
East North Central 49 —16 -—3 5,691 6,752 5,885; —18 22,944 27,968 
West North Central 35 —# -—2 4,773 5,681 4,892; -—20 19,909 
South Atiantic 46 —2 —9 4,173 3,377; —19 14,514 17,928 
East South Central 21 -23 +6 2,464 3,193 2,322; —23 9,920 12,959 
West South Central 27 -98 +8 4,276 4,717 3,963 | —12 19,050 21,679 
Mountain... | 6 | -2| +6 676; 688, 637| — 8 2,275| 2,482 
Pacific. .... 28 +3 +2 8,251 7,984 68,061; +6 42,444 40,137 
U.S. TOTAL a i “ehhCti«i|-*tTT b 38,436 43,128; 38,399; —10 171,966 | 191,071 

















Bureau of the Census 


Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 
b 


Lees than 0.5 per cent. 





States comprising regions: 


New England—(Conn,, Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., Pa. 


) 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
Seuth Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 


South Central—(Ala., Ky., Miss., Tenn. ) 


West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacifie—(Calif., Ore., Wash.) 
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“GIVE "EM SOMETHING USEFUL!” 





sctories at: Port Chester. N. Y 


Philadelphia, Chicago, Chatt 
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How RB& W—one of the world’s 
largest manufacturers of bolts, 


nuts, rivets and allied fasteners 


—is increasing the value of your 


RB&W franchise—after the war. 


* 


Free posters for your customers’ bul- 
letin boards... driving home the life- 
and-death importance of workers’ care 
in wartime manufacture... are build- 
ing remembrance and good will for 
the R B & W EMPIRE brand. 


Posters like this one shown here... 
based on ads appearing in FORTUNE, 
NEWSWEEK, BUSINESS WEEK, 
UNITED STATES NEWS, STEEL, 
IRON AGE...are yours for the 
asking. 


You, too, are invited to give your 
customers —“something useful”, 
something to remember you by, war- 
time or peacetime. Write today. 








0 AN ANNO 


Uses for rope—Under WPB 
regulations, the permitted uses for 
manila and sisal cordage have been 
radically restricted, giving rise fre- 
quently to questions on the part of 
sellers and users as to what types of 
rope may properly be used now for vari- 
ous civilian purposes. These questions 
are answered in a “Cordage End-Use 
List” issued May | by the WPB. The 
list of uses covered is quite complete. 
The pamphlet is available to any one 
interested, upon application to the War 
Production Board, Public Service Sec- 
tion, Washington, D. C. 

. . > 

Sponge sales decline—Fewer 
sponges were sold in 1942, through the 
Tarpon Springs, Fla., exchange, center 
of the U. S. sponge business, than in 
any other year in the history of the ex- 
change, according to Interior Secretary 
Ickes, co-ordinator of fisheries. Only 
184,280 lbs. were sold through this lead- 
ing exchange last year, in contrast to 
500,000 to 600,000 in good years. 

« > * 

Alter lamp ratings—To main- 
tain control over distribution of incan- 
descent, fluorescent and glow discharge 
lamps, and to assure equitable distri- 
bution of electric light bulbs for home 
use, WPB has amended order L-28. 
Effective immediately, only ratings of 


Wholesale Hardware Inventories 
By Geographic Regions, for April, 1943 


(COMPILED BY THE U. 8S. DEPARTMENT OF COMMERCE) 
TOTAL HARDWARE 





| 


| END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS 





Percent Change | 

REGION April 1943 | 

" ee 4S 

ft | Aprit | March | 

| Firms | 1942 | 1943 | 

ae eile 

dng we 15 —17 —1 | 
Middle Atiantic 69 —22 b 
East North Central 32 —39 | -5 
West North Central. 2 | -3 | -7 
South Atlantic | -w | -5 
East South Central 0 | -—24 +2 
West South Central 18 —26 b 
Mountain 5 —-2% | -1 
Pacific / on -1 | +1 
U.S. TOTAL a | 219 —~ | -2 

' 











Thousands of Dollars 
Aprit | April’ | March | Aprit | Aprit | March 
ess | Toez | 1043" | 1003 | 1602 | 1943 
s1420| $1,707| $1430/ 179 | 182 171 
6.265; 8c3i| 6261, 116 | 140 | 114 
6535| 10,722; 6882) 165 | 213 | 167 
5, 8908; 6319; 154 | 195 | 163 
2869; 4,617| 3,019; 123 | 148 117 
1912; 2518| 1,882) 146 | 132 150 
5580; 7,489, 5,580, 198 | 241 

se7| 784, 801) 208 «| «(286 «| | (221 
7,089| 8,388| 7,008) 185 227 «| «185 
30,437 | 53,365 | 30.200 155 187 187 











Bureau of the Census 


Current Statistical Service 


a Includes data for 3 firms not allocated to geographic regions. 


b Less than 0.5 per cent. 





héni 


Stock-sales ratios are per tag 





for an identical group of firms. 


d by dividing the cost value of stocks by sales 





AA-4 or higher can be applied or ex- 
tended for purchase of incandescent, 
photoflash, photoflood, fluorescent, and 
glow discharge lamps. Previously, an 
AA-5 rating was acceptable. 


























MILLIONS of 
Victory Gardeners 

NEED THESE 2 
essential weapons 


£i @SY continvous 
Sprayer 

Less work. Compresses air 
to continue spray between 
as well as during plunger 
strokes. Fits on any quart 
mason jar. Non-corrosive 
plastic head, syphon-tube, 
nozzle. Sold without jar. 















MADE OF DURABLE 


Retail at 


$1.50 each NON-CRITICAL MATERIALS 
Money-back 
Guarantee Lightweight @ EASY TO USE 


DESIGNED FOR EFFICIENCY 


TESTED AND APPROVED , 
A BACK-SAVER 
fasy Duster 
With the long tube, 
dust cloud can be di- 
rected between & under 
leaves without stooping. 
Easiest & best way to protect 
low plants—kills insects—repels rabbits 







IF YOUR JOBBER CANNOT 
SUPPLY YOU—WRITE US AT ONCE. 


The American Specialty Co. 


MANUFACTURERS OF FARM 
EQUIPMENT FOR 20 YEARS 
AMHERST @ OHIO 





















Rodent traps — Jobbers are 
struggling to obtain and supply reason- 
able quantities of rat and mouse traps. 
Although patterns have been reduced 
to one of each type, manufacturers are 
far behind, and jobbers report delays 
of one to two months are common, with 
only partial shipments at a time. 

af 7 * 

Home insulation urged— 
Meeting next Winter’s fuel shortage will 
be largely a matter of conserving heat 
through proper conditioning of homes, 
WPB Director Nelson states, adding: 
“Before we begin burning fuel next 
Fall, we should be very sure that the 
heat container—the house _itself—is 
prepared to use the fuel most effi- 
ciently.” Pointing out that most homes 
can be insulated without the use of 
highly critical materials, he urged home 
owners to take immediate steps to con- 
dition their buildings. 

a oe . 

Radio batteries — Production 
has been boosted to a rate of 425,000 a 
month, the Consumers Durable Goods 
Division of the War Production Board 
has announced. This exceeds the pre- 
war volume, the Division said in re- 
porting on WPB’s program to bring re- 
lief to farmers in non-electrified areas 
of the nation who have felt the battery 
shortage most severely. These rural 
dwellers depend upon battery radios for 
daily war and food program news, as 
well as for entertainment. Initiated in 
mid-March, the battery program, at the 
present rate of production, and if con- 
tinued over a 12-month period would 
easily cover normal requirements for 
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‘the 3,200,000 radios that are estimated* 


to be on farms. The present monthly 
rate—more than double the mid-March 
output—is 50,000 more than the 1941 
average monthly output of 375,000 radio 
batteries for the 2,700,000 sets estimated 
on farms that year. It is-impossible to 
state now whether the present rate of 
production can be continued indefi- 
nitely. 
* * & 

April construction—Contracts 
awarded in the 37 eastern states during 
the month of April amounted to $303,- 
371,000, according to F. W. Dodge 
Corp., New York City. This figure 
represented declines of 11 per cent from 
the preceding month and of 39 per cent 
from April of last year. April’s con- 
struction total represented mixed trends. 
Heavy engineering contracts, amounting 
to $127,723,000, were 4 per cent ahead 
of March and 25 per cent greater than 
the contract total for April, 1942. 
Residential building contracts, amount- 
ing to $79,434,000, increased 11 per 
cent over the preceding month, but de- 
clined 51 per cent from April of last 
year. Heaviest decline was registered 
in non-residential building contracts, 
due to a drop in the manufacturing 
plant contract total from $145,064,000 
in April 1942 to $40,652,000 last month. 

we * « 

Rail-air express—The use of 
combined rail and air express by 
American business and industry, par- 
ticularly by shippers not loeated di- 
rectly on airline routes, continues to 
show monthly increases, according to 
the March figures for this traffic re- 
leased recently by the air express divi- 
sion of Railway Express Agency. An 
estimated total of 132,031 air express 
shipments were handled over the na- 
tion’s commercial airlines in March. 
Of these, 34,042 shipments, or 34.7 per 
cent, were moved in rail-air service, 
the report indicated. The number of 
rail-air shipments for March increased 
49.6 per cent over March, 1942, while 
the number of all-air shipments for the 
same period increased only 2.3 per cent. 

* * a 

American hemp for cordage 

—Hemp has been listed as a vital crop 

the best quick substitute for hard 
fibers--by the Department of Agricul- 
ture, and domestic cultivation is being 
pushed because imports of normal 
rope-making fibers have been cut about 
90 per cent. Construction at Polo, Iil., 
of a large government-owned double 
unit hemp mill equipped to process 
crops from more than 4,000 acres of 
hemp planted nearby will be completed 
early in June. This plant is one of 42 
to be built this Summer in the north 


central states, under a war program of 
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the Department of Agriculture. The 
Defense Plant Corporation will finance 
the buildings, and the Commodity 
Credit Corporation will buy the hemp. 
Commodity Credit provides hemp seed 
to co-operating growers, at the rate of 
114 bushels an acre, at $11 a bushel, 
and supplies harvesters and pickers 
with operators for each machine at $5 
an acre harvested. The corporation 
agrees to purchase all hemp straw at 
$50 per ton for Class 1, $40 for Class 
2, $35 for Class 3 and $30 for Class 4 





straw. At the Government mills, the 
hemp will be separated from the stalks 
and baled. Actual spinning of the 
fibers into cord, twine and rope is to 


be done in privately-owned factories. 
Most will go into rope and cordage for 
the Army, Navy and Merchant Marine. 
The Navy will use what sisal there is, 
but it will also use some rope made 
from the domestic hemp. Among other 
items to be made are shoe and harness 
thread, various twines and parachute 
webbing. 





SELL 





PLANETIZED 


So 


There are a number of reasons why 
you should feature Planet Jr. Steels, 
this year particularly: 


FIRST— Planet Jr. Steels are available. 
You can get them NOW to sell NOW. 
SECOND— Planet Jr. Steels are profit- 
able to handle. You make a good profit 
on every sale. 

THIRD— vhene & Steels mean repeat 
business year after year. The “know- 
how” that we put into these Steels 
means that they do more work, do it 
better and faster. Once a customer tries 
them, he’s never satisfied with any other. 
FOURTH — Planet Jr. Steels are *Planet- 
ized... specially hardened, tempered 


oy 


rh 


and finished. They're the toughest, 
longest-wearing Steels money can buy. 
They never bend or break off with half 
or more of their useful life still to go... 


FIFTH — Planet Jr. Steels will put your 
customers in the ‘Planet Jr. Habit’’. 
Thus, when Planet Jr. Tractors, Seeders, 
Cultivators and other tools are avail- 
able in unlimited quantities again, your 
customers will be familiar with the 
name and more than “half sold”’ before 
you even begin to tell them about 
these better farm tools. 


FARM IMPLEMENTS 


Planet Jr. has prepared a new and different kind of 
Garden Book for you to give to customers this year. 
Called ‘‘Grow What You Eat’’, this book answers the 
million-and-one-odd questions that confound garden 
beginners. Write for a copy, look it over. Then let 
us know how many you'll need for your customers. 





S. L. ALLEN & COMPANY, Inc. 
3425 North 5th Street, Philadelphia, Pa. 





GARDEN TRACTORS 
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Electrical stocks shrink—In- 
ventories of electrical wholesalers were 
4A per cent less during the first quarter 
of this year than in the comparable 
quarter of 1941, but sales fell off only 
about 9 per cent in the same period, 
according to WPB records. Industry 
members agreed that the 1943 figures 
were an accurate picture of the present ——- ——_—_—— —_——— 
electrical supply situation, showing de- 
pleted stocks in the face of a con- 


tinuing demand. The industry be- REGION Pace Charge 
lieves that distribution should be con- from 

trolled by allocation, in their situation, Number | 

or others, when serious shortages of Fine | ‘ | mes 

essential civilian or farm products —— =e | 
develop. Now E | 2 | -a | +9 

, * 2 8 Middle Atiantic | o | -w | +4 | 

ccmneces| ¢ | 8 | th 

i est , - } } 

Asphalt roofing shipments poten | 4 | a | $8) 

March figures released by the Depart- East South Central....| 19 —“4 | -—S8 | 

’ West South Central..... 25 —2 | b | 

ment of Commerce show the month’s Mountain _ ae | +e | 

shipments of asphalt-prepared roofing Pacific | 2% 7) ve 

were 3,411,427 squares, a decrease of U.S.TOTALa....| 323 | —26 : 4 | 





Wholesale Hardware Collections 
on Accounts Receivable 
By Geographic Regions, for April, 1943 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 








Thousands of Dollars 
1 | Aprit | March | Aprit | April’ | March 
a | 1942 | 1943 | 1943 | 1942 | 1943 
jy ee |} 
$1,082 | $1,377 996 87 | 76 | 91 
8.452 | 10.285; 8,163, 85 70 84 
5.875, 8.799; 538 9 | 71 95 
4.765| 8.240, 4500) 93 | 66 93 
3967, 5446| 3,001, 79 | 72 | 98 
1a42| 3.305; 1949; 85 | 73 | 90 
3,7m| 5020) 3763) 99 | 81 | 9% 
198| 277; 186; 88 | @8 | 84 
o.313| 10008) 00/ | om | 8 
30.204 | 53,008| 37.018 98 | 72 | 88 

| 








(contra- 
seasonal) and a decrease of 8.4 per cent 
from March, 1942. A breakdown for 

March shows that 41.9 per cent were ee 


3.0 per cent from February 
Bureau of the Census 


0.5 per cent. 


Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 
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asphalt smooth rolls; 35.8 per cent, Collection per 


asphalt mineral-surfaced rolls; 18.3 per group of firms. 


t are d by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 





cent asphalt strip shingles, and 4.0 per 
cent asphalt individual shingles. 





we eo index prices of leading materials and 
Commodity prices — Average commodities remain close to peak 







The PRODUCTION ARMY 
NEEDS HARD-HITTING 
SMALL ARMS, TOO! 





y 





When a plant is shooting for 
big production gains, make 
sure the “small arms” you sell 
= the cutting tools — are accu- 
rate, efficient, dependable! 


MOORS fag TWIST DRILL AND 
« wyengancs Sereen oat acs, 
NEW YORK STORE: 130 LAFAYETTE ST. --.~-- CHICAGO STORE: 570 WEST RANDOLPH ST. 
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levels, but a slight easing is revealed in 
recent reports. As of May 27, the 
Associated Press wholesale price index 
of 35 commodities declined to 106.15 
per cent of the 1926 “par”—compared 
with a 1943 “top” of 106.82 per cent, a 
1942 “low” of 95.54 per cent, and a 
pre-war (1939-1940) range of 63.78 to 
78.25 per cent. Repeating a familiar 
refrain, practically all the 1942 and 
1943 rise has been due to farm products 
and foodstuffs. 


* * * 


Furniture news—The full im- 
pact of the war is now being experi- 
enced for the first time by furniture 
still producing civilian goods. 
The industry’s labor continues to shift 
to essential occupations, while hard- 


firms 


woods—the principal raw material used 

are now as critical as steel, if not 
more so. While new business “ac- 
by the manufacturers in April 


was 5 per cent ahead of March, 


cepted” 
can- 
cellations resulting from inability to 
fill orders brought net April business 
The un- 
filled “backlog” of orders in April was 
reported 119 per cent greater than a 
Further simplification of 


substantially below March. 


year ago. 
furniture is to be ordered by the War 
Production Board, based on_ studies 
now under way, in consultation with 
WPB says that 
shortages of all materials used in fur- 
niture production make it 


industry advisers. 


necessary 
that as many units as possible of only 
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the most essential items be made, with 
materials and manpower available. 
* * * 

Flood losses—Persistent rain- 
fall during much of May has resulted 
in huge farm, trade and _ industrial 
losses throughout the Middle West. 
Millions of acres of unharvested crops 
were under water as one of the biggest 
floods in a decade swept through Illinois 
and Indiana, and numerous rivers left 
their banks in Missouri, Kansas, and 
Oklahoma. The floods poured into the 
swollen Mississippi, which quickly rose 
to perilous heights. Thousands of 
families were driven from their homes, 
and hundreds of 
temporarily put out of commission. The 


businesses were 


eventual losses will run into many mil- 
lions of dollars. 
* om + 

Some good news—Good news 
where it counts most, offset such ad- 
verse business factors as the floods, 
and the strikes in Akron and Detroit, 
serving to color the general domestic 
picture favorably. The Churchill speech 
to Congress, with its overtones of vic- 
tory, a record high in the industrial 
indexes, the highest weekly carloadings 
figure since last October, and a rise in 
electricity output were all unmistakable 
evidence of the continuing general 
stepping up of activity and morale. A 
gain reported for all retail trade of 
from 7 to 14 per cent over the year-ago 
week brought an accompanying warning 
that department store inventories are 
being reduced much faster than they 
can be replenished. Sales of depart- 
ment stores for the week ended May 16 
were 16 per cent above the comparable 
period of 1942, while sales of these 
stores for the four weeks ended on that 
date were up 13 per cent from a year 


earlier. 
” * ok 


April Federal Reserve data— 
Industrial activity in April and the early 
part of May increased further, and re- 
tail trade was maintained in large 
volume, the Federal Reserve Board re- 
ports. Its index of total industrial pro- 
duction rose to 203 in April, compared 
with 173 in April of last year. This 
year’s most recent gains, of course, were 
in war products, while output in most 
other lines showed little change. Ac- 
tivity at steel mills increased somewhat 
further, lumber production showed the 
usual seasoned rise in April and was at 
a level about 10 per cent less than a 
year ago, when problems of maintain- 
ing an adequate labor supply began to 
develop. Sales at department and 
variety stores increased in April, but 
while the value of sales was higher than 
in April, 1942, with prices higher the 
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volume of goods sold probably was 
about the same. Wholesale prices of 
most commodities showed little change 
between the middle of April and the 
middle of May. 
* * © 

Record March employment— 
Employment in all fields reached a 
record high of 59,700,000 in March, 
according to latest survey by the Na- 
tional Industrial Conference Board. 
March employment topped the preced- 
ing month by nearly 1,000,000 workers, 
and 8,000,000 more were at work or in 
uniform than a year ago. More than 
half this number were in the armed 
forces, while the remainder were ad- 
ded to non-agricultural ‘payrolls. If 
present induction schedules were main- 


tained, the Board said, about 350,000 


men would be taken into the armed 
forces monthly, with further expansion 
anticipated in the number employed 
for essential war industries. 

we . 

Farm equipment for 1944- 
Contrasting with the “too little, too 
late” start for this season, WPB has 
approved production of farm  ma- 
chinery in 1944 at an estimated rate of 
80 per cent of the average annual out- 


put in the 1940-41 base period, and un- 
limited production of repair parts. Re- 
lease of the new limitation order, sched- 
uled as No. L-257, is awaiting comple- 
tion of a farm-to-farm check, being 
made by the War Food Administration, 
to determine specific machinery items 
needed by 6,000,000 farmers. 
ment officials closely connected with the 


Govern- 


order, described it as conforming to 
WFA’s request for sharply increased 
output. It is proposed also that con- 
centration of the manufacturing among 
a few plants in the industry, as 
ordered in No, L-17, is to be completely 
eliminated and large producers, whose 
sales are over $10,000,000 in value, are 
to be permitted to come back into pro- 
duction. 
. * a 

Lead shortage eases — The 
lead stringency has eased so far that 
WPB amended order M-38, to make 
lead more readily available as a sub- 
stitute for more critical materials. A 
survey of the lead production, consump- 
tion and stockpile picture shows it is 
no longer necessary to restrict any of 
its essential uses, and hereafter only 
non-essential uses will be controlled by 
the amended order. The order also does 





at the NERVE-CENTER 


It’s a new kind of war made possible by electronic 
miracles ....and the fate of many men in our 
armed forces hangs on Sentinel-made Communi- 
cations equipment in the thick of the battle 
on every front. Never before has Sentinel Quality 
been so supremely tested. It is being war-tested for 
multiple peacetime uses in the world of the future. 


SENTINEL RADIO CORPORATION 
2020 Ridge Avenue, Evanston, Hlinois 







Quality 
Since 1920 


li 
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of Modern Warfare 


RADIO 








away with the 90 per cent limitation 
which existed on all uses, and provides 
that only “list A” items of the order 
shall be prohib’ted from any use what- 
ever. This “banned” list consists 
chiefly of building supplies (other than 
plumbing) and _ novelties. 
* . * 
New record electric output 
Steadily increasing production of 
finished war equipment is reflected in 
the report that power production in the 
United States for the May 22 week was 
the greatest on record. Total output 
for the week was 3,992,250,000 kilowatt 
hours, compared with the preceding 
record of 3,976,844,000 in the week 
ended Jan. 30, 1943. 
a * * 

Fiber brush curbs Drastic 
conservation of critical materials is 
necessary to enable brush manufac- 
turers to meet demands of military, in- 
dustry and essential civilian needs. the 
Maintenance Brush Manufacturers In- 
dustry Advisory committee has told 
WPB. Most manufacturers have been 
exercising care to prevent dissipation of 
inventories and stockpiles, and some 
have cut down as much es 80 ner cert 
in types and styles. Because, however, 
there has been no concerted action in 


which all makers have been required to 

cooperate, the industry itself is now 

asking WPB for a restraining order on 
fibers. 

+ a & 

Purchase of luggage parts 

Luggage manufacturers may not pur- 

chase fabricated or semi-fabricated 


parts for use in articles banned by lug- 
gage order L-284, WPB makes clear in 
a recent amendment. However, they 
are permitted to use up fabricated and 
semi-fabricated parts which were in 
their inventories April 30, if the lug- 
gage made from such old parts can be 
completed by July 1. 





Window Streamers Effective 





One store 











added to the ef- 
fectiveness of its 


Mother’s Day 














window displays 
with streamers 
on other win- 
dows. The 
streamers said: 
‘*Remember 
Mother’s Day— 
































May 9.” The 


same idea can be 








used in connec- 
tion with Fath- 








Showing how the streamers appear on the windows. 


HNSON xtc 


ON STEEL 


Meets every demand of 
commercial and gov- 
ernmental specifications 
(WD 1085 — WD 1095). 
In convenient attractive 
red and silver pack- 
ages in units of % lb., 
Y2 lb. and 1 lb., also 
5 lb. packages. Wire 
sizes .005” to .200” dia. 


& WIRE C 


WORCESTER * MASSACHUSETTS 


ot 





er’s Day displays 
on June 20. 


New Lines Added 


“Three years ago, merely by 
accident or coincidence, we began 
selling baby chicks. This called 
considerable attention to our store 
as many of the women folk were 
interested in them. 

“We always have the chicks 
delivered to our store and the 
women come in to get them on 
due dates. While waiting around 
for the train to arrive with the 
chicks, they shop around and find 
something else they want. 

“Naturally, we added feeds 
(chick feeds) and poultry rem- 
edies and, in the short space of 
three years closing this season, our 
chick business has multiplied five 
times and our feed business, chick 
feeders, flock feeders, waterers, 
poultry remedies and chicken wire 
have shown good increases. We 
feel that it has paid us well to add 
this line and the display space 
required for the kindred lines has 
paid good dividends.” 


A. W. BurNHAM 
Model Cash Store, 
Orrick, Mo. 
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Just Among Ourselves 


(Continued from page 36) 


opening gun indicating a 
change in distribution policy 
for Fuller, it was our.duty to 
tell our readers. However. 
two letters direct from Alfred 
C. Fuller, president of the 
company, make it quite plain 
that this development is strict- 
ly a matter of war-time 
expediency and that the com- 
pany’s basic policy of house- 
to-house selling will be re- 
sumed and, in fact, is being 
maintained wherever possible 
under present-day conditions. 


Says Mr. Fuller:— 
Highlights of Mr. Fuller’s 


letters are the following para- 
graphs, publication of which 
he has authorized: 

“T have checked into this 
matter and find that some of 
our branch offices, particu- 
larly in the western and 
southern areas, have experi- 
mented in placing some of 
our products in drug, hard- 
ware and other stores. The 
purpose of this was to pro- 
vide distribution for these 
products in areas where we 
were unable to cover under 
present war conditions. 

“These products have not 
sold very successfully, judg- 
ing from repeat orders re- 
ceived. For this reason, it 
seems probable that the plan 
will not be continued to any 
great extent. 

“The traditional policy 
of this company in its mer- 
chandising program has not 
been changed to any essen- 
tial degree and it is not 
likely to be in the future. I 
think it is generally under- 
stood that over a period of 
about forty years the mer- 
chandising policy which 
The Fuller Brush Company 
has followed has become so 
fixed that it would be quite 
impossible to effect any 
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transition to merchandising 
our products through retail 
stores. 

“The great majority of 
our products have been de- 
veloped with special fea- 
tures which require a 
trained salesman and, in 
many cases, must be demon- 
strated to the user; their 
being household products 
means ‘in the home.’ ” 


Fuller Doesn’t Want 
Your Brush Business 


—Who Does? :— 


Mr. Fuller makes it quite 
plain that he doesn’t want your 
brush business when the war 
is over. Mr. Roth makes it 
equally plain that there is a 


big opportunity for brush sales 
through hardware channels. 
He will certainly want a com- 
plete brush line when he loses 
the Fuller franchise after the 
war. So will other hardware 
men—including those who 
have temporary Fuller agen- 
cies and those who have not. 
Some smart brush manufac- 
turer will go after the hard- 
ware trade’s brush business 
and do it in a big way. Who 
will it be? Frankly, we don’t 
know, but somewhere in the 
brush industry there must be 
one or more companies that 
will recognize this opportunity 
and start now to serve and 
service the hardware trade. It 
surely is a pity that it took a 
world war and a duration 
“expediency policy” to empha- 
size the sales opportunity for 
all kinds of brushes through 


hardware channels. 











applied. 


Five convenient sizes —10¢, 25¢ and 50¢ 
cans. Attractively packaged in display car- 
tons for counter sales and 1 Ib. (85¢) and 


5 lb. cans. 


Write for complete information or order 
Weldwood Glue and Counter Displays 
through your jobber. ACT NOW — supply 


limited by UNCLE SAM’S WAR NEEDS. 


Weldwood Glue has everything : 

1. TREMENDOUS STRENGTH. 

2. WATERPROOF, BACTERIA- 
and-ROT-PROOF. 

3. QUICK and EASY to use. 
No heating. No waiting. 

4. ECONOMICAL. 

5. APPLIED COLD, quick-setting. 

6. STAIN-FREE 


Plastic Resin ve 


(WATERPROOF ¢ 


Dee mene 


TWO-FISTED SALES WINNER! 


New Plastic Glue Sets New Records 


Home craftsmen, carpenters, cabinet mak- 
ers, mechanics, all are cheering the original 
plastic resin glue... WELDWOOD GLUE. Proof 
of its dependability is approval for use in 
aircraft by the U. S. Army, U.S. Navy, and 
Civil Aeronautics Authority when properly 





“Makes the glue line the SAFETY line” 


WELDWAUD 





WATERPROOF 


World’s Largest Producer of Plywood 


Please send literature, prices, discounts, samples 
and information on WELDWOOD GLUE dealer plan: 


GLUE 


UNITED STATES PLYWOOD CORP., 103 Park Ave., New York, N. Y. 





Name. 





Address 


H.A. 6-10-45 
‘ 











And Still Available for Hardware Distribution 


Plastic Scouring Pad 


“Plas-Ti-Pad”—a scouring pad made 
from modern plastic. Can be used with 
any soap or scouring powder. To clean 
simply rinse in hot water. Maker states 





that it will not streak nor scratch 
enamel surfaces and therefore can be 
used to clean anything. Said to have 
long life. Plas-Ti-Fibre Corp., 111 
W. Washington St., Chicago, Ill. 


Household Rust 
Remover 


“Rust-I-Cide”—a rust remover which 
is said to give longer life to metals 
around the house. Maker states that it 





dissolves rust spots and protects metal 
from further corrosion, thus helping to 
keep metal parts in good condition. 
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Easy to use, merely spread some of the 
liquid over the rusted area, allow it to 
remain for about two minutes and wipe 
it off with a ¢loth or steel wool. The 
rust completely disappears and the 
metal is clean and ready for protective 
coating, according to the manufacturer. 
“Rust-I-Cide” is said to remove rust 
stains from chromium plating and 
vitreous enamels, corrosion and verdigris 
from brass, bronze and copper, and 
quickly loosen bolts, nuts, springs, etc. 
Rusticide Products Co., 3125 Perkins 
Ave., Cleveland, Ohio. 


Incandescent Lamps 
“Verd-A-Ray”—a new color mixture 
of light perfected to make seeing easier 
for the human eye. Can be used in all 
standard incandescent fixtures in the 





home, office or wherever a well diffused 
light is desirable. “Verd-A-Ray” casts 
a pastel green hue on white substances, 
and is said to make them even more 
glare-free than the special “eye-condi- 
tioned” green paper, used for medical 
text books, appears under ordinary 
light. Maker states that the color im- 
proves perception of detail. Lamps are 
available in sizes from 25 watts to 1500 
watts. Save Electric Corp., 615 Front 
St., Toledo, Ohio. 


Chick and Broiler 


Feeders 


A chick feeder made of masonite and 
a broiler feeder made of the same ma- 
terial. The trough itself has been pro- 





vided with metal binding strips which 
form a turned lip or ledge to prevent 
billing out of the feed. Side walls of 
the trough fit into channels in the top 
edge binding strip and a channel strip 
in the bottom of the trough. These 
binding strips are equipped with tabs 
which go through the masonite ends and 
and are turned down. The maker states 
that the trough is sturdy. Chick feeders 
are made in 24 and 36 in. lengths. Feed 
opening is 3% in., the depth is 2% in. 
and the height of the trough edge is 
3% in. The broiler trough has a capac- 
ity of about 12% qts. of feed. It is 42 





in. long, feed opening is 6% in. wide 
and depth is 454 in. The company is 
also manufacturing a poultry feeder 
made of thick Kraft paper specially 
coated with paraffin to make it moisture 
resistant with hard smooth surfaces in- 
side and out. This feed dispenser comes 
in two popular lengths. The Oakes Mfg. 
Co., Inc., Tipton, Ind. 
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ALL 
YOU 
WANT 


All that UNION offers in 
its CHAMPION screw 
drivers is a well designed, 
excellently made. prod- 
uct, priced to show you 

a profit. In other 
words, UNION offers 
all you want from 


any line. 
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NEW YORK OFFICE ISI CHAMBERS STREET 
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Gun Repair 
Service Available 


In these times it is natural that owners of guns 
are more anxious than ever to keep their guns 
in good repair. 

For this purpose a service on our products 
is available through dealers. 


Please send Savage Rifles and Shotguns and 
Fox Shotguns to Service Department, Savage 
Arms Corporation, Utica, N.Y. 


Send Stevens and Springfield Brand rifles and 
shotguns to Service Department, J. Stevens 
Arms Company, Chicopee Falls, Mass. 


We will render good service as promptly as 
war conditions permit. 


Savage Cleaning Preparations 


Savage Solvent for re- 
moving lead and copper 
metal fouling from rifle 
and shotgun barrels. 


Savage Gun Oil is now 
packed in attractive bot- 
tles in cartons. 


Savage Rust-Veto Gun 
Grease for permanent pro- 
tection during periods of 
non-use of guns. 


Savage Arms Corporation 
Utica, N.Y. 


SAVAGE 
STEVENS 
FOX 














No. 102W Wood Cabinet 


MIAMI 


WOOD CABINETS 


nd 


WOOD FRAMED MIRRORS 


For the duration, only wood cabinets 
and wood framed mirrors will be in 
production. True to the Miami-Carey 
tradition, these cabinets are complete 
in every detail—no doors to hang and 
fit; no hardware to buy and fit; no 
mirrors to hang; no painting to do; no 
shelves to make — even the four in- 
stalling screws are furnished. 


Whatever your customers’ bathroom 
cabinet requirements, you may recom- 
mend MIAMI with every assurance 
that these new cabinets will prove 
worthy of the name. Write Dept. HA 
for complete details. 


MIAMI 
MIRRORS 


In six sizes. Mir- 
rors are No. 1, 
plate glass; hard-| 
wood frames fin-| 
ished in three! 
coats of baked. | 
on white enamel. | 












CASCADE 
ACCESSORIES 


Board No. 3 dis- 
plays 19 separate 
items, recessed and 
projection type 
tumbler holders, 
soap dishes, towel 
bars, etc. 











MIAMI CABINET DIVISION 


The Philip Carey Mfg. Co., Dependable 
Products Since 1873 
MIDDLETOWN, OHIO 
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WHATS NEW 





Easy-to-Carry Paper 
Bag for Paint Jars 


Since the new metal-saving glass con- 
tainers which The Sherwin-Williams 
Co., Cleveland, Ohio, is using for paint 


packaging do not have wire “bales” as 
handles, the eompany has devised a 
new easy-to-carry paper bag with spe- 
cially designed paper handles. Bags are 
extremely tough and can carry gallon 
jars easily and safely. 


1943 Baseball 
Handbook 


With the 1943 baseball season well 
under way, Hillerich & Bradsby’s annual 
hand book of baseball is of unusual in- 
terest this season because of the changes 
which war time restrictions have 
brought about. Known as the 1943 
“Famous Slugger Year Book” it con- 
tains information on the last World 
Series and All-Star records, and is 
amply illustrated with pictures of bat- 
ting stars of the major and minor 
leagues. An outstanding feature is “The 
Way to Learn to Hit” written by Joe 
Gargan, director of physical education 
at the Kingswood School, W. Hartford, 
Conn., widely known as a developer of 
promising young batsmen. The book 
also contains the history of Louisville 
Slugger bats. At the same time, Hil- 
lerich & Bradsby have released their 
1943 annual edition of “Official Softball 
Rules” printed by the permission of the 
copyright owners, the Joint Rules Com- 
mittee. Besides the official rules, the 
book contains pictures of winning teams 
and records of the 1942 tournaments. 
Each of the two books can be obtained 








free at sporting goods dealers or direct 
from the Hillerich & Bradsby Co., 
Louisville, Ky., enclosing 10c for the 
“Softball Rule Book” and 5c for the 
“Famous Slugger Year Book,” to cover 
mailing costs. 


Leaflet to Help Produce 
Clean Milk 


A timely aid to the quality milk pro- 
duction program is the illustrated leaf- 
let. “10 Rules For Clean Milk,” issued 
by Johnson & Johnson, makers of J & J 
“Rapid-Flo” filter disks. The company 
has consistently supported the crusade 
to show dairy farmers how to produce 
clean milk. This leaflet is an effective 
step in tahis program, illustrating im- 
portant but easily overlooked details 
which assure clean milk production. 
Leaflets are offered free for distribution 
to producers. For a supply write to 
Johnson & Johnson, Filter Products 
Division, 4949 W. 65 St., Chicago, Il. 


“Ideal” Rechargeable 
Flashlight Battery 





A rechargeable storage battery for 
flashlights. Small in size to fit all 
popular two cell, 14% in. size D flash- 
light cases. Battery has proven to 
be dependable, long-lived and _ eco- 
nomical under actual heavy duty, ac- 
cording to the maker. Manufacturer 
states that battery can replace many 
dry cells by merely recharging at con- 
venient periods. Battery chargers are 
available for this purpose, both in 
single and gang types, for use on both 
alternating and direct current. “Ideal” 
battery is not generally distributed for 
casual use, but under present condi- 
tions is directed to large industrials 
and other sources where flashlights are 
used regularly. It is claimed that one 
discharge is approximately equal toa pair 
of dry cells. Ideal Commutator Dresser 
Co., 1757 Park Ave., Sycamore, IIl. 
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Candy Rat Bait 


“Rouga and Ready”—a candy rat 
poison that is made of oven dried 
red quill, According to the manufac- 











turer, it is non-poisonous and harmless 
to pets, poultry and human beings. 
Maker states that its freshness is sealed 
in. Odorless and ready to use. Packed 
on display cards holding 16 bags. J. T. 
Eaton & Co., Cortland, Ohio. 


Twin Thread Screw 


“Twin-Fast”—a patented screw for 
wood, plastic and combination assem- 
blies. Presents patented features in 
shank, thread and point which are de- 
signed to effect fast, tight and neat 
fastenings. Has two parallel threads 
which start at the opposite sides of the 
shank and terminate in a single cen- 
tered point. Twin-thread construction 
is said to afford a great thread pitch 
and great driving speed. Yet the driv- 
ing torque is only nominal, since the 
twin-thread construction provides the 
standard number of threads per inch, 
says the maker. An added advantage 
for plastic assemblies, according to the 
maker, is that “Twin-Fast” screws are 
self-tapping and cut their own clean, 
full threads. Screw is cylindrical in con- 





tour, a feature which is said to give 
the screw great strength. The thread 
area is increased, providing extensive 
contact, tight seating and great holding 
power. Manufacturer states that, be- 
cause of this factor, shorter screws and 
even fewer screws often can be used. 
Single, sharp point of the screw is 
formed by the meeting of the twin 
threads at the axial center of the screw. 
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This is said to allow quick and easy 
starting. Screws also have _ relieved 
shank diameter. Come in all standard 
sizes, in steel and brass, with round, 
flat and oval heads. The Blake & John- 
son Co., Waterville, Conn. 


Electric Fence 
Controller 


“Pyramid” deluxe 6 volt electric 
fence controller has modern plastic 
cabinet. It has a special meter to test 
both fence and battery conditions which 
is controlled by a rotary on the bot- 
tom of the controller, and a signal 
light, indicating whether or not the 
controller and fence are operating 
properly. Said to be efficient in «ll 
kinds of weather, it has higi-low cur- 
rent control, closed core transformer 
and only two moving parts. The wheel 
revolves on oil-sealed ball bearings. 
Maker states that the breaker points 
are made of best cross grain tungsten 
and self-wiping action keeps points 
free from carbon and assures perfect 
contact. Filtered against radio and tele- 
phone interference and operates on 
either storage or hot shot battery or 





dry cells. Said to handle up to 15 
miles of fence. Guard-it Mfg. Co., 615 
N. Aberdeen Ave., Chicago, III. 


Powder Form Fire 
Extinguisher 


“EverReady Fire Killer’—a dry pow- 
der form of a number of chemicals 
thoroughly mixed. When thrown at fire, 
it is said to immediately generate car- 
bon dioxide gas which destroys the 
oxygen and suffocates the fire. Maker 
states that it does not conduct electric- 
ity and causes no damage to the most 
delicate fabrics. It never freezes, is non- 
poisonous, gives off no noxious gases 
and is always ready for instant use, 
according to the manufacturer. Fairfax 
Chemical Co., 














Line of Concora Toys 
Container Corp. of America, 111 W. 

Washington St., Chicago, Ill., is manu- 

facturing a new line of toys for 1943, 






















consisting of seven toy numbers made 
from strong, durable, attractively colored 
Concora board. Line includes a train 
set, Concora Circus, drum, Hope House, 
a war set known as U. S. Fighters, a 
Peter Piper Playtown, and three dimen- 
sional put-together toys called Slotties. 
Hope House, illustrated, is two stories 
with two full dormer windows that 
open and close. It is large enough 
to hold two children and has such 
features as mail box, chimney and 
corner pillars. Maker states that it 
is easy to build and dismantle and 
when taken apart, it can be stowed 
away in the small box furnished. Be- 
cause of the slotted Concora construc- 
tion, tapeing parts ‘together is  un- 
necessary. The exclusive sales agent 
for the Concora line is The Aluminum 
Goods Mfg. Co., Manitowoc, Wis. 


Home Lighting Booklet 


“How to Get More Light for Your 
Money” is the title of a new wartime 
lighting booklet which provides house- 
wives with information on the correct 
use and care of lamps and lighting 
fixtures. Fully illustrated with photo- 
graphs, drawings and sketches, the 15- 
page booklet has been written in non- 
technical style and encourages the 
maintenance of present lighting equip- 
ment, and the repair of floor and table 
lamps not being used because of de- 
fective and broken parts. Since light- 
ing fixtures and portable lamps are less 
plentiful, these lamps must be put back 
into service. Among the _ subjects 
covered in the new booklet are: the 
A B C’s of good lighting; how to clean 
and recondition shades, reflector bowls 
and lamp bases; how to select shades 
that give more light; how to replace 
broken plugs; how to change a fuse; 
selecting proper size bulbs and reflector 
bowls for replacement. Priced at two 
cents each, the booklets may be secured 
through any Westinghouse Lamp Divi- 
sion sales office, or by sending a two- 
cent stamp to the Illuminating Engi- 
neering Department, Westinghouse 
Lamp Division, Bloomfield, N. J. 
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SELL THIS REPAIR 
ITEM TO HELP 
YOUR CUSTOMERS 

CONSERVE 





By selling Acme Tack-Point Corru- | 


gated Fasteners, you are tying in 
with the Government's conservation 
program . encouraging your cus- 


tomers to repair and fix up wooden | 


articles. 





The Acme Fast- 
ener display box 
on your counter \ 
acts aS a re- 


minder to your customers—shows them | 


ene important way to aid the Victory 
Effort. Driven with a hammer, Acme 
Tack-Point Corrugated Fasteners assure 
stronger joints easier and faster. They are 
ideal for repairing furniture, cabinets, 
screens and other wooden articles. Put the 
Acme Fastener Display box, with its red, 
white and blue REPAIR label up in front— 
and watch it go to work for Uncle Sam 
and you. 


ACME CORRUGATED 
FASTENERS 





Can be furnished in 100-pound kegs, 
offering opportunity for profitable bulk 
sales. In addition, there are standard 
cartons of 250, 500, 1,000; boxes of 100 
fasteners, ten boxes to a carton; also in 
boxes containing 50 fasteners of one size 

"24; Vy"xS; “%"xS. A display 
carton contains 12 of these boxes. 


ACME STEEL COMPANY 


7838 Archer Avenue 


| 
Chicago, Illinois | 


Branches and Sales Offices in Principal Cities. 


if your jobber can't supply you, write us direct. 


MAIL THE COUPON 
FOR FREE SAMPLE BOX 





Acme Steel Company 

2838 Archer Avenue 

Chicago, Hlinois 

Please send me all the facts on Acme Cor- 
rugated Fasteners. 

SN ‘Saadvduckstss mtdudssvussé feneues 
DE von tineekbhecntetneaiaaedeaneae 


ee | ny 
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Straw hats are shown on an island table at about the center 


of the store. 


Customers wait on themselves in most instances. 


Sells Straw Hats for Farmers 
Gardeners and Fishermen 


J ERE'S a “straw in the wind” 
tip on a new line from Jeffer- 

son Hardware Co., Ensley, Ala. It is 
straw hats, all shapes, sizes, and 
colors for men, women and children. 
Melvin Baldwin, proprietor, finds 
that straw hats sell easily to far- 
mers, victory gardeners, and fisher- 


ARLISLE’S, Springfield, Mass., 
finds that it pays to show a 
large quantity of an item wherever 
possible. The display is always 
more interesting and more people 
are attracted to it. 
This display of baseball gloves 


Several dozen base- 
ball gloves of vari- 
ous types are used 
in building up this 
mass display, which 
attracted the atten- 
tion of practically 
every ballplayer who 
visited the store. 


men, all of whom are already being 
served by the store. These hats carry 
a good markup which makes them 
profitable. This item is obtained in 
quantity and, if not sold, can be 
safely carried over to another sea- 
son. They are displayed on a cen- 
trally located island table. 


stimulated sales on the line as soon 
as it was completed. Gloves of dif- 
ferent types were shown. The dis- 
play was located on an end table 
which faced the front of the sec- 
ond floor sporting goods depart- 
ment. 
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Meet Mary and Bob from the Victor plant. They’re 
working side by side on war goods and planning 
all the while for the home they’re going to have 


together after the war. 


We thought you might like to know them because 
they’re so typical of millions of your post-war 
customers. Because of the precision in the work 
they see all around them, Mary and Bob have a 


new awareness and appreciation of fine workman- 


ship. They know quality when they see it. 





Does it make sense to suppose that millions of folks 
will measure value with a new yard stick? We 
think it does and assure you Victor Fans will be 


made with an eye on Mary and Bob. 





Building for Uncle Sam 
today so that we can 
build for you tomorrow. 











VICTOR ELECTRIC PRODUCTS, Inc. 


Dept. F-234 2950 Robertson Rd 
CINCINNATI, OHIO 
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ART APPRECIATION 





LOL Ly MLL 


REPAIR PARTS 


@ The Deming Repair Kits 
illustrated below are YOUR 
answers to YOUR customers’ 
needs for making their own 
minor repairs to Deming 
““Marvelette’’, ““Marvel’’, “‘Du- 
plex”, and Fig. 1809 “Oil-Rite” 
Shallow Well Water Systems. 

























All parts and sub-assemblies 
for Deming Shallow and Deep 
Well Water Systems are listed 
in Parts List No. 42. Complete 
instructions for making 
repairs and replacements are 
in the Deming Water Systems 
Service Manual. You will find 
both books a big help. Write 
for copies NOW! 


Marvelette Repair Kit Marvel Repair Assortment 










Duplex Repair Assortment Figure 1809 Repair Kit 


THE DEMING CO. * SALEM, OHIO 


DEMING 


PUMPS AND WATER SYSTEMS 































..oin Business 


1S DANGEROUS! 





YOUR JOBBER HELPS YOU 
avoid costly wartime errors! 


Don’t guess blindly on new lines 
or new merchandising tactics when 
it is so easy to get factual friendly ad- 
vice from your jobber’s salesman. 


His intimate knowledge 
of local conditions coupled 
with national information 
from his home office en- 
ables him to advise you 
soundly on many puzzling 
problems. 


And while Amerock is engaged 
in vital war production, your jobber 
still has a good selection of genuine 
Amerock Cabinet Hardware. 


Ask your Jobber! 


GENUINE 


eroc 


PRODUCTS 


AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD, ILLINOIS 
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Jobbers Offer Dealers 


Special War-Time Services 


By FOLKE ENGSTROM 
Advertising Manager, 
American Cabinet Hardware Corp., 
Rockford, Ill. 


N a survey conducied to obtain 

material for our 1943 advertis- 
ing campaign, we found many 
unique ways in which hardware 
jobbers are helping dealers solve 
some of their many wartime prob- 
lems. 





Many jobbers’ buyers are scouring 
the country for available goods. 


The average manufacturer, busi- 
ly engaged in war work, handicap- 
ped by shortages of men and mate- 
rials, may have difficulty giving as 
much attention as he would like 
to the problems of the individual 
dealer. This, however, is where the 
jobber has a distinct advantage. 
Since he represents many dealers, 
the manufacturer can afford to give 
his problems more time and the job- 
ber in turn consults with his deal- 
ers. Many jobbers, too, have been 
able to maintain sizeable stocks of 
scarce items for their dealers to 
draw on. 

The individual dealer, also beset 
by problems of man- power, can 
hardly afford the time for intensive 
investigation of lines to replace 
goods no longer available. Often- 
times he is somewhat bewildered by 
the offerings of manufacturers whose 
products have not been curtailed. 
Some of these products may be en- 
tirely foreign to the dealer, who has 
no way of judging values or cus- 
tomer acceptance in his locality. 

We found, however, that many 
jobbers have their buyers scouring 


the country for anything in the way 
of alternate items that can be sold 
by dealers in place of goods that 
can no longer be had. Jobbers have 
the advantage of expert advice on 
all classes of goods and, in many 
cases, maintain their own testing 
laboratories where new _ products 
and new materials can be properly 
checked before they are offered to 
the retail hardware dealer. Since 
the average jobber salesman travels 
a relatively small territory, he is 
thoroughly familiar with local con- 
ditions and can offer the dealer 
sound advice regarding new items 
that will appeal to the trade in his 
particular locality. 

The jobber’s salesman frequently 
can offer excellent merchandising 
and selling ideas. He can also fur- 
nish leads and suggestions for ob- 
taining business from nearby war 
plants and government projects 
where priority ratings permit prompt 
replacements of goods sold. 

Priority ratings have probably 
been a source of more headaches for 
dealers than any other single worry. 
Many jobbers have employed ex- 
perts to study the subject of priori- 
ties as it pertains to the hardware 
trade and pass the information along 
to their dealers in plain, understand- 
able form. Some jobbers actually 
have their own representatives in 





The jobber’s salesman can offer 
sound advice regarding new items. 
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S A (Rubber) | 
F TS izes 
pe en ne coe MOLDED PLASTIC 
ong 
and- 
ally PLUMBING SPECIALTIES 
, in TAIL PIECES (2 sizes) 
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l | mand. Most durable—Corrosion-Proof—Quality built 
STOPPERS . he i 
Zany NEI OMe in by originators. Order from your wholesaler. Write 
for folders. 
Branch Offices In Principal Cities | 
PLASTIC CLOSET SPUDS J. M. Butts Co....... Bona Allen Bidg. Potter-Roemer Co.... .2432 E. 8th St. | 
me Atlanta, Ga. Los Angeles, Cal. 
av J. M. Kane.......... ..P. O. Box 1552 | ee 703 Market St. | 
Fort Worth, Texas San Francisco, Cal. 
John Livingstone & Co...164 Jackson St. Products Preferred, Inc....47 Kimble St. 
a Seattle, Wash. Boston, Mass. 
>) Mitchell Love........ 712-16 No. léth St. Paul R. Spencer Co.......4000 York St. 
\ Philadelphia, Pa. Denver, Colo. 
\ John G. Kelly, Inc., 24-14 Bridge Plaza South 





Long Island City, New York 





FLUSH ELBOWS (4 sizes) i PLASTIC FLUSH VALVES 


AMP! AMERICAN MOLDED PRODUCTS SALES COMPANY 


one) 1758 N. Honore Street, Chicago, Illinois 
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Victory Model 


Electric Fence Controllers 


Available, saleable, profitable — 
equipment you're proud to offer 


Here’s the story: 


America needs food. The farmer 
needs fence. You need merchan- 
dise. 


Prime helps meet all three needs 
with these new models. They’re 
identical with famous Prime 
Grand Champion and Standard 
models, except some “conven- 
ience” features have been re- 
moved, saving critical material, 
saving money for the farmer. All 
the quality, safety, and dependa- 
bility are still there. 


Model 48-V for hi-line use, car- 
ries the Underwriters’ Seal, proof 
of high standards of safety and 
construction. Sells for $34.50. 


Model 33-V for battery use, an 
outstanding unit for the money. 
Sells for $15.50. 


Farm paper advertising is telling 
the farmers to see the Prime 
dealer. Get your share of this 
business. Ask your jobber, Prime 
sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee, Wisconsin 


© 1948 
The Prime Mfg. Co. 


Model 48-V 
for hi-line 
use 
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Washington to carry on this impor- 
tant phase of the work. 

In some cases, jobbers’ salesmen 
are spending part of their time in 
the warehouse and office in order 
to keep goods moving. This, of 
course, means longer intervals be- 


tween calls on customers. In order 


to maintain regular contacts and to 
keep their dealers up-to-date, many 
jobbers therefore issue regular bul- 
letins. These bulletins serve as a 
guide to dealers with reference to 


priorities, merchandise available, 
and selling suggestions pertaining 
not only to new merchandise, but 
also hints on how to clear out “hard- 
to-sell” items, odds and ends that 
have accumulated through the years, 
etc. 

Faced with reduced manpower, 
clogged transportation facilities, and 
scarcities of many goods, the na- 
tion’s jobbers are doing a splendid 
job in keeping hardware dealers 
supplied and helping them carry on. 


Washington News Reel 


(Continued from page 58) 


now in use or suitable for use by all 
manufacturers of ash and _hickory 


| products. 


Problems arising from shortages of 


| both mill and logging manpower were 
| reviewed and the effect upon the indus- 
| try of the present price ceilings on logs 


were discussed. 
x k * 
ONLY THE MOST DRASTIC 
CONSERVATION of critical materi- 


| als will enable the maintenance brush 








manufacturers to meet the demands of 
the military, industry and essential ci- 
vilian needs, it was pointed out at a 
recent meeting of the Maintenance 
Brush Manufacturers Industry Advi- 
sory Committee and government off- 
cials. 

Maintenance brushes require steel, 
copper wire and wood—three of the 
most critical materials. Bristles, horse 
and animal hair and fiber for these 
brushes are mostly imported, with the 
exception of fibers like palmetto and 
tampico which can be obtained in 
Florida and Mexico. 

Individual manufacturers have been 
exercising the greatest stringency in the 
manufacture of these brushes to pre- 
vent dissipation of their inventories and 
stockpiles. Some ‘manufacturers have 
cut down as high as 80 per cent in 
types and styles. But because there 
has been no concerted action, the in- 
dustry has expressed a desire to have 
the Government issue a_ restraining 
order on fibers. 

= & & 

REOPENING THE PRODUC- 
TION of drinking water coolers for 
essential civilian use on land was rec- 
ommended by the Water Cooled Indus- 
try Advisory Committee at a meeting 
with WPB and other Government off- 
cials. The amount of critical material 
that would be required to meet the 
growing demand for drinking water 
coolers was discussed in detail at the 
meeting. Copper and steel requirements 
were gone into thoroughly and it was 
pointed out to members that restricted 
stocks of both metals might have to be 
used to put through a satisfactory pro- 
duction program. 

The advisability of relaxing stand- 
ards to permit a single model, flexible 


enough in capacity to allow the use of 
condensing units of special design now 
in idle inventories, was considered by 
committee members. It was pointed out 
that the condensing units in question 
were built for highly specialized luxury 
items of equipment on which produc- 
tion has been discontinued under the 
terms of Order L-38. Their use in a 
standardized item, if practicable, was 
therefore highly desirable. 





YOU CAN TELL A WINNING SALESMAN 
WHO IS “RIGHT UP ON HIS TOES,” 





BY OBSERVING HIS APPAREL- WHERE 
HE FIRST WEARS OUT HIS CLOTHES- 
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ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of 
“Plumbing Brass Goods Since 1890” 












PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 











































— sz KALSOMINE 
===] PATCHING PLSTER 
PLASTER OF PARIS 
wipes 1) INSIDE COLD WATER PAINT 
‘| STANDARD CASEIN COLD 
=== ||j| WATER PAINT (WASHABLE) 
35% TT) CONCRETE PATCHER 
oAnaaLOR, y WHITING 
al / PLASTIC PAINT 









All of Above Packed in Various Size Cartons 
Many Other Tried and Proven Items 


IMMEDIATE SHIPMENT 
Write for Full Information—Price List—Color Cards 


AMBASSADOR SPECIALTIES, INC. 


Manufacturers 
6440 De Buel Ave., Detroit, Mich. 
Established 1930 
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TO MERCHANTS 
who want to make 
more money 





@ There's a tried and proven way to build up 
volume, win new customers, boost your busi- 
ness and make more money. It’s the remodel- 
ing of your store with a new Pittco Store Front. 


Write us today for our free book of facts— 
and plan to remodel your store with a Pittco 
Front when building restrictions are lifted. 
Pittsburgh Plate Glass Company, 2270-3 
Grant Building, Pittsburgh, Pa. 


PITTSBURGH PLATE GLASS COMPANY 
PUTTSBURGH stands for Zualily Glass and Catal 
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FRED W. BAGLEY, 
northwestern _—representative 
for the National Enameling & 
Stamping Company at St. 
Paul, Minn., is 80 years of age 
and has been identified with 
the hardware business for 61 
years, 59 of which have been 
spent with the Nesco organiza- 
tion. Mr. Bagley was born 
March 27, 1863, and received 
his introduction to hardware 
in 1882 when, at the age of 
19, he began as a clerk in the 
general store of Warbasse & 
Lee, Mason City, Iowa, re- 
maining with that firm for 
two years. Through the repre- 
sentative of Kieckhefer Bros. 
& Co. of Milwaukee, Wis., who was then calling on War- 
basse & Lee, he was contacted and employed by Kieck- 
hefer Bros. & Co. in 1884 and started out on the road. 
The company became a part of the National Enameling 
& Stamping Co. in 1889. Mr. Bagley moved to St. Paul. 
to make his permanent residence, about 40 years ago. 
He has lived there and had his office there as north- 
western representative of the company ever since that 
time. He is still serving many accounts which he estab- 
lished and has consistently served for over half a century. 
He will complete, very soon, his 59th year of uninter- 
rupted service with Nesco. Mr. Bagley married Laura 
L. Parker at Mason City, Iowa, in 1888. They celebrated 
their 54th wedding anniversary in March of this year. He 
has a family of five children with three sons in the hard- 
ware business. His hobbies are hunting, fishing and all 
outdoor sports. 





FRED W. BAGLEY 


AMOS MARCKEL, at the 
age of 79, looks back on a 
hardware career of more than 
59 years. Mr. Marckel, who is 
president of The Marckel Co., 
Inc., hardware, implement and 
lumber dealers of Perham, 
Minn., entered the hardware 
business at the age of 19 in the 
store of Greenamyer & Calla- 
han, Columbiana, Ohio, mov- - 
ing three years later to Per- 
ham, where he has resided 
ever since. In 1913 he as- 
sisted in the organization of 
the Hall Hardware Co., Min- 
neapolis, Minn., dealer-owned 
wholesale house, and has since AMOS MARCKEL 
served as vice-president of 
that company and as president of the Hall Building Co. 
He was one of the organizers of “The Original Hardware 
Mutual” Fire Insurance Co. of Minnesota, having served 
as vice-president until his recent election as chairman of 
the board of directors of the company. He was also one 
of the organizers of the Minnesota Implement Mutual 
Fire Insurance Co., Owatonna, Minn., and was a director 
of that company from the time of its founding until his 
recent resignation. In 1906, Mr. Marckel established a 
hardware store in Gackle, N. D., under the firm name of 
Haut & Marckel which is still carrying on a successful 
business. Always active in association work, he served 
for two years as president of the Minnesota Retail Rard- 
ware Dealers’ Association. Mr. Marckel has given much 
of his time to community affairs, having served in all of 
the village offices and as a member of the local school 
board. He also headed the Perham Chamber of Com- 
merce for two years. His favorite hobbies are fishing and 
the raising of pure bred Guernsey cattle. 





FRED N. TILTON, presi- 
dent and treasurer of the Atlan- 
tic Screw Works, Inc., com- 
pleted 63 years in the hardware 
business when he retired on 
Dec. 31, 1942. Mr. Tilton was 
born Aug. 30, 1868, and entered 
the employ of the company in 
November, 1879. At that time 
the company was four years old 
and had moved from Castleton, 
N. Y., to Hartford. His father, 
David Tilton, had been superin- 
tendent of the Castleton works 
and ultimately became owner of 
the plant. Mr. Tilton became 
the head of the company when 
his father retired on April 6, 
1908. The company, which had 
moved from its original Hartford location in 1902 to its 
present address at 85 Charter Oak Avenue, was enlarged 
in 1910 and incorporated in 1915. Mr. Tilton is a director 
of the South End Bank & Trust Co. of Hartford. His 
hobbies are photography, hunting and fishing. 





FRED N. TILTON 
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MAKE SURE 
OF 

MORE BUSINESS 

NOW! 


USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 


the following lists:— 


Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 
Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 
Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 
Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 
Hardware Retailers (Complete List). 
For $5.50 per M. 
Builders’ Supplies Dealers. 
For $7.00 per M. 
Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


100 East 42nd St. 
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We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, the 
price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and less 
than 1000, $10.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 70c per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 





New York, N. Y. 
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™ VICTORY 


War work is our number one job 
until victory is won. Then a newer 
and finer assortment of hardware, 
tools and toys will again flow from 
our production lines. 


We at Arcade are not forgetting 
our many loyal customers .. . but 
today they must be secondary to 
the Victory viewpoint. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL. 





ARCADE 


HARDWARE & TOOLS 


————— 








VAUGHAN NOVELTY MFG. CO., INc. 


World’s Largest Manufacturer of Bottle Openers and Can Openers”’ 


3211-25 CARROLL AVENUE 


* 


* 


CHICAGO, ILL 


* BUY WAR BONDS AND STAMPS * 


U.S.A 
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REG. U. S$. PAT. OFF. 


We manufacture a wide variety of 
kinds, sizes and qualities of braided 
cord; also polished cotton twines and 
specialties in the caodage field. Our 
braided cords are used for sash cord, 





line, ° a: 
cord, awning line, Venetian blind 
cord, and for many other purposes — 
wherever smooth, durab cord is 
required. 


SAMSON SPOT 


SASH CORD 





REG. U. S. PAT. OFF. 


The Most Durable Material 
for Hanging Windows 


PhoenixSashCord Aetna Sash Cord 
Whale Clothes Lines 
Samson Small Lines, Etc. 


SAMSON CORDAGE WORKS 
Boston, Mass. 


abbddbbbbGGedetdoetd 


FREEDOM 
Freedom is a government of, for 
and by the people. As Americans, 
we inherit it. As a Nation, we 
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STURDY - PRACTICAL 


SANITARY 
ECONOMICAL 


NO RESTRICTED MATERIALS! 


The Sheet Metal 
Distributors 
Convention 


(Continued from page 65) 


the hardware business, to war, 
there is one trade characteristic 
where a certain amount or adjust- 
ment would probably have been a 
good thing even in peace times. 
This was the tremendous number of 
individual items, sizes and varieties 
carried by the average hardware 
store. I haven’t seen any compara- 
tive studies, but I imagine that hard- 
ware stores, under normal condi- 
tions, carried more duplication of 
items than other retail establish- 
ments of comparable size. 

“In connection with the hardware 
business it seemed logical to start 
by discarding some of the highly 
stylized items and by simplifying as 
much as possible the tens of thou- 


| sands of items that consumed man- 


power, and in duplicate inventories, 


| tied up high grade alloy steel and 


other scarce materials. 


Simplification 


“Some attempt to modify this 


| situation might be welcome even in 





Here is the answer to today’s demand for practical | 


chick feeders made of “‘priority-free’’ materials. 
Admat Feeders are made of high grade, sturdy 


wood fibreboard that will last indefinitely in brooders | 
or indoors. Admat Feeders are so cheap they can | 


be thrown away and replaced when they're soiled. 


’ fr - « In every carton, an attractive | 
e Counter Display Stand 


sneiae ADMAT. LTD.. MANUFACTURERS 
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| normal times. 
| on specifications have brought some | 
Ac- | 
| cordingly, the first step taken was | 
| to simplify these lines. The problem | 
| was to evolve a catalog of builders’ 


Wartime restrictions 


benefit along with the grief. 


hardware embracing at least one 
adequate design and size of every 
item of builders’ hardware to fulfill 


| every known essential requirement. 
| This job was accomplished by a 
| large task committee composed of 


experts from all the government 
agencies who are heavy consumers 


| of hardware, working in conjunc- 
| tion with the manufacturers. 
| catalog evolved by this committee 


The 


eventually culminated in the Hard- 
ware Order L-236 which reduces 
permissible items for manufacture 
to approximately 2200 items and 
sizes—compared to a prewar line 
embracing approximately 
items and sizes. 


Aided the War Effort 


“The important point, however, is 
that these simplifications released 
large quantities of critical materials 
and factory facilities to build the 
war machine that is right now 
achieving such splendid results.” 

Questions from the floor were an- 
swered by the speakers and local 
WPB officials helped interpret many 


} 


| 





| 
| 


27,000 | 
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A Steady Stream of 
STARRETT TOOLS 


is moving into war production as fast as 
we can make them. That’s where you want 
them to go, isn’t it? And that’s why we 
know you'll bear with us when you are un- 
able to secure all the tools you want when 
you want them. 

Be assured we're doing 
our best to deliver them 
where they'll do their 
utmost for victory. 


THE L. S. STARRETT CO. 
W orld’s Greatest Toolmakers 
@ Massachusetts o@ U.S.A. 





A popular buy-word 


National 


HARDWARE 























B tee score of years that these fine 
products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. . 


N--ional Manufacturing 


Company 
STERLING - « - ILLINOIS 

















HARDWARE AGE 
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FoR THE DURATION . . « men, 
machines and materials normally 
employed in the manufacture of 
Daisy Air Rifles have been placed 
at the disposal of the govern- 
ment. Meanwhile our research 
department plans ahead for the 
war’s end when Daisy’s 67 years 
of leadership will bring you big- 
ger and better values in . . . 


DAISY 
AIR 
RIFLES 


Y MANUFACTURING 
MOUTH 





















COMPANY 
MICHIGAN U.S.A 
« o * x 












Famous 
NAMES IN 


NETTING... 


_ s 


U. S. HEXLOK 
The Perfect 
Hexagon-Mesh 
ire Netting with 
Lock-twist 


Weave 


S. STRAITLOK 


INDIANA 
STEEL & WIRE CO” 
ed 
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parts of existing orders. For ex- 
ample, in discussing the problems 
of operating under CMP Regulation 
No. 5, members were informed of 
changes that were made in the regu- 
lation within the past 24 hours. 
George Moore, head of the Fifth 
Regional WPB office, pointed out 
specifically that the changes now 
permit repair shops to extend rat- 
ings for maintenance, repair, and 
operating materials received from 
the original buyer, and the repair 
shop can purchase such materials 
on these extended ratings in the 
same manner as if the buyer were 
doing the repair work himself. 
However, if the repair shop asks for 





materials on a CMP 4-B applica- | 
tion and gets a rating by this appli- | 


cation, 


he cannot extend his cus- | 


tomer’s ratings. Also, it was pointed | 
out that the regulation has been | 
changed to aid landlords of indus- | 
trial buildings, and farmers in get- | 
ting better material deliveries for | 


maintenance, repair, and operations. 


PD-1-x Explained 


In an extemporaneous speech by 
a member of the Hardware Branch 
of WPB, a point was brought out 
that affects all hardware jobbers. 
distributors, and wholesalers in fil- 
ing form PD-l-x. Under the sec- 
tion requiring inventory data, the 


purchaser is required to show stocks 


as of Dec. 31, 1941, purchases since 


that time, and inventory at the time | 


the form was filed. 
permissible stocks or inventories are 
calculated. Frequently, dealers are 
out of stock on an item for some 
months but do not indicate this 


point, and when their permissible | 


inventories are calculated, they are 
not allowed what is rightfully theirs. 


On this data, | 


The inventory is calculated in the | 


following manner: Col. D plus col. 


E is divided by the number of | 


months in inventory. This is multi- 
plied by two, and from this sum, 
col. E is subtracted. 


The result | 
gives the inventory allowance. There- | 


fore, if the purchaser shows how | 


long, by letter attached to the ap- 
plication, he has been out of stock 
on a given item, the number of 


months used in the calculations will | 


be reduced and his net allowable | 


inventory will be increased. 


On Tuesday, Herbert L. George, | 


chief, Hardware Supplies Section, 
Industrial and Hardware Branch, 
WPB, in speaking of the distributors 


part in the war, gave some indica- | 


tion of what might be expected in 


the way of changes in Limitation Or- | 
| der L-63 and in the application of | 


PD-1-x. 


While there has been con- | 


PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 


10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 











SPRADLING'S 


SUMMER SPECIALS 


OVERNIGHT BAGS 


MAKER 
No. 


1 


Made 

















No. 74—Approx. 13 inches long. 


from assorted colors of fibre with a 


Leatherette gusset. 
No. 71—15!/o”. 


MONEY 
MAKER 


2 














Lacquered fibre. 
bottom. Leatherette gusset. 


Soft bottom. 
Stiff 





No. 72—Made from assorted colors of 
high quality, heavy weight Leatherette, 


with three snap buttons. 


long. 
No. 73—Same size. 
proof material. 


eros oe 


Approx. 151” 


Made from water- 





ORDER 
FROM 
YOUR 

JOBBER 

















GTEELGRID 






Prompt deliveries 


wu 

W'REGRID 
9001018), 69 

Ez 





both types! 


WIREGRIP Belt 


6 sizes. 


STEELGRIP Belt 
with a hammer. 


pins. 


Priority 


plants, and schools. 





be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 


in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 


—is waiting on belt lacing at local 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 





Hooks that can 


Lacing is applied 
Comes in 8 sizes, 
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WATER 
PUTTY 


WILL-NOT SHRINK 





(WHERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repait material comes 
ia powder form... just 
mix with water and 
ase. Will not shrink. 





we ' 
STICKS AND STAYS pyr 





Your jobber con give immedicte 
delivery on Durhom's Rock-Herd 
Weter Putty. Pocked twelve 1-Ib. 
cons or Four 4-Ib. cons to cose. 
Also eveileble in 25, 50 and 
100-Ib drums for industricl users. 


DONALD DURHAM CO. 
Des Moines lowe 


Makers of NATIONAL HARD-WEAR WAX i 





Sticks and stays put. 











BUILDERS 





' CHISELS 


GUARANTEED 2 FOR 1 


OXFORD TOOL COMPANY 


G. G. CAMPBELL, Pres. 


1633 N. 2nd Street 
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siderable discussion about these 
prospective changes, Mr. George 
pointed out that they were imminent. 
PD-1-x changes have to be made be- 
fore July 1, since the form is ob- 
solete on June 30. Regarding L-63, 
he stated that the 48 per cent reduc- 
tion in jobber and dealer inventories 
during the past year has made it 
necessary to increase inventory re- 
strictions from 60 to 90 days in the 
East and from 90 to 120 days in 
the Rocky Mountain and Western 
areas. The PD-1-x form, as revised, 
will be in triplicate, on a standard 
sized sheet of paper, and greatly 
simplified to reduce the necessary 
clerical help in preparing such ap- 
plications. 


Tool Survey 


Speaking of tools, Mr. George 
stated that a survey of the Balti- 
more area showed that something 
must be done quickly to bring idle 
tools into use. The survey showed 
that men drafted into the services 
almost always put the tools of their 
trade into “cold-storage.” Consider- 
able pressure on the tool industry 
could be relieved if these tools could 
be kept in use. The Redistribution 
Division of WPB is now undertaking 
national surveys in an effort to ar- 
rive at a solution to this problem. 
Just how such tools will be released 
is not yet known, but definite action 
is expected shortly. 


Officers Elected 


The officers of the National As- 
sociation of Sheet Metal Distribu- 
tors, elected at Chicago, IIl., Oct. 20, 
1942, are: Eugene Foley, Bayonne 
Steel Products Co., Newark, N. J., 
president; Bruce Haines, E. E. 
Souther Iron Co., St. Louis, Mo., 
and H. E. Usinger, Berger Bros. 
Co., Philadelphia, Pa., vice - presi- 
dents; George A. Fernley, Phila- 
delphia, Pa., advisory secretary- 
treasurer, and Thomas A. Fernley, 
Jr., Philadelphia, Pa., secretary- 
treasurer. Members of the executive 
committee are: H. B. Thompson, 
Conklin Tin Plate & Metal Co., At- 
lanta, Ga.; A. M. Vorys, Vorys 
Bros., Inc., Columbus, Ohio; Henry 
A. Hoeynck, Shapleigh Hardware 
Co., St. Louis, Mo.; William A. 
Vernier, Superior Safety Furnace 
Pipe Co., Detroit, Mich.; James G. 
Beard, Braden Mfg. Co., Inc., Terre 
Haute, Ind., and O. F. Murphy, 
Lyon, Conklin & Co., Inc., Balti- 
more, Md. Those on the advisory 
board, which is composed of former 
presidents, are: F. O. Schoedinger, 
F. O. Schoedinger, Columbus, Ohio; 


A. W. Howe, The J. M. & L. A. 
Osborn Co., Cleveland, Ohio, and 
A. J. Becker, Ohio Valley Hardware 
& Mfg. Co., Evansville, Ind. 


Oilcloth Sales Top 
the $375 Mark 


(Continued from page 52) 


are pulled out to the edge of the 
shelf in varying lengths so that 
each pattern is displayed. The 
rack holds 33 patterns. 

Two other conveniences, a 
safety razor blade mounted in a 
handle operating in a grooved 
strip and serving as a cutter and 
a yardstick for measuring which 
is attached to the side of the rack 
below the cutting point, enable 
salesmen to wait on customers 
promptly and easily. 

The average purchase of oil- 
cloth amounts to approximately 
one-and-one-half yards. This is a 
relatively small sale and some 
larger sales are made, however. 
The record sale in this store is one 
for $23.62. 

The rack will hold two widths 
of oilcloth, 46 in. and 54 in., both 
of which are carried. When a 
sale is made, the oilcloth is rolled 
on one of the company’s souvenir 
yardsticks. This prevents its 
breaking and the customer always 
likes to have the extra yardstick 
for use around the home. 

Remnants are converted into 
oilcloth runners and disposed of 
easily. These remnants vary in 
width from 12 in. up. Fancy 
edges are put on them by means 
of pinking shears. 








WOMEN IN U.S. INDUSTRY 


(ALL NON-AGRICULTURAL EMPLOYMENT) 


EACH SYMBOL . REPRESENTS ».000.000 WOMEN WORKERS 
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91,700,000. € THESE BEGAN WORK APRIL 42- APRN 43 





Showing the increase of women in 
industry from Pearl Harbor to now. 
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GAUGE GLASSES 
30,000 DOZENS 


A complete stock for immediate bmp | of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED ‘LINE GAUGE GLASSES. 

Machine facilities available for special lengths. 
Also Glass Cylinders, Oil Cup Giasses, Lubri- 
cator Glasses, etc. Write, wire, or phone. 


" LUBRICATOR, CO 
MI 


10 
“ 
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_ Keep this Prorit-Picture 
F in your mind 


CHORE GIRL will be back again 
—when copper is available for 
cleaning use. In the meantime, 
don't forget her. Your customers 
won't. After the war, housewives 


CHORE GIRL will appreciate this famous 


little cleanser more than ever. 
METAL TEXTILE CORPORATION 
Orange, N. J. 
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18,000,000 Victory Gardeners want 
TA INSECT LOTION 
My 


Enables gardeners to work without being 
plagued by gnats, chiggers, mosquitoes, 
sand flies, etc. Contains no oil of Citro- 
nella. Squat, shaker-type bottle easy to 
handle. Ideal Soldier Gift. 
Compact counter display car- 
‘ton produces prompt sales. 


List 35c 
Dealer Cost 


$2.52 Dozen 
ae *SOILICIDE LABORATORIES New ‘eesey 










Good Salesmen Wanted— 


If you’re a good salesman inside or outside and 
want to get located, use the Classified Oppor- 
tunities Section of HARDWARE AGE. That’s 
the place where concerns looking for qualified 
men and men looking for desirable connections 
usually advertise and “connect”. HARDWARE 
AGE is read by more men in the hardware busi- 
ness than any other trade publication. Consult 
and use it for quick, tangible results. Address 


HARDWARE AGE 


Classified Opportunities Section 


100 East 42nd St. New York City 
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MIDWEST STOVE CO. 


3 YEARS, MORE POPULAR 





THAN EVER—A REAL COAL SAVER 
The “EVENHEAT” Coal Heater is an 
improved magazine type heater scien- 
tifically constructed with fire brick 


linings and auxiliary combustion chamber 
that mixes secondary air with the gases 
forced from coal in the process of coak- 
ing, thus increasing the heat output by 
burning gases and products of combustion 
that are ordinarily lost. 


EVENHEAT 


Magazine Type Coal Heater 


Solid only 
thru 
recognized 
hardware 
and appliance 
jobbers 





No Puffing or Blowing 


Burns any kind of coal, hard, semi- 
anthracite, soft, lignite, briquettes, etc., 
successfully, leaving only fine white ash 








and no clinkers. 


Have your jobber obtain full particu- 
lars if he is not already an EVENHEAT 
Distributor. 





PATS. PENDING 





Lined with Special De- 
signed Heat Retaining 
Fire Brick 


728 Delaware Kansas City, Mo. 


Customers oY at 


ARE STILL THE MOST 
VALUED ASSET IN BUSINESS 


—from small beginnings a quarter cen- 
tury ago, as pocket knife manufacturers, 
to a position’ of leadership in thermo- 
plastic molding—the Gits organization 
has worked hard, intelligently and 
gratefully, to satisfy its CUSTOMERS— 
who made its growth possible. Now, 
pressed to the limit in producing for the 
war effort—highly technical products— 
BUT — planning to make its pre-war 
products even better—and to produce 
new products of basic usefulness and 
appealing beauty—FOR OUR CUS- 
TOMERS — AFTER THE WAR AND 
PEACE HAVE BEEN WON! 


Nelo VES on 


4612 West Huron Street 
Chicago, Ill. 
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VM LL Li i: reyes 
ft SCAAFENER'S "Little Doc’ 





Handy Bandage ADHESIVE STRIPS: 


-% They sell like ‘sixty!’ 8 “Little Doc" 
& handy bandage Adhesive Strips in pack- 
| in age. 24 packages to an attractive 5- 


color Disp. Card. Retail profitably at 


10c per pkge. Act now. 


GUS. J. SCHAFFNER COMPANY 


34 CALIF. AVE. AVALON, PITTSBURGH PA 


SUNSHINE 
CHAMOIS 


MADE IN > 


“ASK YOUR saneen 
VOR GUR EXTRA VALUES 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 











Gripper Clips 


Registered U. S. Pat. Office 
Patented Gripper 
Clips, flexible steel, 
Ebony finish. Small 
size holds kitchen 
utensils, tools, golf 
clubs, canes, etc. 
Large size for 
brooms, mops, gar- 
den tools, etc. Re- 
talls 10¢ ea. Also 
Robertson original 
“Horseshoe Mag- 7 
net’’ Hammers. 


@ GIBSON GOOD TOOLS, INC. » 
Box 268 Orange, Mass., U.S.A. 











2 OY SS 


ESTABLISHED 188 


m Priority required. Consult your jobber 


» HANSON SCALE CO., Chicago 






COOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "'Clip- 
Rite,"" "Gem" and ''Gem, 
Jr." Finger Nail Clippers 
are unavailable. Until 
conditions permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 














yESTS 
e LIPPERS 


A COMPLETE LINE 


73 Y “ad Ryoulaliors 
“<st He Frade 


AMERICAN SHEARER MFG. CO, wasnua, wu. 




















SALES OF 1,255 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


April, 1943 Comparisons 


SUMMARY 





Apr.’43 Apr.’43 











vs. vs. 
No. Stores’ Apr.’42  Mar.’43 Apr.’43 Apr. 42 Mar. ’43 
Total 1,255 —10 +12 $8,395,530 $9,327,411 $7,479,914 





Cumulative sales, first 4 months of 1943 showed a decline of 
8 per cent, 1943, $31,776,289, 1942, $34,409,594 














Per Cent Change 
Number Apr.’43 = Apr.’43 Dollar 
of firms vs. vs. Sales 
States by Regions reporting Apr.’42  Mar.’43 Apr.’”43 

New England 75 —10 +13 $519,067 
Maine 8 2 +22 50,195 
Vermont & N. Hamp. 8 —20 +22 46,023 
Massachusetts 40 — 9 +7 297,006 
Rhode Island 7 —17 +26 48,941 
Connecticut ® AL ESE E 

Middle Atlantic : 129 —19 +13 868,880 
Pennsylvania ; 129 —19 +13 868,880 

East North Central 383 —21 +19 2,533,567 
Ohio 102 —23 +14 860,774 
Indiana 54 —22 +17 287,373 
Illinois i 91 —15 +14 564,927 
Michigan . 43 —25 +32 296,043 
Wisconsin 93 —20 +28 524,450 

West North Central .. 170 — 5 +15 739,690 
lowa — —11 +18 248,087 
Missouri 37 —l1 +11 136,897 
Nebraska as 37 + 2 +15 117,334 
Kansas 45 + 3 +15 237,372 

South Atlantic 49 + 1 +5 317,406 
South Carolina 12 — 8 +11 94,109 
Georgia ‘ 20 — 4 +8 107,892 
Florida ' 17 +18 — 1 115,405 

East South Central 13 —7 —16 104,650 
Alabama 13 — 7 —16 104,650 

West South Central 115 b4 + 6 730,513 
Arkansas b 16 + 6 + 6 112,430 
Oklahoma 40 + 8 + 5 188,919 
Texas 59 — 5 + 6 429,164 

Mountain 90 + 3 +15 780,950 
Montana 20 —1]1 +25 150,601 
Idaho se oea eee ita de ne —5 +22 144,329 
Wyoming 6 + 2 +13 42,008 
Colorado 25 +13 +27 134,362 
New Mexico 6 +7 — 3 51,661 
Arizona 8 +12 + 5 209,394 
Utah <r CE Or ee ee 
Nevada * 

Pacific ' 231 + 2 +7 1,800,807 
Washington in . 34 9 +9 250,169 
Oregon 23 — 5 + 5 244,988 
California fabs 174 + 3 +7 1,305,650 

Chicago, Tl. — —12 +29 71,875 

Bb Bete, CH. io ccccdwcdsécwde 23 + 6 +10 262,624 

San Francisco 26 +10 +2 182,740 

Seattle, Wash. amit ae + 8 —17 28,419 





* Note while stores in these states are included in grand total, figures for 
these states are not shown, in this chart, because of insufficient data. For states 
marked ¢ the chanse was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Departm»%nt of Commerce. 
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Ask Your Jobber! “ Sah’ a 
THE SAVOGRAN CO. ita 








PLATFORM, 


Fairbanks ..°<oc2.. 


The Fairbanks line of Hand, Platform 
and Box Trucks consists of a type for 
practically every service. It is the most 
complete, the most modern line on the 
market. 

Fairbanks take the most brutal punish- 
ment without damage because they are 
reinforced. 

They're backed by over 50 years’ 
experience. 


Write for Catalog No. 51-52 and price fist 


THE FAIRBANKS COMPANY 


400 LAFAYETTE ST. NEW YORK, N. Y. 
Boston, Mass. Pittsburgh, Pa. 
































For the Duration 
We'll have to Fill Civil- 
ian Orders by Priority 
Rating — and Through 

Jobbers Only 


CHICAGO LOCKS 


Give You 


“DOUBLE SECURITY” 


Remember—All CHICAGO Locks—lock 
BOTH sides of Shackle . . . Selling this 
“Double Locking — Double Security’’ 
makes quicker, easier sales and wins 
Good Will. Chicago Locks are priced to 
enable you to meet Price Competition on 
a Quality Basis . . . Investigate... 


CHICAGO LOCK CO. 
2024 N. Racine Ave., Chicago, Ill. 














» NEW PROFITS WITH 


| DAN: DEE 


REGC.U.S. PAT. OFR. 


WO-RUBBING FLOOR WAX 


ll || A High Grade, Quality Prod- 
a | uct... a Profitable Household 
Item for Dealers. 


Dealers ee Jobbers Remember, DANDEE is HEAVY DUTY. 
Solicited 


TWIN CITY SHELLAC CO., INC., 





340 Flushing Ave., Brooklyn, N. Y. 












= HERE’S a 
LABOR 
SAVER 











One man holds largest a 
— for ringing, vaccinating, castrat- 
ing, etc. One end for large hogs, one 
for pigs. Worth its weight in gold 
to farmers short of help. Durable, 
A. doz.orlarg- | good for a lifetime. Order Today 
er lots. for quick profit! 
) DR. RINEHART’S HANDY HOG HOLDER CO. 
P. O. Drawer 1946 Galesburg, Illinois 


: a Dealer price 
Time ay 90c, shipping 
Order BY charges pre- 
eiig-iaa@m ey Prepaid any- 
from this \ \ 














Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
it least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 








FOR REPEAT SALES 


... you can rely on... 


SCHWARTZ Sun - y 
a * , 





FILTER DISCS 
Nationally Advertised 


SCHWARTZ MFG. CO., Two Rivers, Wis. 
America’s Oldest Makers of Milk Filter Discs 



























Ho ndsaws 
Crosscut Saws 
Circular Saws 






JUNE 10, 1943 





A ' « i 5% ¢ All Other Types 


E. C. ATKINS AND COMPANY «410 S. iilinois St., indianapolis, Ind. 


Hacksaws 
Keyhole Saws 








** Coming Conventions and Events «+ 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- of the manufacturers’ group, and 
turers Association, meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 18-21, 1943, at the 
Hotel Commodore, New York City. 
Charles E. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer 


George A. Fernley, 505 Arch St., Phila- 
delphia, Pa., is secretary-treasurer of 
the wholesalers’s group. 


National Retail Hardware Asso- 
ciation, annual meeting, July 13, 1943, 




















Help Wanted. Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 


Set solid. maximum, 50 words.... $4.00 
All capitals. maximum, 50 words 5.00 
Each additional word... 08 


Positions Wanted 
(Special Rate) set solid, maximum, 
BO GI bh hededh bs cdeccececcenss $1.00 
Each additional word......... .05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
COO: BE kas ccabd $s odecseouc ctetes $6.00 











ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! Nationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For additional informa- 
tion, write— 


Box H-192, care of HARDWARE AGE 
190 E. 42nd Street, New York City 








MANUFACTURER INTERESTED IN 
CONTACTING MEN WHO KNOW 
THE HARDWARE FIELD 


Opportunity for men interested in sell- 
ing to tae hardware and lumber trades. 
Some knowledge of wire and wire prod- 
uct lines helpful. If you believe you 
can sell this field, a letter outlining your 
experience and knowledge of trade 
and products may be to our mutual 
advantage. 


Address Box H-234, care of HARDWARE AGE 
100 E. 42nd Street. New York City 








| AM SELLING METROPOLITAN CHI 








CAGO hardware, paper and notions jobbers, mail 
order houses, and syndicates, and cover them 
regularly and aggressively. Now time is avail- 
able to promote a new line or item or to look after 
what is left of an established line. What have 
you that needs selling here? Address—Harold 
Clark, 605 W. Washington St., Chicago, Illinois. 


SALESMAN WANTED. RIGHT MAN 
WILL have splendid opportunity with this well 
known established house selling to hardware 
wholesalers and mill supply outlets. Salary, ex 
penses and bonus plan of compensation. Give 
full particulars about yourself, experience and 
references. Address Box H-233, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 








SALES OPPORTUNITY FOR MEN FA 
MILTAR with wire and wire products sold through 
the hardware trades. If you have had experience 


AN UNUSUAL OPPORTUNITY 


We operate one of the largest indepen- 
dent retail hardware stores in New York 
State, 45 minutes from New York City, 
doing an excellent job with civilian, as 
well as government trade. 

We are looking for experienced floor 
salesmen who can develop into depart- 
ment managers. Good salary, perma- 
nent work and a marvelous present and 
post war opportunity. 


Address Box H-236, care of HARDWARE AGE 
100 E. 42nd Street, New York City 








with these lines write Box H-235, care of Harp 





ware Ace, 100 E. 42nd St., N. Y. City. 








WANTED: 2 No. 30 used Red Devil Paint 


FOR RENT--STORE AND LOFT on prom Agitators or 2 used Horst Paint Mixers. Advise 
inent business street, recently hardware and price and condition of machine when replying. 
paint store, established 49 years, completely | Address Box H-229, care of Harpware AcE, 100 


equipped with fixtures. Reasonable rent. Store 
has excellent following and would be money 


E. 42nd Street, New York City. 





maker to the right party. Address Box H-237, 
care of Harpware Acr, 100 E. 42nd Street, 
New York City. 








HAVE YOU AN IDEA FORAPRODUCT? ; 
Inventive mechanical engineer will develop your idea, $ 
from any material, into sales-producing product with 
strong, gatent protection. 16 years’ experience, de- 
veloping patentable mechanical and electrical prod- 
ucts; special machines, staple hardware, gadget 
novelties. Can cooperate by mail. Remuneration— ‘ 
any reasonable basis. . 


Address — R. MOSKOWITZ 
209 Van Siden Avenue, Brooklyn, New York 
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JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plum)- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, N. Y. 





ATTENTION JOBBERS—FOR YOUR RE- 
QUIREMENTS of all brass, rubber, china, and 
iron, plumbing and heating specialties, send us 
your inquiries. Write for our catalog and price 
list. Address — Plumbing Products Company, 
Charlestown, Mass. 


at the Hotel Lincoln, Indianapolis, Ind. 
Rivers Peterson, 333 North Pennsyl- 
vania St., Indianapolis, Ind., is manag- 
ing director. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers Ac- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 


Buys and Resells 
Used Farm 


Equipment 


OLLECTING, _ reconditioning, 

and reselling used farm imple- 
ments is a specialty with W. C. 
Martin, hardware dealer of Alice- 
ville, Ala. According to Mr. Martin, 
the number of new implements al- 
lotted his county was very small, 
not nearly enough to supply the de- 
mand, so he decided to go out into 
the highways and hedges, round up 
old tractors, cultivators, harrows, 
etc., and recondition them. 

Mr. Martin made the rounds in 
his car and bought up discarded 
equipment which could be repaired. 
A few days later these items were 
picked up by his truck and brought 
to his store for reconditioning. Later 
they were sold to farmers who were 
badly in need of such equipment. 
Mr. Martin made a fair profit and 
definitely made a contribution to the 
war effort in helping his farm cus- 
tomers increase their food produc- 
tion. 


Works Successfully 

“This has worked successfully in 
my section,” says Mr. Martin, “be- 
cause many of our farmers have re- 
turned to cattle raising. These men 
possess equipment they no longer 
need or use and are quite anxious 
to turn it into cash and also to make 
it available for other farmers who 
do need it. We handle more culti- 
vators than any other farm tool. 
Tractors are also popular item. So 
far, we have had no trouble in se- 
curing repair parts for equipment 
we have purchased.” 


HARDWARE AGE 




















World's Standard for Half a Century CARPENTERS’ WOOD 


SAND’S LEVELS AND ALUMINUM 


7ehlL EHE FRUES 


SAND'S-STEVENS TILE SETTERS’ WOOD 


SURFACE AND LINE : ; ; AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. nosamiaiiai 


"FACTORY Ss ee ee WRITE 
BUILT-IN ACCURACY” [___)i_ : gC _ —_ ey __iC___| @_¥ FOR CATALOG 














TODAY- Making Tools for 
Vi C TOR ye. 


eatin 








































NEWS About Blow Torches and Fire Pots 


@ Blow torches, fire pots and repair parts will be manufactured 
of such materials as we are able to secure, and allowed to use 
under present conservation orders and any future government 
orders which may be issued. C & L research has made possible 
the best availab!e material substitutions to maintain C & L 
Quality and operating efficiency for which C & L Too!s have 
been preferred for over half a century. 


+ + + 


CLAYTON & LAMBERT 


MANUFACTURING COMPANY * DETROIT, MICHIGAN 




















| 
4 B® COLYUMBIAN VISES 
' America's Fastest Selling, Popular Priced 
. Merchandise. THE BEST MADE 
e- vy. 
° : ° . *Columbian Vises 
1, Complete line of First Aid Kits. Peay senses ery 
Complete line of Service Items—Furlough guns 4 
; Bags, Kit Aprons, Lunch Kits, Mending ability. Columbian 
= Kits, Utility Kits, Money Belts, etc. Vises offer your cus- 
0 tomers the greatest 
Pp For Immediate Delivery. See your jobber jn tl cua des 
” or contact— equipment. All 
types for all work. 
in COLUMBIA FIRST AIDERS See your distributor. 
d 25 S$. MARKET ST., CHICAGO 
d | THE COLUMBIAN VISE & MFG. CO. 
‘ | 9017 Bessemer Ave. Cleveland, O. 
re , 
ht 





ad Edges Won't 
t. Curl nor Split 


— because their blades 


| GENUINE AJEY PRODUCTS 







> a . ? 7 
ro) on madara ewetywhe he 
G 


HAYING TOOLS 


- are made of TEM-CROSS Hay Carriers, Carrier Track, Track Fixtures, y 
al Ingersoll Process Steel. Hay Forks, Hay Slings, Sling Attachments, 
c- It is cross-rolled to give an in- Hay Pulleys, Gable Hinges, Hay Rack 


terlocking, mesh-grain struc- 
ture, and heat-treated to hold 
edge keenness and to resist 
curling and splitting. Write for 


Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 


























prices on 
in —- NT AND 
INGERSOLL SHOVELS atso BARN EQUIPME 
- “ v HARDWARE SPECIALTIES 
ash i yi arhprord — “Guaranteed to satisfy the user’’ 
+s cenieadics. hacia, teu desir ee THE NEY MFG. CO., CANTON, O. 
us BRANCH HOUSE COUNCIL BLUFFS, IA 
ke a 
” a 
Iti- ‘ 
: _ AMERICAN CHAIN 
So Welded and Welelless. 
os AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT — 


AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA ay 


~~ 
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WAR COMES FIRST 


We're trying to keep all our friends 
supplied with adequate stocks of 
MOORE PUSH-PINS and PUSH-LESS 
MANGERS. But sometimes it just 
hasn't been possible, due to wor 
needs, manpower and material short- 
ages. If you haven't been able to 
get as many MOORE products as 
you need, we ask your indulgence. 
With us, as with you, war comes 
first. Rest assured, though, that we 
ere doing everything possible to keep 
Production gecred to your needs. 


MOORE PUSH-PIN CO. 
Since 1900 
113 Berkley Street, Philadelphia, Pa. 


MOORE 


PUSH-LESS HANGERS 
PUSH-PINS 








A I 


FAULTLESS. 


INDUSTRIAL 


CASTERS 









PyUTTRTeTT CASTER CORP 
Evansville, Indiana 


Branches in Principal Cities 





‘ 






CAN’T GET COPPER? 


Then investi- - 
SARAN 

PLASTIC tube, 

pipe and fit- 

tings by HODGMAN. 

Not only timely sub- 

stitutes for copper, 

brass, rubber, steel, etc., 


sample and Bulletin P-4. 


HODGMAN RUBBER CO. 
FRAMINGHAM, MASS. 


New York, 261 Fifth Ave. 
Chicago, 412 So. Wells St. 



















A. *Pat. No. 2160931 San Francisco, 121 Second St.) 





Genui"®° DOMES of SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 












Accessories Corp. 
Acme Steel Co. 
Admat Ltd. .... 
Allen & Company, S 6 
Alliance Mfg. Co. 
Ambassador Specialties, a 


American Cabinet Hdwe. Co. ... 


American Chain & Cable Co., Inc 
American Chain Div. 
American Molded Prod. Sales Co. 
American Shearer Mfg. Seen 
American or. 

Arcade Mfg. 

Archer, Daniels, °Midland Co.. 
Armstrong- ae @ Geis.:... 
Atkins & Co., E. C. ae 
Atlas Asbestos Co. 

Automatic Products Co. 


B 
Baker Mfg. Copey . 
Barcalo Mfg. Co. 
Behr-Manning Corp. 
Bethlehem Steel Co. 
Briggs & Stratton . 
Burgess Seed & Plant Co.. 


c 


Carnegie-lilinois Steel Co. 
Century Metalcraft Co. 


Cheney Hammer Corp., Henry an 


Chicago Lock Co. 
Clayton & Lambert Mfg. “Co. 


Clemson Bros., Inc. —- 


Cleveland Chain & Mig Ie <3: 
Cleveland Geaperative’ ‘Stove Co. 
Columbia First Aiders 
Columbian Rope Co. 

Columbian Vise & heey Co. 
Cook Co., H. C. 


D 
Daisy Mfg. Co. 
Damascus Steel Prod. Corp. 
Deming Co., The 
Disston & Sons, Henry cael 
Domes of Silence .. 
Durham Co., Donald 


E 


Economaster Products Co. 
Edlund Company 
Ethyl Corp. 


Fairbanks Co. 

Farm Journal 

Faultless Caster Corp. 
Federal Tool Corp. .. 
Flex-O-Glass Mfg. Co. ... 
Fox Shotguns ‘ 


6 


General Electric Co. 

Lamp Div. . oa 
Gephart Mfg. ca .. 
Gibson Good Tools 
Gillette Safety Razor Co. 
Gits Molding Corp. 


H 


Hanson Scale Co. 

Hazard Insulated Wire Wks. 
Hercules Powder Co. . 
Hodgman Rubber Co. 

Hoyt & Worthen Tanning Corp. 


Indiana Steel & Wire Co. 
Ingersoll Steel & Disc 


J 









Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and ail furniture. 





Ask your Jobber 


DOMES of SILENCE 
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Joh Steel & Wire Co., Inc. 
Justrite Mfg. Co. - 


K 


Kawneer Compony 
Klein & Sons, Mathias 
Koch Sons, Inc., Geo. 


L 
Libbey-Owens-Ford Glass Co. 


Lindemann, A. J., & Hoverson Co. 


Lockwood Hdwe. Mfg. Co. 


112 


109 
115 


94 
75 


85 
7! 


20 
63 
37 





Malleable Iron Range Co. ..... é 
Martin-Senour Co. ............. 8! 
McKinney Mfg. Co. .............. 72 
Metal Textile Teal 1 Fle tomith os i 
Meyercord Fivedveescce aa 
Miami Cabinet | ER eee % 
Midwest Stove Co. heidecuacus oe 
Miller, Inc., Robert E. ........... 116 
Millers Falls Co. ................. 3 
Moore Push Pin Co. ........... 16 
Morse Twist Drill . Machine Co. 9 
Myers & Bro. Co., F. E. ...... 28 
N 
National Brass Co. ; 5! 
National Mfg. Co. ............... 108 
Ney Mfg. Co. wees . WS 
Nicholson File Co. Livaciaetee oe 
North Bros. Mfg. EE 87 
Norton-Lasier Co. Junie Medak 27 
° 
Oxford Tool Co. pads .. 10 
P 
Pascagoula Decoy Co. ........... #4 
Parker-McCrory Mfg. _ res 
Pittsburgh Plate Glass—Store 
| CARIES FSS See . 105 
a Si. 3 Se 
Prime Mfg. Co. . ; 104 
R 
Regina Corp. . j 26 
Remington Arms Co., Inc. ' 49 
Research Prods. Corp. 69 


Rineharts, Dr., Handy Hog Holder 113 
Rockford Brass Wks... ... 186 
Rogers Isinglass & 7 Co. .. WB 
Roper Corp., Geo 30 
Russell, Burdsall % Ward Bolt & 

u Dh. 65 aad 89 
Ryerson, is. T. sina 
Ss 
Samson Cordage Wks. , 108 
Sand's Level & Tool Co. ..... 115 
Savage Arms Corp. eteseu 97 
Savogran Co. ... oe <a 
Schaffner Co., Gus J. ......... 112 
Schwartz Mfg. Co. okieeesdekae eae 
Sentinel Radio Corp. Sr ee a 
Shapleigh Hdwe. Co. 120 

Sheffield Bronze Powder & Stencil ‘“s 
cal Saw & Steel Co. . Se 82 
Simoniz Co. .... 2 8 
Smith, Inc., Landon P. : Wg 
Socony- Vacuum Oil Co., Ine... 18 
Soilicide Laboratories ....... ae 
Speaker i. J. W. pewnaane ae 
Spradlings, inc 109 
SEY WHI n0k.< 60 oy b.dine's 0g0050 7 
Starrett Co., L. S. .. a aig is 
Sterno Corp. sasiicas 53 
Stevens Arms Co., er 7 
Stevens Walden, inc. , it 
Swift Lubricator Co. it 

T 
Twin City Shellac Co., Inc. ..... 113 
U 
Union Hardware Co. ............ 7 
Union Steel Products ice OO 
United States Plywood _e- bi] 
United States Steel Co. .......... 19 
v 
Vaughan Novelty Mfg. Co. 107 
Victor Elec. Products Co. 101 
Ww 
Wickwire Bros., Inc. vee, ae 
Winchester Repeating Arms Co. 9 
Witt Cornice Co.. : ... 103 
Wooster Brush Co. 2 
Wright Steel & Wire Co., 6. F. 117 
Y 
Yale & Towne Mfg. Co. con. . a 


HARDWARE AGE 
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118 
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97 
117 


107 
101 
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PAINT & VARNISH 
REMOVER 


THAT MEETS 


a S. GOVERNMENT 





—J_— ]]-R-251 





...and you’re selling ’em satis- 
faction plus! That’s what you're doing when 
you sell ’em Sheffield Paint & Varnish Remover 
—the product that gives em top quality at bot- 
tom price. Works faster and more thoroughly 
because it contains sufficient wax to hold the 
Remover on the surface, thus providing better 
penetration and quicker break-up of the old 
film of paint, enamel or varnish. Prompt deliv- 
eries in sizes from ™% pts. to gallons. Don’t 
delay ordering. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
CLEVELAND, OHIO He Sikehtets” atch ete 











“NEVER SAW AN AD 
PULL SUCH RESULTS!” 


Hardware Age, 
100 E. 42nd St., 
New York, N. Y. | 





Gentlemen: 


You had better “call off the dogs” and not run our | 
Want Ad again. We have received so many applica- 

tions as a result of it that we have had to put on an | 
extra clerk to do nothing but read them. 


Frankly, I never saw an ad pull such results. 


Yours very truly, 
Signed—General Sales Manager 
This letter from a nationally known hardware corporation is | 
proof that H.A. Classified Ads bring sure results. For Help | 
Wanted, Sales Representatives Wanted, Accounts Wanted, Posi- | 


tions Wanted, Business Opportunities, etc., send your ad with 
remittance to— 


HARDWARE AGE | 


Classified Opportunities Dept. 
100 E. 42nd Street, New York, N. Y. 
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The name WRIGHT has been identified 
with the wire industry since the early 
eighties and has always stood for quality. 
For example, WRIGHT HARDWARE" 
CLOTH, wire woven on modern looms that 
produce remarkably even mesh. When vic- 
tory comes, this standard product will be 
available in increasing quantities. 


GE WRIGHT nie co 


WOELESTER. °° MASS 


They'll be 


EVEN BETTER 


After the War 


The manufacture of civilian 
items gives way to war's de- 
mands, and the materials for- 
merly used in making the Union 
Steel Products shown here are 
ear-marked for fighting equip- 
ment. But as Union Steel's fa- 
cilities are devoted to war pro- 
duction, the resourcefulness and 
imagination that produced this 
highly salable line of merchan- 
dise continues. And after this 
Nation has fought its way back 
to Peace, popular Union Steel 
Hi-Lo Picnic Stoves, Zipper Top 
Rubbish Burners, Multi-Line 
Clothes Dryers, etc., will be 
back in your store—more attrac- 
tive and appealing than ever 
before. 


UNION STEEL 
PRODUCTS CO. 


126 North Berrien Street, 
Albion, Mich. 





















TO MAKE FRIENDS For US 


We are giving away this little book on the 
use, maintenance and repairs of Porter Bolt 
Clippers—and other hand tools used in 
metal work — soliciting requests for it 
through extensive trade paper advertising — 
because it will make friends for us, and for 
our dealers and distributors. These friends 
will be our customers — your customers too 
— when the war is over. 

Now Porter metal cutting tools are serv- 
fng on the production front as well as on 


the battlefront — saving man hours and 
roduction costs — speeding the day of 
ictory. Write for illustrated catalog and a copy 


of this new tool maintenance book. 


Porter men and women pride. 


permissible.) 


H. K. PORTER, INC. 


EVERETT, MASS. 


The Army-Navy ‘‘E’’— an honor all 


(Note: We are using every available man, 
twenty-four hours a day, to meet Government 
requirements, and especially to meet our job- 
bers’ needs with the earliest possible shipments 


















GOVERNMENT 
RESTRICTIONS 


MAKE WARTIME 
SHORTAGES 


Shipments nowadays are 
a question, with a "yes, 
but—" answer! Edlund 
production continues—ra- 
tioned for metals and man- 
power—and so long as sup- 
plies are available your 
jobbers will serve you with 
allotments based on previ- 
ous sales. 





TUGl © 


EGG BEATERS 


D 


CAN OPENERS 
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War or No War! 


| ROGERS CARRIES ON 


With Exclusive Hardware Jobber Policy 
During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible ... and we are abiding by our exclusive policy 
| of offering the hardware trade absolute protection by not 
| selling to chain store groups, group buyers and mail order 
| houses. In fact, be- 
cause of the excel- 
lent cooperation that 








An Apology and a Promise 

h 1 ped If you have suffered any delay in ob- 

as dovele pce taining Rogers’ liquid fish glue, it is 

result of our strict because Uncle Sam is the man ahead 

hardware trade of you . . . we know that you won't 

mind waiting in line behind him. We 

policy, we are ex- assure you that we are doing our ut- 

panding the program most in research -_ —— to 

| fulfill all of your orders absolutely as 

for your benefit, and | a cidiy os possible. Please bear with 

. . « WE ARE NOT us in this respect . . . we expect that 

ADVANCING OUR you will receive your shipments 
PRICES! then 











Phone Your Jobber for Free Project Sheets 
| USE ROGERS LIQUID FISH GLUE 

















ICTORY WICK 


FOR O/L-BURNING WICKLESS STOVES 


.... PINCH HITTING 


FOR THESE FAMOUS WICKS 


FLAMEMASTER 


AND 





.... and doing a REAL JOB ! 


Government need, in connection with the war effort, has 
sharply curtailed the production of both GLASWIK 
Spun Glass wicks and FLAMEMASTER asbestos wicks 
—but we will continue to fill.your needs as fully as 
conditions permit. As a ‘Big League’’ substitute we 
offer you the VICTORY WICK... a tested and proven 
asbestos paper wick that lights quickly and produces s 
good flame . . . it’s really more than a pinch hitter 
because its performance is strictly ‘‘First Class.” 
venieatly packed in 5% foot lengths; in four sizes to 
fit any standard stove. Don’t risk the loss of sales 
.. ORDER YOUR SUPPLY OF VICTORY WICKS 
NOW! 








Manufacturers of Glaswik and Flamemaster Wicks 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
North Wales, Penna. 





HARDWARE AGE 














RED DEVIL 
Modern Line 
GLASS CUTTERS 


The wheels of Red 
Devils are always 
uniform, that’s 
why they cut 40% 
more glass and cut 
it better. Made on 
precision machinery 
by exclusive Red 
Devil methods. 











(OCT ... Gools are Helping “Win the War’”’ 


...dut “AFTER VICTORY” 
DIAMOND EDGE ond KEEN KUTTER 


Ucll again play a VUitat Kole in the Success 
of America’s Independent Hardware Dealers 


él 
y 


SHAPLEIGH HARDWARE COMPANY 


ST. LOUIS 


Shapleigh National Series Number 2409 





